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FOR FENCE DEALERS 


Mee ~=—s THEE NEW U‘S'S 
AMERICAN FENCE 


IT’S GUARANTEED TO 
GIVE 3-WAY PROTECTION 
AGAINST RUST 
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AMERICAN STEEL & WIRE COMPANY 
CHICAGO 


UNITED STATES STEEL TENNESSEE GOAL, IRON & R. R. CO. 


COLUMBIA STEEL COMPANY 
SAN FRANCISCO 
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* Two dozen of these. . . a dozen of 
those! This tedious task cf selecting a 
brush line is eliminated by Wooster’s 
new brush merchandising system. 


Dear Mr. Dealer: 

Someone tipped us off to the fact that you were 
up to your neck in catalogs—object, to pick out 
brushes for this year’s line. 

Far be it from us to interrupt, but we’ve a hunch 
you may be sick of the job. 

So just in case you’d like to toss the whole 
library into the ash can and forget your 
worries about a brush line for good and all 
—we suggest the Wooster 3-Point Merchan- 
dising System. 

Man, what a line! Only 26 different 
brushes, ranging from ten-centers up to the 


*, THE WOOSTER 3-POINT MERCHANDISING SYSTEM x 


painters’ kind—brushes for every customer and 
every sort of job. And put up in the grandest dis- 
plays you ever set eyes on. 

No orphans or cripples, either. These 26 brushes 
are the leading sellers from the entire Wooster 
line. And all brushes are interchangeable 


between all units of the system ... also available 
fot open stock. 

Ask your jobber salesman for full infor- 
mation. Or, if you want to get out of that 
pile of catalogs in a hurry, wire us today 
for the interesting descriptive folder on 


the Wooster 3-Point Merchandising System. 


WOOSTER 


dt FOSSSEY 
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BRUSHES 


THE WOOSTER BRUSH COMPANY 
WOOSTER OHIO 
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Only 3 months old... 
BUT ALREADY A 


LEADER 


among locks! 


me MORIM 


The remarkable new Auxiliary Lock Development by Yale 


ILLIONS of magazine readers 
MA throughout the country have 
seen the advertising featur- 
ing the “MORIM”... Your assurance 
of growing demand for this new 
auxiliary lock! Since first introducing 
the MORIM, we have been flooded 
with orders from merchants all over 
the country —a fine tribute to a fine 
lock! 


In addition to combining the security 





























of a deadlock with the convenience 
of a spring latch, the “MORIM” is 
really an attractive lock...an adorn- 
ment to any door it protects! 


You really should feature this fine 
lock on your counter. It has eye- 
appeal and sales-appeal! If you 
haven't already ordered, don’t fail 
to get in a stock... It’s a real profit- 
builder! Call your jobber or write 
us direct. 
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Let’s dig deep and lay a foundation for 
more fence business, more profits and more 
satisfied customers. Together, we can do it. 


We have merchandise that is long known 
to farmers for its rust-resisting qualities 
and longer life... the famous MID- 
STATES “Galvannealed” copper-bearing 
fence. 


We have a plan whereby, together, we 
can easily sell more fence and quickly turn 
, prospects into satisfied customers. We want 
to help you sell the merchandise you buy 
. . . to work right with you. 


Tie-in with a company that wants to help 
its dealers sell fence. Tie-in with MID- 
STATES. Why not let us send you further 
information about our plan and product? 
Mail us a card today! 


sD'STAZ,, 


STEEL & WIRE oo 
Dept. M-35 Crawfordsville, Ind. 
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a SMART DEALER NEEDS 


to make 1957 his BIGGEST TOOL YEAR 





REG. U8. PAT. OFF 


f the 


y the RIG 
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STANDARD through THREE GENERATIONS 


Your customers’ fathers and grandfathers bought the famous PEXTO Line of tools 
with satisfaction . . . and built a & d vol of business. The public is still 
buying these PEXTO Tools . . . backed today by 117 years of manufacturing ex- 

ience and integrity . . . and always with satisfaction. The most complete quality 
ne in ~~ trade. Designed right, made right and always priced competitively with equiva- 
ent value too!:. 








WorIH 


REG U.S. PAT. OFF 


ALL special WORTH Tools of 
our manufacture sold under dis- 
tributors’ private brand nunes 
will be stamped with this symbol. 


VALUES to help succeed against competition 


Sales of WORTH tools under the tried and proved WORTH PLAN climb daily. 
The trade wrote the ticket; manufacturing courage made it possible. And today, smart 
hardware dealers are reaping the profits. Sold in honestly selected ASSORTMENTS 
. - . to effect distribution economies that are passed right,on to the dealer in the 
market's best sales-producing retail prices. The keenest merchandising minds in the trade 
selected every item, set the quantities, built these assortments to SELL and build CON- 
TINUING tool business. Every tool is guaranteed .. . price tagged for today's demand. 
A profit ratio that dealers can actually get rather than hope for. SEE YOUR JOBBER. 
He'll help you map a real FIGHTING tool sales program with WORTH tools for 1937. 








| Me-kan-ik 


P.Ss.& w.coa. 





T. M. REG, APP. FOR 


No FINER Tool line being made -today 


Don't forget that ating prosperity always creates a market for del quality 
goods . . . furthermore, this kind of trade can be mighty profitable. Tools are no ex- 
ception, and the ME-KAN-IK Line will get you this business. Nothing better than 
ME-KAN-IK Tools have ever been offered. They have been individually designed by 
expen mechanics, in sharp contrast to tools built up and ‘“‘dressed-up” from old styles. 
SEE YOUR JOBBER . . . study the real sales-building features of this outstanding 
line. And remember they carry a profit ratio that will make this potential business very 
much worth while. 














The Peck, Stow & Wilcox 
Company 


Southington, Conn. 
Established 1819 
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VAUGHAN HAMMERS 


Fine workmanship, fine quality, 
are combined in the production of 
these hammers designed to give 
every advantage possible to this 
type of tool. The spring eyes, non-slip 
claws and fulcrum tops are points 
which make outstanding hammers. 


VAUGHAN AXES 


Two high grade steels, each chosen 
for its purpose, combined by the 
patented elettric fusing process 
make the Vaughan Axe a perfect 
tool. Its Open Adze Eye construc- 
tion guarantees against handle 
breakage, a weakness found in other 
type heads. The fine balance of 
these Axes, is the result of careful 
designing. There is one especially 
‘made for every purpose. 


OTHER VAUGHAN TOOLS 


include hatchets, planes, chisels, 
machine punches and bits, wreck- 
ing bars, pincers and nippers as 
well as a complete line of other 
products useful to the mechanic. 
Each is made with the guarantee 
of perfection and long life. 

















HE San Francisco-Oakland Bay Bridge 


is the result of centuries of engineering 


achievement—and is the handiwork of 
good mechanics with good tools. Just as 
this bridge fulfills the every day needs of 
thousands of people, Vaughan tools fulfill 
the every day.needs of thousands of good 
mechanics. For them, Vaughan tools make 
possible fine quality workmanship on big 
and little jobs. Big engineering projects are 
built for long service—just as these tools 
are built for long service. 


VAUGHAN & BUSHNELL MFG. COMPANY 


2114 Carroll Avenue Chicago, Illinois 


wes 





UGHA 


6 HARDWARE AGE 














HE MEANS BUSINESS! 


Alert—friendly—yet there is a keen “eye to 
business” about the ears, mouth and eyes. 


For You—he’s wide-awake to the fact that 
Corbin means Substantial Sales with Good 


Profits. 


To Your Customers—he’s “On Guard” to 
protect their property and valuables. 


Mr. Dealer, you can get absolutely FREE this 
new Business Producing Padlock Display 
Board—Window Display and Screw Prod- 
ucts Display Card by ordering twelve Cor- 
bin Padlocks, “BEST SELLERS” Assortment 
No. 900. 


Notice the good looking window you can 
make with these displays—plus a few Corbin 
Packaged Goods and Advertising Folders. 


Don’t Wait—get this free material now and 
start things moving. 


CORBIN CABINET LOCK COMPANY 


The American Hardware Corporation 


New Britain, Conn., U.S.A. 
NEW YORK CHICAGO PHILADELPHIA 


No. 900 Padlock Display Board 
(FREE) 

Size 12”x18" Heavy Veneer 
Panel 

Illustrated in six brilliant colors 

Two screw eyes for hanging 
board to wall 

A 100% Attention and Sales 
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You get this Window Display Free of Charge, 35"x36" 
Lithographed in eight attractive colors. 

Three shelves for displaying Corbin Products. 

A real Attention Getter — Padlock Sales Builder and 
Profit Maker for you. 
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Who ever heard of a fence being 
too good? It may seem hard to 
believe, but here are the facts: 

Years ago Pittsburgh Steel 
Cc P y's ‘h i s 








using highly refined zinc. Tech- 
nical buyers such as railroads 
have willingly bought it at its 
higher cost because of its demon- 
strable superior quality. Its value 
has been proved in actual service. 
Now, through the economies of the 
manufacturer’s larger, more efficient 
equipment and volume production 
we, the dealers who sell Pittsburgh 
Fence, are able to offer you this 
premium fence, hot zinc coated with 
double the usual amount of zinc, at 
the price of regular fence. 

As fence merchants, we have 
built our businesses and reputations 
on the top quality of “Pittsburgh” 
Fence and today we can conscien- 
tiously stake all on the statement 
that the market has yet to see the 
equal of this better “Pittsburgh” 
Fence. On all points such as the 


SAID THE ENGINEERS 


permanence of the protective hot 
zine coating, the quality, bonding 
and thickness of the zinc, and the 
equally important rust-resisting 
character of the copper-bearing 
steel wire itself, the improved 
“Pittsburgh” Fence is outstanding. 
Yet prices are just the same as for 
the usual “sta: dard” lines. 

Come in soon and let us show 
you the proof of the superiority of 
this improved fence line. For the 
name of the “Pittsburgh” Fence 
dealer near you, send the coupon 


below direct to the Pittsburgh Steel 
Company, 714 Union Trust Build- 
ing, Pittsburgh, Pa. 
































Backed up by a 





Strong FARM 

MAGAZINE 

CAMPAIGN 
featuring the 
DEALER 


FARM JOURNAL 
HOARD’S DAIRYMAN 
SUCCESSFUL FARMING 
FARM AND RANCH 
THE FARMER 
INDIANA FARMER'S GUIDE 
KANSAS FARMER 
MICHIGAN FARMER 
MISSOURI FARMER 
_ MISSOURI RURALIST 
NEW ENGLAND HOMESTEAD 
OHIO FARMER 
PACIFIC RURAL PRESS 
PENNSYLVANIA FARMER 
PRAIRIE FARMER 
PROGRESSIVE FARMER 
RURAL NEW YORKER 
SOUTHERN AGRICULTURIST 


THESE 
ADVERTISEMENTS 
WILL BRING 
BUSINESS INTO 
yout store 
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Pittsburgh Fence 


Here’s a fence that speaks for itself in terms 
that mean sales and more sales—a better fence 
for your customers for the same money they 
must pay elsewhere for standard grades. 

This is the same premium grade wire we 
have supplied in the past to technical buyers 
such as railroads at much higher prices. But 
recently, by new, larger and more efficient 
equipment, we have geared the zinc coating 
process to mass production methods. In fact 
the new equipment actually produces a 
smoother, more uniformly coated wire than 
the previous premium product. 

A thicker, longer lasting, double coat of 
purer zinc is integrally bonded (not just laid 
on as in some processes) to a core of rust- 
resisting copper-bearing high grade steel wire 
to give “‘Pittsburgh” dealers the best piece of 
fence goods on the market today. Added to 
these lifetime lasting qualities, you have the 


Gfrealér sales app 


in the new improve 
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tremendous appeal of fine appearance. When 
you examine this better ‘“‘Pittsburgh”’ Fence 
with its smooth, firm, silvery, bright finish you 
know it’s a better fence—a product your cus- 
tomers will want—and it costs no more. 

With greater value, longer life and better 
appearance to sell at the same price as com- 
peting “regular” lines, “‘Pittsburgh” dealers 
are going to do a bigger share of the fence busi- 
ness this season. There are a few excellent 
territories available for dealer representation. 
For full information, write today... now! 








739 UNION TRUST BUILDING, PITTSBURGH, PENNSYLVANIA 


DETROIT 
SAN FRANCISCO 


NEW YORK 
CLEVELAND 
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CHICAGO 
HOUSTON 


LOS ANGELES 
SYRACUSE , 


ST. LOUIS 
MEMPHIS 


PHILADELPHIA 
CHARLOTTE 
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FOR (arefree DOORS 


seLL STANLEY uarpware 





THE SYMBOL OF LEADERSHIP 
IN DOOR HARDWARE FOR 90 YEARS 





THE STANLEY WORKS G*) New Britain, Conn. 
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KEYSTONE Poultry Netting 
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STRAIGHT-LINE 


Far superior to ordinary netting. It stretches just like 
farm fence . . . the strain being carried by continuous 
line wires. Won’t bulge or curl. Stays neat and trim 
without top or bottom boards. Supplied in 2 in. mesh, 
19 or 20 ga. Also 1 in. mesh, 20 ga. Galvanized before 
or after weaving, as specified. Standard widths. 


Improved HEXAGON 


Popular hexagon mesh fabric, woven by a method that 
adds greatly to its rigidity and strength. Wires are 
jointed by tight twists instead of the usual loose weave. 
It rolls out flat, stretches and staples easily. 2 in. 
mesh, 19 and 20 ga. 1 in. mesh, 20 ga. Standard 
widths. Galvanized before or after weaving. 
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. » » the Kind GOOD Dealers 
Take Pleasure In Selling 


It’s good netting . . . full gauge, heavily gal- 
vanized, smoothly and tightly woven. Lays 
flat when you roll it out. LOOKS just as 
good as it is. 


There’s satisfaction in knowing that Key- 
stone poultry netting will please your cus- 
tomers. It will stretch up easily and trimly 
» ++ give years of good service. 


Select poultry netting as carefully as you do 
any other merchandise. Write ... we'll send 
prices and details. 


Keystone Poultry Netting 
is made and backed by the 
makers of RED BRAND FENCE 


KEYSTONE STEEL & WIRE CO. 


Dept. P PEORIA, ILLINOIS 
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BETHLEHEM BOLTS AND NUTS 









Here is a compact 75-page handbook — Wh at th e 
only 3% x6 inches in size—full of useful infor. Book Contains 


mation on bolts, nuts, rivets and spikes. It tells ' 
GENERAL INFORMATION on 
wrench-head bolt and nut standards, 
about those products. This book is yours for —_ measurem.nts, cut threads and rolled 

threads, form of threads and thread fit, 
the asking—no bother, no obligation. Just finish, packing and shipping. 


practically everything you will want to know 


cut out the coupon, and mail it to Bethlehem —_ DRAWINGS of bolts and nuts of all descrip- 


tions, track bolts, rivets, spikes and other miscellaneous products in common use. 


Steel Company, Bethlehem, Pa. 


WEIGHTS, number in standard container, number in paper packages, etc. 


DIMENSIONS, including complete dimensions of heads, length of thread and 
‘ P 
Bethlehem Steel Company, Bethiehem, Pa. threads per inch. 
Please send me, free, our new 75- LIST PRICES and extras for all exce t the special products. 

y' P P P 
handbook on bolts, nuts, rivets, and spikes In fact, this is a complete handbook, small enough to be mailed conveniently, 
(Handbook No. 136). yet containing all information on practically every headed and threaded product. 


Name SeTHLtHENg 


STEEL 





BY 


City. State BETHLEHEM STEEL COMPANY 
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the Difference ! 


The sensational New 1937 
Norge Concentrator Gas 
Ranges are out in front 
with Pace-Setting 
Vital Values 














EVERY YEAR Norge products are improved—not only to 
keep them thoroughly modern, but to keep them ahead of the 


rest in pace-setting features, advanced construction, greater NOW! Improved 
dollar-for-dollar value. * ieee 
Concentrator Burners 


Behind the natural sales appeal of every Norge product 
is an advertising and sales promotion program that is on the 1937 
the envy of the industry—and its strength is increased Norge Gas Range 
year by year—its effectiveness multiplied. 

Is it any wonder that Norge sets new sales records 
year after year—that Norge dealers, following the Norge __ the greatest single improvement in gas ranges since the 
plan, make handsome profits? Get acquainted with first insulated oven. Now this burner has been further 
the Norge distributor in your territory now. Let him 
explain the generous proposition he has to offer in 
the new 1937 Norge Concentrator Gas Ranges. 1937 is it on her new range—and only Norge Ranges have it. 


going to be another big year for Norge—now is the , 
time to join the Norge profit parade. Liberal _.. Another Norge Vila Value 


finance plans make it easy to be a Norge dealer. “== 8 y ; 
NORGE DIVISION Borg-Warner Corporation, Detroit, Mich. thal ells tel: oo 


ROLLATOR REFRIGERATION GAS BURNERS 
(DOMESTIC AND COMMERCIAL) 
2 FINE-AIR "Fonnaces 
GA TRIC RANGES 
. a COAL sToxers 


WHIRLATOR OIL BURNERS CIRCULATOR noon HEATERS 











© The famous Norge Concentrator Burner has been called 


improved. Once a prospect sees it she will insist on having 
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with CLIMAX/ 


@ There is only one wallpaper cleaner that goes 
on year after year satisfying its users. When 
CLIMAX is sold, it’s sold—no comebacks. Why 
experiment with local, nameless, irresponsible 
wallpaper cleaners, priced to seduce the dealer, 


The Wallpaper Cleaner that sells easiest, that 
millions know and repeat on, may not carry the 
largest apparent profit—but it does not carry any 
grief, either. For the little more you can make 
by taking chances, you can buy yourself a lot of 


but yielding nothing but trouble? headaches! 








This year again CLIMAX will be nationally 
and locally advertised and sold all over the 
country. It has a reputation to maintain. Use 
the CLIMAX reputation to preserve your 
own! 





Climax always comes in the BLUE can. Priced 
right to sell profitably. Free counter and window 
displays. Order early. 


THE CLIMAX CLEANER MFG. CO. [iano 


CLEVELAND 0.U.5.A- 


CLEVELAND, OHIO — 
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THOUSANDS OF PEOPLE ASKED 


“Where car I bee \ES BETTER SIGHT LAMPS ?” 





“Thousands of letters and postcards” 


Thousands of letters and post cards. All asking about 
I. E. S. Better Sight Lamps. That shows nation-wide 
interest. That points to the bigger market ahead ...a 
market of millions of homes. 


Now we have designed a new plan for you—the “Seeing 
is Believing” Plan—a plan that will enable you to go 
places in boosting I. E. S. Better Sight Lamp Sales. 
It will speed up sales even faster than last fall ... when 
factories had to work night and day 


ce ERTIGAA 


to keep up with demand. ea 
Use this plan to cash in on the tremen- r 
dous advertising behind I. E.S. Better e 
Sight Lamps. A bigger schedule is & 
planned for this year. . . reaching In, “all 





more people .. . building new sales. ees, 
Our plan will help you to cash in 100%. haa 0G 
The book described below tells how. — foriamps with this tag.” 


THIS BOOK TELLS YOU HOW TO SELL LAMPS WITH Seting i os pond PLAN 


How would you like a demonstration that 
sells the super lighting values of I. E.S. 
Lamps in your store in as little as 30 
seconds? The “Seeing is Believing” plan 
gives it to you. 


The plan is based on the new Light 
Meter and a demonstration kit. The 
Light Meter measures light as simply 
as scales measure weight. 














SELL LIGHT 
BY MEASURE 


You can measure 
light as easily with 
a light meter as 
you can measure 
the weight of nails 
with your scales, 
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Customers can see at a glance that 
I. E.S. Lamps give them more light 
than their old lamps. They believe what 
their eyes tell them... and they buy. 


Send for the book describing the com- 
plete plan. 


Ask any I. E.S. Better Sight Lamp 
Maker’s salesman about the “See: 
ing is Believing’’ plan, or see the 

«4 jobber who sup- 
plies you with 
MAZDA lamps. 
For further in- 
formation, write 
to I. E. S. Better Sight Lamp Makers, 2116 
Keith Building, Cleveland, Ohio. 





<< couPron = ——-—--— 


1. E.S. BETTER SIGHT LAMP MAKERS HA 
2116 Keith Bldg., Cleveland, Ohio 


Gentlemen: Please send a copy of “Seeing is 
Believing.” 1am interested in making bigger profits 
with I. E. S. Better Sight Lamps. 





Firm 





Address 
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with thir. 
NATIONALLY ADVERTISED 
QUALITY LINE 


You may already sell and install water systems or you 
may be contemplating doing so in the near future. In 
either case, start the New Year right by placing your exclu- 
sive efforts behind the Myers Line with dependable units 
to meet any capacity requirement. 


Leaders in attractive designs. Outstanding for perform- 
ance values. First in customer preference. Favorable 
prices for satisfactory profits protected by a Sound Sales 
Policy through legitimate trade channels. Take advantage 
of the exceptional sales values this nationally advertised, 
precision built line offers and cash in on increased business 
and profits during 1937. 


AIR CONDITIONING 


During summer, cold water from well or other source for air con- 
ditioning of homes or other buildings is practical and economical. 
Our Engineering Department will welcome the opportunity to tell you 
more about it. Ask for information. 


Catalog on request. 


nr F.E.MYERS & BRO.¢S. 


ASHLAND, OHIO. 


PUMPS-— WATER SYSTEMS-HAY TOOLS -DOOR HANGERS 
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NEW PATENTED PROCESS GIVES 
3-WAY PROTECTION AGAINST RUST 


A core of full content 
copper bearing steel. 


A ‘tine iron alloy which 
forms a tight chemical 
bond between the zinc 


and the steel. 


A heavy outer coating 
of uniformly applied 


commercially pure zinc. 
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UNEFT ED SFATES STEEL 











THE MIAMI OXFORD ta 


It’s different. Large, recessed mirror is flanked on each 
side by storage cabinets with chromium-framed mirror 
doors. Indirect lighting. 














MIAMI 


Bathroom 


CABINETS 


Mirrors and Accessories 


Increased building activity 
this year will bring you new 
sales opportunities—many of 
them centered in the bath- 
rooms of both old and new 
homes. 

The demand for high quality 
Bathroom Cabinets, Mirrors 
and Accessories continues 
its rapid expansion, and your 
tie-up with the MIAMI Line 


will enable you to share in 
this profitable business. 


MIAMI Leadership in Style, 
Construction and Better 
Values is recognized by 
Architects and Contractors 
throughout the building in- 
dustry. Nationally adver- 
tised. Stocks in principal 
cities. If your Jobber cannot 
supply you, write us. 





MIAMI TUBULAR 
LIGHT BRACKET 








Illustration on left 
shows one of _ the 


of brackets are brass, 
finished in deep lus- 
trous chromium. Opal 
glass shade. For bath- 
rooms equipped with 
medium or large sized 
fixtures, 





LUMALINE 
LIGHT 
BRACKETS 


Illustration on right 
is of Miami Cabinet 
fitted with the new. 
raceful Lumaline overhead 
racket. Especially adapted 
for bathrooms having medium 
or small-sized —— — 
inets can equipp 

with le brackets on 
each side instead of overhead. 








f 
many Miami Cabinets 
fitte with tubular * 
light brackets. New, ‘ 
modern. Metal parts a . 











No. 6001 
(Below) Cabinets with light brackets are wired at 
Slit Chime: Duniliter —— approved by Underwriters’ Labo- 


older 



















MIAMI LIFETIME CHROMIUM BATHROOM 
ACCESSORIES 


are made of forged brass, heavily nickeled, then covered with 
hard chromium. Resist wear and retain their brilliance. Re- 
cessed and pro- 
jection types. The 
Miami Line is com- 
plete, and includes 
accessories for 
every purpose. 
Send for catalog. 


















MIAMI CHROMIUM PAPER HOLDER 


Ee eS. Oe with Chromium Roller 
No. 5013 ........with Black Wood Roller 


Miami Chromium Soap and 
Grab Bar with self-draining 
lass Tray 


MIAMI CABINET DIVISION -- “Ace PHILIP CAREY COMPANY, Middletown, Ohio. 
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| DON'T LIKE TO 
BRAG. MR. DEALER. 


@ The name WOOD’S on a shovel is a 24 
Carat mark of quality to men who know their 
shovels. Why? Simply because WOOD’S has 
ever been the pioneer of features that make for 
longer wear and easier handling. As a result, no 
shovels on the market today combine all of the 
popular features listed below. That’s why this 
line is so popular and profitable. 

In spite of the many Dealers handling 
WOOD’S today, our daily mail still brings re- 
quests for the whereabouts of a WOOD’S 
Dealer. This means but one thing — we still 
need more Dealers to meet the genuine de- 
mand for our product. There’s a proposition 
here that we feel sure you will want to know 
about. 

Why not write for complete details about the 
famous WOOD’S brands; “Moly,” Big Fist, 
Stuart, Wilson and Piqua. Don’t delay writing 
to your jobber, or direct to us, for complete 
information. THE WOOD SHOVEL AND 
TOOL COMPANY, PIQUA, OHIO. 








SELL THE SHOVELS THAT SELL THEMSELVES’ 


1 The Closed-Back— provides a smooth 3 The Tapered Socket — strong and 





back with unrivaled strength of one- 
piece design . . . also new simplicity of 
handle replacement. 

2 The Turned Shoulder — strengthens 


blade, saves shoes. 











solid, fits the hand. 


4 Heat Treating — makes high-grade 
steels in “Moly,” Big Fist, Wood, and 
Stuart grades hard, to resist wear. 








Shovels + Spades Scoops 
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AGE 


MY JOB- 

During the year 1936 I trav- 
eled more than 30,000 miles in 
45 states to gather my share of 
the editorial material that ap- 
peared in HarpwarRe Ace. With 
the exception of these three states, 
Colorado, Utah and Nevada, I 
visited with hardware merchants 
from every state in the Union. I 
attended a total of 17 conven- 
tions and spoke at 12 of these. I 
visited wholesalers and retailers, 
at their jobs, in their places of 
business, in 44 states. I was on 
the road, at my job, more than 
37 weeks out of the year and 
spent more than one-third of my 
traveling time west of the Mis- 
sissippi River. My associates on 
the staff of this publication have 
collectively traveled, for editorial 
purposes, an approximate addi- 
tional 20,000 miles in a total of 
14 states on both sides of the 
Mississippi. I tell our readers 
these facts merely to show the 
widespread nature of our field 
activities and to keep them posted 
on the actual extent of our strict- 
ly editorial activities in their in- 
terests. It is doubtful that a more 
diversified editorial activity can 
be claimed by a business paper 
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editorial staff in any field. From 
these wide-flung travels of our 
editors, the best and most suc- 
cessful retailing activities have 
been culled and presented in our 
pages for the information and 
help of our many readers which 
includes the largest number of 
both retail and wholesale readers 
enjoyed by any publication serv- 
ing the hardware industry. 


CONVENTIONS- 


The annual season for state 
retail hardware conventions has 
started. In practically all of the 
programs, which I have seen, 
there is proper attention given 
to legislative problems, primarily 
directed to a study of the Robin- 
son-Patman Law, Social Security 
Law, so-called fair trade laws, 
etc. If every state hardware con- 
vention would go a step further 
and decide to line up with simi- 
lar state bodies representing drug, 
grocery and other retail fields, 
much progress could be expected. 
The only way suitable state 
laws, supporting as necessary 
and desirable useful Federal laws, 
can be expected is through uni- 
form and united retail pressure. 


The independent drug and grocery 
dealers have felt the pinch of 
department store, chain store and 
mail order competition on a basis 
more serious than has yet been 
felt by hardware dealers. and so 
are vulnerable for an’ appeal for 
concerted action. This. is certain- 
ly the year and the time for such 
united retail action, the only 
chance there is to properly direct 
state legislative bodies toward 
equitable laws regarding competi- 
tive retail problems. 


PATMAN COMMITTEE- 


An interesting development of 
the Robinson-Patman Law situ-* 
ation is the recently formed and: 
announced “restraint committee” 
appointed by the U. S. Chamber 
of Commerce. According to the 
newspaper reports this committee 
urges on the Federal Government 
a degree of restraint until test 
cases establish the validity and 
procedure of Robinson - Patman 
violations. Of interest to hard- 
ware men are the names of three 
members of this committee of 
fourteen men. These three are: 
Rivers Peterson, editor, Hardware 
Retailer; C. J. Whipple, presi- 
dent, Hibbard, Spencer, Bartlett 
& Co.; and D. M. Nelson, Sears, 
Roebuck & Co. Presumably 
Messrs. Peterson and Whipple 
will represent retail and whole- 
sale interests respectively. They 
are eminently competent to do so. 
The inclusion of-a Sears execu- 
tive on any committee intended 
to advise the Government on mat- 
ters pertaining to the Patman Law 
cannot help but cause some alarm 
among hardware men. Mr. Nel- 
son, a member of this same com- 
mittee, will be remembered as 
a focal point in many hectic 
NRA discussions premised on the 
theory that perhaps mail order 
and chain store interests were 
having too much to say about 
NRA retailing regulations. The 
other members of the committee, 
given elsewhere in this issue in 
detail, represent legal, depart- 
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THE PEP. ... SPARKLE 


. of this saw display in your window, Mr. Dealer, stops 
the crowd . . . makes "em buy. This Pruning Saw display sells your merchandise 
twenty-four hours a day. It is one of the Big Four in Atkins’ 1937 Merchandising 
Program of: 


Sensible Buying Minimum Stock 
Sound Merchandising Quick Turnover 


Brilliant Display .. .Dealer Profit 
Costs Only $17.87—Your Profit $10.99 
Merchandiser FREE 


Order today from your jobber . . . and don’t forget to ask 
about the other three units of Atkins Quality Dollar campaign. 


E. C. ATKINS AND COMPANY, 410 So. ILLINOIS STREET ‘4 
INDIANAPOLIS, INDIANA ATKINS 


“ATKINS ALWAYS AHEAD” 


ATKINS Siler Steel SAWS 


A FAMILY OF CHAMPIONS 
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ment store and industrial inter- 
ests and are a good cross-section 
of the American business struc- 
ture. Any program that intends 
to curtail Patman Law activities 
should not be sponsored by a 
committee that includes a mail 
order executive. Therefore, it is 
welcome news that on such a 
committee the hardware trade is 
doubly represented by such able 
men as those mentioned. 


OBJECTIVE- 


As reported in the newspapers, 
the committee mentioned above, 
seeks delay. in general Patman 
Law violation investigations and 
penalties until a yardstick has 
been developed through test cases. 
While any delay or obstruction 
which could hamstring Patman 
Law progress may be unkindly 
received by a majority of hard- 
ware men, it should be realized 
that such a proposal has genuine 
merit. My experiences, attending 
personally the sessions of the first 
test case of alleged Patman Law 
violations, make me realize that 
that Federal Trade Commission 
has been handed a large order 
under this legislation. Through- 
out these hearings, reported in 
full in Harpware AGE in the last 
two issues, there was ample evi- 
dence of confusion and too sketchy 
evidence on which to promote an 
investigation of this nature. There- 
fore, this committee may do busi- 
ness a great service if it is suc- 
cessful in impressing upon the 
Federal Government a degree of 
restraint until such time as Pat- 
man Law test cases have been 
thoroughly pursued. The only 
question in mind is the inclusion 
of Mr. Nelson, or any other mail 
order house or chain store execu- 
tive in any committee which un- 
dertakes to advise the Govern- 
ment on business ideas on the 
Robinson-Patman Law. And I 
say this without any intended 
criticism of Mr. Nelson, whose 
record as a business man is splen- 
did. I say it only because I feel 
that the Patman Law basically 
aims to take from mail order 
and chain store organizations cer- 
tain buying advantages which 
have handicapped the average re- 


‘tail hardware man in his com- 


petitive struggle. 
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DEVELOPMENTS-— 


In the past forty days, my mail 
and my personal contacts with 
manufacturers indicate concern 
regarding the Patman Law. A 
majority of factories are inclined 
to reorganize their selling activi- 
ties in accordance with the re- 
quirements of this law. Their dis- 
position, as expressed, is to clean 
house prior to any drastic Federal 
Government action which may 
compel such action. A few con- 
tinue to exercise every loophole 
possibility in the law and intend 
to continue such practices. That 


will always be so. An important. 


number of manufacturers have 
told me that they intend to “beat 
the gun” in their house cleaning 
policies. Admittedly, many of 
these reforms are due only to the 
threat of the Patman Law, but 
even so—if this law starts such a 
movement it is fully worth while. 
There are undoubtedly “bugs” in 
this law but in principle it is 
aimed at a reform measure which 
no end of convention resolutions 
could cure or curb. Only the 
threat of fines, or worse, with the 
full majesty of Federal Law could 
have impressed many manufac- 
turers with the remotest idea of 
fair play in their price quoting to 
various types of customers. The 
Patman Law certainly offers such 
a program. 


STATE LAWS- 


Always there is the problem of 
laws which are interstate or intra- 
state. The Robinson-Patman law 
is easily the outstanding legisla- 
tive effort to protect the average 
size and the smaller retailer in 
the competitive picture. A small 
part of its benefits are nullified 
because of the strictly intrastate 
nature of business done by certain 
organizations which are opposed 
to this law in principle. To cope 
with this situation it is obviously 
necessary to promote the enact- 
ment of state laws which carry 
out, for intrastate business, similar 
control. To properly obtain the 
full advantage of this particular 
legislative development and trend, 
it is likewise necessary to pro- 
mote state fair trade laws, such 
as the U. S. Supreme Court has 
approved for Illinois and Cali- 
fornia. Basically, the Patman Law 


concerns itself with equitable buy- 
ing prices, but completely ignores 
selling price practices. There- 
fore, it is essential that resale 
price maintenance laws be passed 
in individual states, so that bigger 
buyers will have to observe some 
control in their selling activities 
of trade-marked goods. The Pat- 
man Law still permits buying ad- 
vantages for the bigger buyers. 
So-called fair trade laws would 
stop their price cutting ideas in 
retailing all lines made by manu- 
facturers who sincerely wish some 
control and take the necessary 
legal steps to accomplish such a 
control. 


FAIR TRADE LAWS- 
When I learned that the U. S. 


Supreme Court had approved the 
Illinois resale price maintenance 
control law which also approved 
the California law of similar text, 
I was enthused. It was apparent 
that such state laws would help 
complete the objectives of the 
Robinson-Patman Law and there- 
fore help retail hardware men. 
Since that first announcement I 
have discussed this development 
with prominent and qualified at- 
torneys in Washington and else- 
where and have learned some- 
thing that is not quite so encour- 
aging. The Supreme Court de- 
cision mentioned merely indicates 
that the Illinois (and any like 
state laws elsewhere in the U.S.A.) 
are not contrary to the Constitu- 
tion of the United States. This 
decision in no sense overrides 
any state highest court decision. 
In other words, the Federal laws 
permit such fair trade laws in all 
18 states but it is also necessary 
that state laws and the highest 
existing state court approve such 
laws before they can be considered 
as valid. This phase of the situ- 
ation has not been clearly under- 
stood by most of us, yet it is the 
very heart of the problem which 
we face in hoping to promote a 
widespread passage of such laws 
in the various states. Undoubted- 
ly, the U. S. Supreme Court de- 
cision will temper subsequent state 
court decisions but in those states 
where similar laws have been 
thrown out in state courts, some 
program of indignant business and 
public opinion will be necessary 
to accomplish favorable results. 
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Legislation Affecting Business 


ROM the outlook, at this 

stage of business recovery, 

prospective legislation by 
the Seventy-fifth Congress appears 
likely to fall into two classes: 
Acts to revive some of those which 
died in the last Congress and acts 
to amend or replace laws which 
will not work or which may be 
declared invalid, in whole or in 
part, by the Supreme Court. 

In the first class are such mea- 
sures as a substitute Guffey Bill, 
possibly extended to include bi- 
tuminous as well as anthracite 
coal, and intended to regulate the 
rate of pay and hours of labor in 
those fields by law. This is a prin- 
ciple to which the Administration 
is wholly committed and which it 
will effectuate, if it must initiate 
a constitutional amendment to do 
so. 

One of the State minimum wage 
laws, that of the State of Washing- 
ton, with respect to women is on 
the Supreme Court docket for test. 
The New York Women’s Wage 
Law, found invalid by a United 
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_ Prospective laws the new 


Congress may adopt in- 
clude some that failed at 
last session. 


By MORGAN FARRELL 


Director Chilton Bureau of 
Economic Research 


States District Court, may be 
tested by the State before the Su- 
preme Court. It is likely, therefore, 
that new legislation re hours and 
wages will await the Court’s rul- 
ing. 

After the ruling, however, a 
flood of labor legislation is to be 
expected. The natural disposition 
of the Administration has been to 
play up to labor and, while the 
Executive, perceiving the dangers 
of labor domination, has begun 
to tread more cautiously, the Con- 
gress will plunge ahead in full 
career, with a mass of labor bills. 
Fortunately most of them will die 
a-bornin’. They usually do. The 


Speaker of the House, the party 
whips and the real leaders will 
see to that. 


Bills That May Be Passed 


Some of the bills, which will 
undoubtedly be brought up and 
which will have a fair chance of 
enactment are: The Ellenbogen 
Little NRA imposing hours and 
wages upon the textile industry; 
the Connery bill, which the Chair- 
man of the House Labor Commit- 
tee has ready, establishing a 30- 
hr. week; an amendment to the 
Walsh-Healey Government Con- 
tracts Act in response to the de- 
mand of labor that the textile 
industry be not excepted; the Van 
Nuys bill forbidding employers 
to influence the votes of their em- 
ployees in national elections. 

In the Wagner Act, now before 
the Supreme Court, is found in- 
valid in its essentials, some other 
bill to enact the principle of 
guaranteeing the right of collec- ° 
tive bargaining will be introduced. 
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The Senate Committee on Educa- 
tion and Labor will probably 
continue to be headed by Senator 
Black. The character of legisla- 
tion which may be expected from 
that source is indicated by the 
Black bill, which died in the last 
Congress. It aimed to prohibit 
the shipment in interstate com- 
merce of any article produced by 
employees required to work more 
than 30 hr. a week. 

Another piece of labor legisla- 
tion, which will eventually put in 
an appearance, though perhaps 
not at the coming session, is an 
amendment to the Social Security 
Act, by which the employees’ 
share of the tax will be shifted to 
the employer. The act itself will 
doubtless be considerably over- 
hauled by the next Congress, if 
it escapes drastic treatment by the 
Supreme Court, which seems 
likely. The fiscal provisions are 
now generally recognized to lodge 
a perilously large volume of bor- 
rowing power with the Govern- 
ment, without sufficiently definite 
limitation as to its use. 

It is probable that the Adminis- 
tration will be able to observe its 
pledge of no more taxation in 
1937 because there are no extra- 
ordinary expenses in sight. Nor 
are the present revenue acts likely 
to be set aside, requiring new tax 
legislation. To be sure, the Sur- 
plus Tax Act will almost certainly 
be amended to permit a certain 
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exemption of surplus from taxa- 
tion to permit capital expenditures 
for plant and equipment purchase 
or modernization. In fact, Sena- 
tor Robinson and others have 
already announced that they will 
introduce such an amendment. 

In early December a Federal 
District Court in Virginia granted 
a temporary injunction to the 
Rapidan Milling Co. and the Mine 
Run Dollar Mills, restraining N. 
B. Early, collector of internal 
revenue, from collecting the tax 
on “unjust enrichment”—or wind- 
fall. Other cases are up before 
other courts. On Dec. 14 another 
district court upheld the windfall 
tax in an Indiana suit. The U. S. 
Supreme Court has yet to rule on 
it. If it fails, substitute laws may 
be expected. 

A number of temporary tax 
measures expire July 1. Among 
them are taxes on gasoline, radios, 
mechanical refrigeration, automo- 
biles and the 3c. postage rate. 
They will be renewed. With a 734 
billion dollar budget to balance 
and the Post Office showing a 
deficit even with a 50 per cent 
advance in first-class postage, 
there is not much doubt of that. 


New Patman Bill May Pass 


In addition to labor and tax 
measures, there is a great number 
of miscellaneous bills, of impor- 
tance to business, which could not 
get through the last crowded ses- 





sion but will surely be brought up 
in the next. Among them are: The 
O’Mahoney bill requiring all busi- 
ness operating across State lines 
to secure a Federal license; the 
Wheeler-Rayburn bill, greatly ex- 
panding the powers of the Federal 
Trade Commission; the Copeland 
Merchant Marine bills having to 
do mostly with subsidies, con- 
struction specifications and mar- 
ine labor. Finally there is a new 
Patman bill, which that Repre- 
sentative has announced he will 
introduce. It is aimed to put the 
manufacturer out of the retail 
selling business and vice versa. 
There is little doubt about its pas- 
sage, since it is in line with the 
Administration’s avowed policy of 
protecting the “little fellow.” 

The Copeland amendments to 
the Pure Food, Drug and Cos- 
metic Act were lost in the House 
last year, but are bound to be re- 
vived in more acceptable form. 
The St. Lawrence Waterway 
Treaty will be brought up in the 
Senate once more. The Maritime 
Commission’s inability to handle 
the longshoremen’s and seamen’s 
strike will doubtless lead to some 
new legislation. (Can it be that 
the law will be given teeth? We 
doubt it. 

Meanwhile the Electric Farm 
and Home Authority’s power to 
finance the sales of domestic and 
farm electrical appliances dies on 

(Continued on page 76) 
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The entrance to Ironmengers’ Hall, Shaftesbury Place, Aldersgate, 
London, Eng. Right: The lead statue of Sir Robert Geffery in the court- 
yard of the old Hall in Fenchurch St. 


The Worshipful 
Company of 
Ironmongers 


ONDON provides an_ inex- 
iP haustible source of wonder 
and information for those 

who visit England and spend part 
of a holiday in its metropolis. 


That it is well governed is obvious 
to all who stay within its gates, 
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but how it is governed puzzles the 
visitor from overseas. Over Great- 
er London the County Council 
holds sway from its palatial block 
of buildings on the south side of 
the River Thames and nearly op- 
posite the Houses of Parliament 





W.A.Young, late Editor 
of The Ironmonger, 
published by Morgan 
Brothers, Ltd., London, 
Eng., explains the rela- 
tionship of the City 
Companies to the cor- 
porate life of the City 
of London. 










which are at the north end of 
Westminster Bridge. After cross- 
ing the bridge the visitor may 
perchance find himself’ near the 
North Door of Westminster Ab- 
bey, facing which is the statue of 
Abraham Lincoln. Just behind 
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that is another very distinctive, 
but more modest, building given 
over to municipal government. It 
is the Westminster City Hall and 
it is typical of others scattered 
through the Metropolis, for the 
London County Council, to give 
the central body the shortened 
title by which it is known to Lon- 
doners, does not concern itself 
with local details: its main busi- 
ness is with the public services, 
transport and education. 

But that is not all. If the visi- 
tor takes a bus from Whitehall to 
“The City,” he will find a third 
center of control different from 
either of the foregoing. Here in 
the very heart of London is the 
Mansion House, the official resi- 
dence of the Lord Mayor for the 
year, which begins on the ninth 
day of November. In a street 
which the visitor might easily miss 
is The Guildhall, from which the 
City, sometimes known as_ the 
Square Mile, is governed. 

It is a system of government 
with a tradition that goes back to 
remote times when the business life 
of London was watched over by 
industrial gilds, each very jealous 
of its own privileges and preroga- 
tives. They were very numerous 





Oronrmeon neers Company, 


The arms of the Ironmongers 
Company. 


From an engraving of the front 
of the Ironmongers’ Hall which 
was damaged by German air- 
craft in 1917. 
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and some were quite small bodies. 
Not a few of them have disap- 
peared with the passage of time. 
Seventy-odd remain and the free- 
men of these with their executive 
members remain the backbone of 
the civic life of the City of Lon- 
don. Twelve of the old gilds are 
known as the Great Companies, 
and in that group is the Worship- 
ful Company of Ironmongers. It 
is not the foremost, that honor 
vests with the Mercers, whose first 
charter was granted in 1393 by 
King Richard the Second, Sir 
Richard Whittington—Dick of 
the Pantomime stage—being the 
initiator of the negotiations that 
led up to the grant. The Charter 
of the Ironmongers’ Company dates 
from 1463 and King Edward the 
Fourth, but long before that the 
“feroners” had their gild and 
were watching keenly the inter- 
ests of freemen engaged in the 
distribution of iron and hardware, 
although that term was not then 
used. Iron in those days came 
from Sussex and the Weald of 
Kent, largely by water from 
Lewes on the River Ouse, or by 
way of Rochester on the River 
Medway. Records as early as 
1300 are extant of complaints 
brought before the Court of Alder- 
man “that the smiths of the 
Wealds and other merchants 
brought the iron parts of cart 
wheels to London, much shorter 
than formerly, to the great loss 
and scandal of the whole trade of 
ironmongers.” The evidence sub- 
mitted affords proof that there 





were wardens or overseers of the 
craft. There appear to have been 
three in those times, one of whom 
was known as Ironmonger of the 
Bridge, whose duties seem to have 
included that of superintending 
the unloading of iron from boats 
lying in the Pool of London, 
where were the wharves on the 
river below London Bridge. The 
other two exercised surveillance 
in the markets; they saw to it that 
iron was up to standards in the 
matter of quality and dimensions, 
and also that those engaged in 
the business “played the game.” 
With the Charter, there was a 
change, and thereafter the three 
principal officers were the Master, 
and two Wardens, an arrangement 
of duties which has continued 
down to the present time, although 
no longer, do the Wardens, “once 
a year or oftener . . . make search 
of weights and measures,” or see 
to it that “persons admitted to 
the Livery . . . wear such decent 
apparel as the Wardens might 
approve.” Truth to tell the Com- 
panies of the City of London no 
longer intervene and order the 
way their respective trades are to 
be conducted. That is true of the 
Worshipful Company of Iron- 
mongers, but not of the Gold- 
smiths Company, which is still 
responsible for the maintenance of 
the standards observed in Eng- 
land for gold and silver plate. 
The Plumbers’ Company - still 
registers throughout the country 
those who are qualified to prac- 


(Continued on page 72) 
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HENRY C. ATKINS, 
president, E. C. Atkins & Co., 
Indianapolis, Ind., saw manu- 
facturers, has been active in 
that organization since 1884, be- 
ing of the third generation of 
the family to be in the saw 
business. His grandfather, Rol- 
lin Atkins, Bristol, Conn., manu- 
factured saws in that city and 
taught E. C. Atkins, founder 
of the E. C. Atkins & Co. busi- 
ness and father of the present 
president, the saw _ business. 
FE. C. Atkins founded E. C. 
Atkins & Co. in 1857 and 27 
years later his son, Henry C., 
was given a part-time job in the 
factory, during his summer vacation. Young Henry’s first 
work in the Atkins plant was oiling and packing cross-cut 
saw handles and oiling and cleaning cross-cut saws prior 
to their being wrapped for shipment. He was graduated 
from grade school at the age of 12 and then attended 
Indianapolis Classical School. At the age of 16 he en- 
tered Yale University, and was graduated in June, 1889. 
Arriving home from college on July 9, 1889, he started 
working the next day as an employee in the Atkins plant 
and in 1892 on the death of the general superintendent 
he assumed that responsible position. When his father, 
the late E. C. Atkins, passed away in 1901, Henry C. 
Atkins was elected president of the company. Until 1904 
he continued to manage the Atkins plant. Mr. Atkins’ 
three sons are active in the management of the company. 





HENRY C. ATKINS 
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Elias C. is first vice-president, Henry C. Jr., is superin- 
tendent of the plant and Keyes W. Atkins is sales man- 
ager and vice-president in charge of sales. Henry C. 
Atkins has long attended conventions of the American 
Hardware Manufacturers Association and has served that 
organization as a director. He was a director of the 
National Association of Manufacturers and is a director 
and vice-president of the Indiana Manufacturers Asso- 
ciation as well as a member of the board of directors of 
the Fletcher Trust Co., Indianapolis. In 1927 he served 
as president of the Community Fund and has been a 
member of the board of directors of the Community 
Fund. For 30 years he has been treasurer of the local 
Y.M.C.A. After all these years as a manufacturer of 
saws his chief hobby is still the production of saws. 





D. M. FULTON, Baltimore, 
Md., began his hardware career 
Jan. 1, 1881, at the age of 18 
as a stock clerk with Carlin & 
Fulton, Baltimore, wholesale 
hardware distributers, a firm 
which had been established by 
his father 25 years before. He 
became a partner in the firm in 
1888 and spent exactly 50 years 
with the company until its 
liquidation in 1930. During his 
half century with Carlin & 
Fulton he served as salesman, 
buyer, general manager and 
vice-president. Since 1931 he 
has been a representative of the 
Keystone cteel & Wire Co., 
Peoria, Ill., the Sta-Tite Snath Co., Shelbyville, Ind., and 
has also been associated with the Anderson & Ireland Co., 
Baltimore, wholesale hardware distributors for whom he 
does some traveling in nearby territory. At the age of 
74 he is still actively interested in the hardware business 
and has a wide acquaintance in the trade. For six years 
he was a director of the National Wholesale Hardware 
Association. He is a past president of the Hardware Club 
of Baltimore and is a member of its advisory board. He 
was born and raised on a farm in Howard County, Md., 
near Ellicott City, and has always been fond of the coun- 
try. Mr. Fulton spends the summer months at his summer 
place across the road from his childhood home. 
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The Florida Recovery Act 


DITORIAL writers often, 
EL in their conceit, flatter 

themselves that they are 
pretty well posted on what is 
going on all over the country. But 
now and then we are surprised to 
learn of some very important de- 
velopment that has taken place 
about which we know little or 
nothing. Some time ago Mr. F. 
M. Cooper, Vice-President of the 
well known hardware wholesale 
house, Knight and Wall Co., 
Tampa, Florida, wrote us about a 
book called “Outlawry of Chain 
Stores,” by Mr. Robert H. Givens, 
Jr., published by Martello Pub- 
lishers, Inc., Tampa, Florida, 
price $1.00. Mr. Cooper was good 
enough to send us a copy of this 
book, which we read with intense 
interest. 

At the beginning of our cor- 
respondence it was our idea that 
this movement in Florida was 
along the lines of the Patman law. 
This was all before the decision of 
the Supreme Court in the Illinois 
and California cases. Without 
studying the subject fully, we 
came to the conclusion that the 
Patman law went into effect after 
this movement started, and that it 
therefore made this movement in 
Florida void and unnecessary. 
However, after reading Mr. Giv- 
ens’ book carefully and after 
reading “The Forgotten Man” by 
Mr. E. G. Shinner, published by 
the Patterson Publishing Co., Chi- 
cago, it dawned on us that the 
movement in Florida was entirely 
different from the Patman law and 
the Supreme Court ruling on 
trademarked goods, and if it is 
constitutional this movement will 
be more far reaching in its effects 
than any of these other laws. 

Let us here make it clear that 
this Florida movement is a state 
movement. It is not national. If 
it should turn out to be constitu- 
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tional it will go to the grass roots 
of the chain store problem and 
make it impossible for them to do 
business in any states where a law 
based on the proposed Florida 
law is passed. Whether this move- 
ment is constitutional or not we 
are not prepared to say. But we 
are very much surprised upon in- 
vestigation to find how much has 
been done about it in Florida, and 
as we live in an age of change and 
surprises, who knows—this pro- 
posed law may be constitutional 
and if it is it will certainly have a 
very far reaching effect on busi- 
ness. 

Mr. Cooper is Chairman of the 
Executive Committee of the Better 
Business Association of Tampa, 
Florida. 

We are also under obligation 
for information supplied by Mr. 
H. S. Thompson, Vice-President 
of the Hopkins-Carter Hardware 
Company, Miami, Florida. 

When we wrote Mr. Cooper re- 
cently, before commenting on this 
Florida movement, that we would 
like to be brought up to date by 
having the latest information, he 
referred me to Mr. Duval Smith, 
Executive Secretary of the Better 
Business Assn. Inc., Tampa, Flor- 
ida. He said Mr. Smith would 
indicate what the association pro- 
posed to do in the next session of 
the legislature, and also that he 
would tell us why they failed to 
pass the bill in the last session. 
Mr. Cooper wrote: 


“T am personally against the tax 
on chain stores. I believe the com- 
merce in the state of Florida and 
the state of New York and the state 
of California should go to the people 
living in ihat state. I do not think 
the chain store should have any part 


in it. Chain stores break down the 
social living, work the men and 
women to death and pay them 
nothing, and the hell of it is that 
a man who stays in business and 
meets this competition is forced to 
treat his help in the same manner. 
Please do not write your story until 
hearing from Duval Smith and let’s 
not let taxing the chain stores come 
into it at all. I think the thought to 
be brought out to the people of the 
different states is that the commerce 
in their state belongs to them and 
in other words, the old democratic 
way of thinking Home Rule. We 
talk that in politics, why not in busi- 
ness?” 


We wrote Mr. Duval Smith on 
this subject and received from 
him such a clearly written ac- 
count of this movement that we 
do not think we could possibly do 
anything better to present the 
story clearly than to reproduce 
Mr. Smith’s letter. This idea and 
this experience on such a very 
large scale in the state of Florida 
are so vital and timely that I am 
sure hardware men and merchants 
generally all over the country will 
be wery much interested. Here 
is Mr. Smith’s letter, which I re- 
produce in full, as I think it is 
all interesting, and nothing should 
be omitted: 

“In December of 1934, a group 
of twelve or fifteen leading whole- 
sale and retail merchants in 
Tampa got together to discuss 
framing some sort of legislation 
to be presented to the Florida 
Legislature when it should meet 
in April, 1935, to deal with the 
growing chain store problem. One 
of the group said that a young 
attorney named Robert H. Givens, 
Jr., had suggested to him that 
Kress & Co. were doing business 
illegally in Florida and that he 
believed he could bring a suit 
against them, which would bar 
them from operating here. After 
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a number of meetings and confer- 
ences with Mr. Givens, these men 
made up a pot of some $1600.00, 
employed Givens and sent him to 
Albany, New York, to study Kress 
and Company’s charter and to 
stop in Washington to use the 
library there to dig up decisions 
to strengthen his case. — 

He came back to Tampa, filed 
his suit, outlining 18 counts on 
which he alleged Kress and Com- 
pany were doing business illegally 
in Florida. His points of law 
were so well taken that he got an 
immediate hearing before the 
State Supreme Court, which sus- 
tained him on eleven of the counts 
and merely reserved decision on 
the other seven counts, remanding 
the case to Hillsborough County, 
not for trial, but to take testimony 
to support these seven items. 

At this time, Mr. Givens called 
the Tampa group together and 
told them that the intensive study 
he had given the chain store ques- 
tion in preparing the Kress suit, 
led him to believe that he could 
draw a bill to be presented to the 
legislature by which ALL chain 
stores could be eliminated from 
the State of Florida. These mer- 
chants thought that this was too 
good to be true, but instructed 
him to let the Kress case lie dor 
mant and draw this bill, which he 
did, calling it the FLORIDA RE- 
COVERY ACT. 

Now the essence of the Florida 
Recovery Act is just this: 


First, in order to operate a retail 
store in the state of Florida, the pro- 
prietor, partners or stockholders 
must be bonafide residents, (not 
necessarily citizens) of Florida. 

Second, the business must be 
owned in the State, by the proprie- 
tor, his partners, stockholders, with 
certain exceptions in regard to pre- 
ferred stock, outlined in Mr. Givens 
book. 

Third, only one store in one line 
can be operated in Florida by the 
same ownership. 


In regard to Section 3, the idea 
is that a man can operate one 
hardware store, one grocery store, 
one dry goods store, and so on. 
There are some eighteen different 
lines of merchandise enumerated 
and he can operate one in each 
line, either in the same town or 
anywhere in the state, but no two 
stores in the same line, the idea 
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being to eliminate the multiple 
system of distribution. 

After the bill was prepared, it 
was presented to eight or ten of 
the leading law firms in this part 
of the state, and on first reading 
it, everyone of them stated that it 
was unconstitutional. However, 
on being requested to study a 
brief that Mr. Givens had pre- 
pared, citing the authorities and 
decisions on which he had based 
his bill, these same lawyers stated 
that their horseback opinion had 
been wrong—that the bill was 
constitutional and would stand up 
in the courts; and since that time, 
some lawyers of national reputa- 
tion on constitutional matters 
have given their opinion that the 
bill is constitutional. 

Well, here was a little group of 
merchants in Tampa with a bill, 
the passage of which would revo- 
lutionize retail merchandising, 
not only in Florida, but in the 
United States, because they knew 
other states would soon follow 
their example if they passed it— 
they were ready to go, but real- 
ized very fully the immensity of 
their task. By this time the Leg- 
islature was just sixty days away. 
I was employed to set up the ma- 
chinery and supervise the organ- 
izing of the merchants of the state, 
wholesale and retail in every line, 
to assist in getting this bill passed. 
By the time the Legislature met, 
we had about sixty cities and 
towns organized and when the bill 
was introduced, we sent out a call 
for our members to go to Talla- 
hassee and from that day on, dur- 
ing the entire session, the little 
town where our state capitol is 
located was jammed with the most 
colorful crowd that had ever been 
there since the Civil War. 

“Without going through the 
history of the fight, we won by 
73-14 votes in the House, and 
only lost by 3 votes in the Senate, 
and this was due to the fact that 
the President of the Senate was 
one of the leaders of the opposi- 
tion. He based his stand on his 
opinion that the bill was uncon- 
stitutional. This was Senator W. 
C. Hodges, who ran for Governor 
in the 1936 election, and during 
the campaign he reversed his 
stand and went on record with 
this organization that if he was 








elected Governor, and the Legis- 
lature passed the bill, he would 
sign it and make it a law the day 
it came to his desk and that he 
would put nothing in our way to 
prevent our passing it. On our 
questioning him about his change 
of heart, he stated that he had not 
had time to carefully study the 
brief and the bill itself during 
the last session of the Legislature, 
and had passed his opinion then 
that it was unconstitutional but 
that in the meantime he had care- 
fully studied it from every angle 
and said ‘the Florida Recovery 
Act is not only constitutional, but 
it will hold water in the courts, 
and as a lawyer, I would be glad 
to defend its constitutionality in 
any court in the land.’ Inciden- 
tally, Mr. Hodges is an outstand- 
ing lawyer in Florida. 

“Immediately on the Legisla- 
ture adjourning, we called a 
statewide meeting of our members 
and it was determined to make it 
a permanent organization. A 
schedule of dues was set up to 
provide the necessary money for 
carrying on and perfecting the 
organization. We now have a set 
up in 115 cities and towns and in 
every Senatorial district in the 
State. To give you an idea of 
how strong we have grown and 
what a power we have become, 
the man who was elected Gov- 
ernor, and whom we helped to 
elect, is for us 100 per cent and 
28 of the 38 Senators and an over- 
whelming majority in the House 
have expressed themselves as 
being favorable to the passage of 
our bill. Our strongest opponents 
have stated that they do not be- 
lieve there is anything that can 
stop its being passed in the early 
days of the 1937 legislature. I 
could give you hundreds of ex- 
amples of what the chain system 
of merchandising has done to de- 
moralize commercial and social 
conditions in Florida, and what’s 
true of this state is true of prac- 
tically all others. But I will take 
just one striking situation. 

“In 1920, 16 years ago, there 
were 27 wholesale grocery houses 
in Tampa, serving a rich territory 
for a radius of 125 miles and they 
were doing a volume of over $50,- 
000,000 a year. Last year, there 

(Continued on page 78) 
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A NO-SWITCH COWL HOLDER, 
WAS RECENTLY PATENTED BYA 
MA\NE MAN. IT CONSISTS OF. 
A CLAMP FOR THE TAIL, A ROPE 








WHICH CONNECTS WITH THE WAIST- 
BAND FOR THE MAN, AND \S GUARANTEED 
TO KEEP THE TAIL OUT OF THE MILK PAIL 














THE LARGEST REFRIGERATOR 
25 FEET HIGH, AND 24 PEOPLE 
CAN STAND INSIDE AT ONE TIME 7 
EXHIBITED AT THE GREAT LAKES 
EXPOSITION, CLEVEL AMD — 
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AN OLD LAW GTILL ON 
THE BOOKS OF SEATTLE, 
WAGH. MARES IT COMPULSORY 
FOR EVERY HOUSEHOLDER 
TO HAVE TWO 
RAT-7RAPS — 
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Increased Business 35% 


With Circular Displays 


REARRANGEMENT of the 
A center display space of the 
store, employing a special 
circular type of display instead of 
the regulation counter layout helped 
the Watertown Hardware Co., 
Watertown, Wis., a 75-year-old con- 
cern, increase its sales volume from 
this spot more than 35 per cent. 

John L. Bruegger and A. J. 
Heide, owners, worked out the cir- 
cular stand display one winter and 
like the idea so well that they plan 
to use several more _half-circular 
stands against one of the walls of 
the store. 

The circular stands in the center 
of the store were built almost en- 
tirely from the lumber taken from 
the scrapped counters, according to 
Mr. Heide. Each of the new dis- 
play racks is 6 feet high and each 
has four disks varying in width. 
The disk nearest the floor is 5 feet 
wide, the next highest, 4 feet, the 
next 3 feet, the next 2 feet. 

The space between the first and 
second disks, from the floor, is 25 
inches; between the second and 
third disks, 19 inches, and between 
the third and fourth disks, 13 inches. 

The display stands are mounted 
on four stove casters and can be 
pushed about very easily on the 
floor. This factor is very impor- 
tant when it comes to changing dis- 
plays, according to Mr. Heide. 
These four circular display stands 
replace four 9-foot tables, 4 feet 
wide, and give 33 1/3 per cent more 
display space within the same area. 

“There are many reasons why we 
like our new display racks which 
we constructed ourselves,” states 
Mr. Heide. “In the first place, one 
can see three-fourths of all items on 
display with one glance. This is 
not true of a counter display where 
vision is somewhat restricted by 
table aprons and the like. 

“Secondly, this type of display 
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enables more light to filter through 
to each display rack, whereas the 
counters shut off the light. And 
of course when hardware items are 
well lighted, they sell better. I be- 
lieve that counters have their place 
in a store, but one shouldn’t use 
them exclusively.” 

Mr. Heide and Mr. Bruegger go 
on to explain that they are able to 
display a complete line of items, in 
many instances, on one of these 
large disks, and thus achieve unity. 
This is especially true with dishes 
and pottery. 

“Naturally such segregated dis- 
plays help us sell,” states Mr. 
Heide. “A complete set of dishes, 
for example, catches the eyes of 








women very quickly. One of these 
display disks containing a 36 piece 
dish set had more than 12 turnovers 
within six months, and should al- 
most double that by the end of 
the year.” 

Another advantage of this type 
of display has been, according to 
Mr. Heide, that customers can 
walk around and _ between the 
racks, crossing from one side of 
the store to the other. In this way 
practically every item on each stand 
is visible to the close observer. 

“In contrast to the counter dis- 
plays we had,” declares Mr. Heide, 
“our chief display spot is near the 
floor level. This space, under the 
counter display method, was bad 
from a sales standpoint. Now it 
brings us many sales, for the items 
can be seen quickly by prospects.” 

“We always keep ihese racks well 
lighted and the arrangement of 
them is such that all items displayed 
are brought into full view. People 
like to come to our store to browse 
around these four new display 
stands, for they always find some- 
thing of interest there. This spot 
in our store really sells merchan- 
dise now, because the racks give 
us better display advantages.” 

Mr. Heide states that Mr. Brueg- 
ger and he are going to apply this 
display idea to other parts of the 
store where feasible. Display stands 
half the width of those in the cen- 
ter of the store will fit nicely 
against a wall, he says, and he be- 
lieves it will increase the effective- 
ness of that space from a sales 
standpoint. 

“We kept close account of our 
costs on these new display racks,” 
he said. “We didn’t spend more 
than $10.00 in materials for them. 
But remember we utilized the lum- 
ber in the old counters, and we 
used our spare time in the building 
of the racks.” 
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New Store Front for Oberlin Hardware 

















HE photos reproduced here 

show the transformation that 

has been effected in the store 

front of the Oberlin Hardware Co., 

Oberlin, Ohio, recently. In the 

small circle appears the old store 

front, with its narrow doorway and 

small window display space, while 

the upper and larger circle shows 

the new, appealingly modern front 

of black carrara structural glass, 
Pittco metal, polished plate, etc. 

Note the greatly increased light 


After 


The new front in- 
stalled by Pitts- 
burgh Plate Glass 
Co. for the Ober- 
lin Hardware Co., 
Oberlin, Ohio. 


from outside and the way in which 
the merchandise shows up clearly. 
Both photos were taken from exactly 
the same vantage point and under 
the same light conditions. There 
can be little argument for continu- 
ing with an old front when such a 
transformation can be made with a 
small cost. The cost of this front, 
including carrara_ glass, Pittco 
metal, polished plate, tapestry, and 
glazing and setting labor was $819. 
The Pittsburg Plate Glass Co. 
made the installation. 








Try This One On Your Window 


PPARENTLY crashing through 
the store window, this can of 
paint was successfully used by a 
hardware dealer of Spokane, Wash., 
to attract attention to his line of 
paint. Passers-by stopped to ex- 
amine the window and stayed to 
inspect the entire display. The can 
is a standard paint can, cut in 
halves, each half being fastened by 
small brads to blocks of wood with 
their outer surfaces flush with the 
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edges of the can. When the wood 
surfaces are treated with a nitro- 
cellulose glue and pressed directly 
opposite each other on both sides 
of the window, the can appears to 
be suspended through the glass. 
The realistic effect is obtained by 
pouring paint around the can and 
using wax to simulate cracks. The 
entire assembly is as easy to re- 
move as it is to construct. 
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The hardware mer- 
chant can increase 
his gun and ammuni- 
tion business of the 
future by an early 
alignment with the Tate tcc ake nom 


perfectly contented with 
movement to their foster mother. 


Adopt a Farm for Game 


ECOGNIZING that the de- 
R crease in game birds and 
animals in many sections 
of the United States is due large- 
ly to the destruction of their na- 
tive habitat, the game restoration 
plan of the Western Cartridge 
Co., East Alton, Ill., and the 
Winchester Repeating Arms Co., 
New Haven, Conn., evolves about 
farmer-sportsman cooperation. 
National in scope, the plan is 
based on the sportsman and the 
farmer to furnish the manpower 
and the establishment of a shoot- 
ing area upon which to put into 
practice the principles of game 
restoration. These include the 
restoration of natural cover; the 


; trol of tors; th ti 

McCarty type quail brooding pens on Game Restoration Demonstration area of er preda naps plan ng 
Western-W inchester at Alton, Illinois. Breeding pens of quail may be seen in and care of food patches, and in 
background. some cases the rearing of birds 
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and animals to supplement wild 
breeding stock. 

The outlay of money by sports- 
men in maintaining satisfactory 
shooting areas is frankly contem- 
plated. It is intended that sports- 
men, who receive the benefits of 
an adequate game supply, shall 
take the gamble of satisfactory 
results rather than the farmer, 
who puts in his labor and his 
acres, whether nature does her 
part or not. Nothing in the plan, 
however, is intended to supplant 
free shooting wherever an ade- 
quate supply of game exists. 

The farmer is compensated in 
the same terms as his agricul- 
tural investment. So much is paid 
for agricultural land permitted to 
revert to natural cover, so much 
per acre for food patches, etc. 
If exclusive shooting privileges 
are involved, here again, the price 
is a fixed sum per acre. 

Of several methods of bringing 
about farmer-sportsman coopera- 
tion, one method has been found 
generally adaptable to individual 
cases and is closely followed by 
the plan in connection with all 
field projects. It calls for no 
more than the sportsman meeting 


with the farmer in a friendly, 
advisory capacity and pointing 
out to the latter where, through 
revised farming methods, he will 
be able to create and maintain 
a more desirable environment for 
game upon his property. 

Then, by furnishing the farmer 





with a little seed for planting 
food patches, a few traps and 
shotshells for controlling preda- 
tors, and, perhaps a few bushels 
of grain for winter feeding, let 
the sportsman continue the friend- 
ly, cordial relationship through- 
out the year with the assurance 





These quail are only eight hours old, but the keeper is having difficulty in keep- 
ing them in the incubator tray, because they are so lively and quick moving. 


Restoration ... 


This article describes the plan now in operation in 


Southern Illinois. 





Checking one of the various incubators used to hatch quail and pheasant eggs. 
Temperatures are checked frequently to insure proper incubation of eggs. 
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that he will be a welcome guest 
when the season opens. 

These principles and practices 
are enlarged in an. illustrated 
booklet, “Upland Game Restora- 
tion,” which also explains the 
operation of model projects un- 
dertaken to prove this theory. 

In establishing test farms no 
attempt was made to utilize pow- 
der reservations and land under 
the control of the companies, and 
upon which extensive experiments 
in game management has_ been 
conducted for years. They started 
as any sportsman would have to 
do in beginning to build up a 
shooting area. A _ representative 
of the companies conducted all 
negotiations in the field with 
farmers previously unknown to 
him. Thereafter only the same 
supervision was exercised over 
the managed areas as a sportsman 
would under the same circum- 
stances. 

Model project, Type 1, con- 
sists of 664 acres of typical south- 
ern Illinois prairie land near Mt. 

(Continued on page 68) 
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Mid-Winter Window Trims 
for the Hardware Store 


\ ' [INTER windows call for 
a wide variety of items, 

but one of the most effec- 

tive lines is that of mechanics’ 
tools. Homeworkshops are in- 
creasing in interest, and while 
power tools are occupying the 
limelight in many instances, hand 
tools are a necessity in connec- 
tion with power tools or by them- 
selves as the case may be. They 
make an ever increasingly attrac- 
tive display to the man who is 
fond of building things in the 
long winter evenings. Any tools 
arranged in a neat display will 
stop the man who uses them, but a 
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window such as that suggested by 
our artist-display man, showing a 
work bench, an electric saw, tool 
kits, etc., is particularly appeal- 
ing. The Harpware AcE inter- 
changeable display fixtures are 
used as a basis for the arrange- 
ment. A sheet of instructions for 
building these fixtures in your 
own shop or having a local car- 
penter build them for you may 
be had for the asking. Address 
the managing editor. 

For that portion of the family 
interested in amusements for win- 
ter evenings our display man has 
arranged the window of games. 
In such a window it is well to 


use stimulating colors, reds, 
oranges and yellows coupled with 
black. 

The photo on page 37 comes 
from Dowd Bros., St. Paul, Kan., 
and is a particularly appropriate 
window for the month of Febru- 
ary, not only because of the two 
patriotic holidays, commemorat- 
ing the births of Washington and 
Lincoln, both experienced woods- 
men who knew the value of a 
good axe, but because of the 
natural demand for this line of 
hardware. Keep the windows 
working all the time. They are 
your first line of attack in the 
battle for business. 
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Dowd Bros., St. Paul, Kansas 
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EW fixtures are being in- 
stalled in progressive 
hardware stores as mod- 


ern conditions call for more ag- 
gressive merchandising and more 
attractive premises. People are 
drawn to those stores offering 
bright and appealing sales rooms 
having merchandise displayed in 
abundance and get-at-able man- 
ner. The Jensen Hardware Co., 
Rochester, Minn., has recently re- 
modelled its store along today’s 


Jensen Hardware Co, of 


HARDWARE AGE 





lines. The pictures here 
show how the aisles are 
planned for comfortable 
trafic and kept clear of 
scattered and encumbering 
items. Note the small dis- 
play platforms that present 
such items as lawn mowers 
and wheel goods in a neat 
and attractive way without 
interfering with the smooth 
floor of store traffic. 


Rochester, Minn., Modernizes 
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TENNESSEE—I want to join in the 
parade, also take the liberty of 
writing you, requesting that you 
keep up the good work along the 
lines mentioned in your article 
headed “Salesmen, and Sales Man- 
agers,” on Just Among Ourselves 
page, issue of Nov. 19th. 

Having been a _ manufacturers’ 
agent for the past 18 years, repre- 
senting factories to the wholesale 
trade, I fully appreciate what you 
had to say, as I operate largely on 
commission basis. I also agree with 
what the commission man had to 
say in his letter to you of Nov. 
20th, copy of which you sent me. | 

During my eighteen years’ ex- 
perience selling for representative 
factories to the select jobbing trade, 
{ do not recall where any of my 
factories lost very much in bad 
debts, etc. While some of the job- 
bers are at times a little slow pay- 
ing the factories, and do not dis- 
count promptly, they as a rule pay 
up, yet these factories will hold out 
commissions due a salesman, even 
if the jobber does or does not pay 
promptly. Then there is another 
class of factories who pay up, but 
hold out for 45 to 60 days on com- 


Salesmen and Salesmanagers 


missions due. For instance, for 
several years I have represented a 
large, well rated mill, who have 
plenty of money, and I do a good 
volume for them, and they have 
never lost a penny in bad debts. 
This factory allows their customers 
2% 10th Prox., dating, and mer- 
chandise which I sell them in Janu- 
ary will of course be paid for by 
the jobber on the 10th, yet they 
do not mail me commission check 
until first Monday after first of 
March. You will see this is a 
long time from early January to 
March lst. There is another class 
who will send you a commission 
statement along about the 10th to 
15th, and then let the check follow 
about the 25th. There is another 
class to whom you have to write 
and write, and they send the checks 
at their pleasure. 

On the other hand, there are 
some who send checks promptly on 
the 10th, and if this date is on Sun- 
day or a holiday, they mail them 
on the 9th. One I have on the list 
during the late national bank holli- 
days sent a postal money order on 
the 10th. ik. 





The Commission Salesmen's 
Compensation 


Boston, Mass.—We hear quite 
often, “There should be a law. . . .” 
so-and-so and so-and-so. 

We agree with C.E.B. that the 
commission field offers no promise 
for large income, and we might 
even say, a living income. It is 
passing strange how eager a manu- 
facturer is to obtain representation 
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in a given territory. Exclusive rights, 
commission on all business, com- 
plete cooperation, etc., are promised 
the field representative, and the 
latter is usually sincere in his effort 
to develop the field. 

Again C.E.B. and Mr. F. Schi- 
ferle of Buffalo score a_ bullseye. 
There isn’t much we can add to it, 





and did. 





possibly one or two things only. 
The writer’s experience with one 
company, four years in the field, an 
annual average of over $125,000 to 
$150,000 — BANG — “your resigna- 
tion requested on receipt of this 
telegram.” Another, six years’ ser- 
vice—three days’ notice. And the 
business located, developed, estab- 
lished, goes to the house—hardly 
ever to another field man who might 
be appointed, or a salaried man of 
the house. 

The American Legion, with 900,- 
000 members, are able to effect 
legislation. The A.F.L. and count- 
less other organizations are able to 
do likewise. An estimated 1,000,000 
salesmen, only an estimate, is prob- 
ably far below the actual number in 
the field, modern Paul Reveres, 
covering the country, cities, towns, 
villages, selling, selling, selling. 
They never quit. They’re constantly 
at it—and, with few exceptions, no 
other field of endeavor is so poorly 
compensated as the commission 
salesman. 

You never hear of the salesman 
going on strike. Perhaps it wouldn’t 
be a bad idea, if he organized— 


Pau. STANLEY. 





Hardware Age 
Finds His People 


PittspurcH, Pa. — My certificate 
of memership in the Hardware Age 
50 Year Club received. Same is 
duly appreciated and thank you 
very kindly, not alone for certificate 
and membership, but also for your 
good wishes. I have the pleasure 
of also advising you on account of 
your great circulation not alone in 
United States, but also in Europe, 
your magazine was instrumental in 
getting me acquainted with a Mr. 
Walter Spinzig who is connected 
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with Markt & Co., Copenhagen, 
Denmark, who is married to a 
Menges. He read in your HARDWARE 
Ace of my being with the J. P. 
Woodwell Co. 611% years and being 
made a member of your 50 Year 
Club. He is working on the Menges 
Family Tree and wrote me to see 
if I belonged to the same tree as 
his wife, etc. He wrote me as far 
as he can ascertain the Menges 
family came from a small place near 
Sedan in France, named St. Menges, 
where they had vineyards, and is 
said they emigrated from France 


on account of their faith. They 
were Huguenots. It would be too 
long a story to give you all the 
particulars, my only object in writ- 
ing you was to let you know, that 
owing to your prestige and wide 
and large circulation and what a 
good medium your magazine is to 
those who advertise with you I never 
would have become acquainted with 
the history of my ancestors if it 
had not been for HARDWARE AGE. 
Wishing you further success and 
with kindest regards. 
Henry J. MENGES. 





The Illinois Price Control Law 


N December 7th, 1936, the 

U. S. Supreme Court declared 
valid the Illinois price control law. 
This means that such legislation, 
similar in intent even though not 
precisely the same in text, in other 
states is also constitutional from a 
Federal Government standpoint, but 
does not change the situation any 
should such law be declared con- 
trary to individual state constitu- 
tions. An informative comment on 
this decision has been provided by 
Felix H. Levy, Esq., prominent New 
York attorney. He is well known 
to readers of HARDWARE AGE as a 
former special Assistant Attorney 
General of the U. S. and as an 
acknowledged expert and specialist 
in price maintenance legislation, 
Mr. Levy says: 

“The decision rendered by the 
Supreme Court ought not to cause 
surprise, because utterances made 
years ago by Mr. Justice Oliver 
Wendell Holmes and Mr. Justice 
Brandeis, clearly forecast its under- 
lying philosophy. 

“Mr. Justice Holmes said: 

“‘T cannot believe that in 
the long run the public will 
profit by this course, permit- 
ting knaves to cut reasonable 
prices for mere ulterior pur- 
poses of their own.’ 

“Mr. Justice Brandeis said: 

“*When a trade-marked ar- 
ticle is advertised to be sold at 
less than the standard price, 
it is generally done to attract 
business by the offer of an ob- 
viously extraordinary bargain. 
It is a bait—called by the 
dealers a “leader”; but the cut- 
price article would more appro- 
priately be termed a “mis- 
leader”, because ordinarily the 


JANUARY 28, 1937 


very purpose of the cut-price is 

to create a false impression. . . 

The evil results of price-cutting 

are far-reaching. ... The proc- 

ess of exterminating the small 
independent retailer, already 
hard pressed by capitalistic 
combinations, would be greatly 
accelerated by such a movement 

(permissive price-cutting) .. . 

Shall we, under the guise fo 

protecting competition, further 

foster monopoly by creating 
immunity for the price-cutters? 

Americans should be under no 

illusions as to the value or 

effect of price-cutting. It has 
been the most potent weapon 
of monopoly—a means of kill- 
ing the small rival to which 
the great trusts have resorted 
most frequently. It is so sim- 
ple, so effective. Far-seeing 
organized capital secures by 
this means the cooperation of 
the short-sighted unorganized 
consumer to his own undoing.’ 

“Judicial expressions in Great 
Britain have uniformly been to the 
same effect. 

“The Federal Trade Commission 
likewise said: 

“The consuming public does 
not enjoy benefits by unfair 
price-cutting to compensate it 
for the injuries following de- 
moralization caused by price- 
cutting.’ 

“The Supreme Court now up- 
holds these views. It declares that a 
State has the right to enact a law 
permitting the owner of a trade- 
marked article to contract with his 
customers for the maintenance of 
his stated resale price, and to obli- 
gate other dealers to do the same. 

“Price-cutters claim that the re- 





sult of the Court’s decision will be 
price-fixing. The Court disposed of 
this by saying that the Illinois law 

“‘does not attempt to fix 
prices, nor does it delegate such 
power to private persons. It 
permits the designated private 
persons to contract with respect 
thereto.’ 

“Moreover, the Illinois law ex- 
pressly provides that it shall not 
apply to any agreements between 
producers or wholesalers or re- 
tailers as to resale prices. This pre- 
cludes price-fixing, because that can 
only happen when competing pro- 
ducers or wholesalers or retailers 
agree together upon a sale price. 
Moreover, the Sherman Law, as to 
interstate transactions, likewise fully 
prohibits such price-fixing, by de- 
claring it a restraint of trade. 

“It is claimed that retailers, under 
this decision, acting together, might 
be able to force manufacturers to 
include a large mark-up in the re- 
sale price. This is not possible, 
because the Sherman Law, as to 
interstate transactions, and the laws 
of practically every State, as to in- 
terstate transactions, would make 
this unlawful. 

“The Court now places its ap- 
proval upon the contention of op- 
ponents of price-cutting that it 
causes injury both to the manufac- 
turer and to the independent re- 
tailer, because the former, after 
devoting years and investing large 
sums of money in creating and ad- 
vertising his trade-mark, thereby 
often producing the most valuable 
asset of his business, must stand 
helpless while his customers cut the 
price of his product, and thereby 
impair and often destroy the value 
of his trade-mark. 

“This decision, of course, leaves 
price-control in interstate transac- 
tions as it was under the Miles de- 
cision, namely, a violation of the 
Sherman Law. 

“The Tydings Bill which passed 
the Senate last June, seeks to cor- 
rect this situation by making price- 
control contracts in interstate com- 
merce lawful, where the goods are 
shipped and sold in another State 
which has a law like the Illinois 
law in question. If the Tydings Bill 
shall become law, it will widely and 
usefully extend the value of yester- 
day’s decision into a much broader 
field of interstate transactions, but 
in the light of the Court’s decision, 
it would seem that the Tydings Bill 
ought to be extended even further 
by entirely removing the prohibi- 
tion of the Sherman Law, as de- 
clared in the Miles case.” 
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A few pages from Weller’s Store News 
published by E. B. Weller, Ligonier, Pa. 
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Unique Store Paper a Business 


Ligonier, Pa. hardware dealer edits and publishes 
interesting mimeographed paper for his customers 


N unique monthly _ store 
paper, being edited and 
distributed by S. B. Wel- 

ler, a hardware merchant of 
Ligonier, Pa., is producing re- 
markable results for the firm. 
Ligonier has a_ population of 
about 2000 and is situated in a 
farming community. Mr. Weller, 
or “Barney,” as he is_ better 
known to his many friends, classes 
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himself as a “little fellow” among 
hardware merchants, but he is 
well aware that the aggregate 
sales of thousands of similar 
“little fellows” are of real im- 
portance to the hardware indus- 
try. Although ‘Mr. Weller is un- 
duly modest about his accom- 
plishments, he feels that his 
experience with his store paper 
might be helpful to other fellow 





dealers doing business in small 
rural towns, so he has given 
HARDWARE AGE complete partic- 
ulars on his business producing 
store paper — ‘‘Weller’s Store 
News.” 

The paper was started several 
years ago and a number of 
changes have since been made to 
improve its effectiveness. It is 
now so much of an integral part 


HARDWARE AGE 














of the community that a vigorous 
and almost general protest is 
heard when the monthly edition 
is subject to delayed delivery. 
Just how well the store paper has 
done its job is attested by the 
steadily increasing business the 
store has enjoyed since the paper 
has been issued. In its present 
improved form it has become an 
even more important selling aid 
and trade stimulant. In recent 
months, for example, the store’s 
sales totals have been the largest 
of the 48 years it has been in 
operation. Credit for bringing 
about most of the sales gains is 
attributed almost entirely to the 
paper. 

One of the best things about 
the “Store News” is that it is 
inexpensive to produce and re- 
quires only a small investment 
in equipment. The paper is mim- 
eographed on sheets 14 inches 
deep and 81% inches wide, with 
each copy consisting of five or 
six sheets which are stapled to- 
gether at the upper left corner. 
The paper stock as well as the 
envelopes used for mailing are 
of inexpensive grades and are 
purchased in large quantities. 
Fourteen hundred copies of the 
paper are distributed each month, 
being mailed to boxholders, un- 
sealed, for postage of ‘one cent 
each under Sec. 562 of the Postal 
Laws and Regulations. 


various features of the paper, etc. 

One specific example of the 
good ideas that may be obtained 
from rural carriers was cited by 
Mr. Weller as being a suggestion 
relating to the envelopes used for 
the papers. The carrier recom- 
mended the use of an illustration 
on the envelope of a kind that 
would appeal to the children. In 
explaining his reason for this 
suggestion, the carrier said that 
most farmers send their children 
to the mail box to get the mail 
following each visit of the car- 
rier. He had observed, he said, 
that children early learn to dis- 
tinguish the difference between 
advertising matter and more im- 
portant mail, with the result that 
if the cover of a piece of mailed 
matter was not designed to in- 
trigue the interest of children, 
that it was likely to be found 
thrown away, and cluttering up 
the ground around the mail box 
post. 

The paper is prepared in a 
very interesting manner and has 
a “personality” of its own. In 
preparing the copy, Mr. Weller 
devotes on the average of two 
hours to each page in order that 
the best possible result will be 
achieved. Every page has one 
or more illustrations of char- 
acters selected to “catch the eye,” 
or of “headlined” items of news. 
No attempt is made to illustrate 


Getter for Weller 


Some very helpful things were 
learned in connection with the de- 
livery of copies of the paper along 
R.F.D. routes. Mr. Weller found 
that the rural carriers can offer 
some excellent advice on how to 
create greater reader interest in 
the paper and related matters. 
The carriers, he discovered, are 
usually called upon to do many 
favors for farmers along their 
routes, frequently serving as coun- 
selors in many diverse situations. 
They are thus on very friendly 
terms with most of the boxholders 
and they may easily determine 
what the farmers think about the 
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the merchandise featured in the 
paper, and the character illustra- 
tions are collected from many 
sources and filed. Then when the 
need arises an_ illustration is 
selected from the collection and 
it is traced on the stencil with 
a stylus. Large headings and cap- 
tions are reproduced in the same 
manner. 

“Weller’s Store News” has sev- 
eral “editorial” features. In writ- 
ing it Mr. Weller strives to talk 
in type to his customers and 
prospects, just as if he were talk- 
ing to them in person. No 
“flowery” terms or phrases are 


used—just good “homey” sen- 
sible English—straight from the 
shoulder in a friendly way. Read- 
ers may have their buy, sell or 
“swap” notices published in the 
paper free of charge, the only 
requirement being that they turn 
them in by the 20th of the month 
preceding the publication date. 
Several items bearing on matters 
of keen local interest are also 
used in each issue, and adequate 
space is always allotted to boost- 
ing local affairs and community 
events. 

A rather unique monthly sales 
event which is promoted most 
effectively through the “Store 
News” is Weller’s “Bid Sale.” 
For this event ten or more pop- 
ular hardware or houseware 
items are selected and shown in 
a special display at the rear of 
the store. Bids are deposited in 
a nearby box, and at the close 
of the month the bids are opened 
and the highest bidder for each 
item has the privilege of buying 
the item at the price bid. The 
names of the successful bidders 
are then posted on an adjacent 
blackboard and they are also pub- 
lished in the following month’s 
“Store News.” It will be noted 
that all of the “Bid Sale” activity 
is concentrated at the rear of the 
store, which means that the hun- 
dreds that are attracted to the 
store each month by this event 
must pass many inviting displays 
of merchandise likely to create 
the urge to buy. Interest never 
seems to wane in the event and 
it is a,consistent builder of store 
trafic. An odd thing about the 
“Bid Sale” is that it is not at 
all unusual to receive bids of 
much more than the regular re- 
tail price of a given article. An 
effort is made to purchase dis- 
continued numbers of popular 
houseware items, such as alumi- 
num kitchen utensils, small elec- 
tric appliances, etc., for the “Bid 
Sale,” and as a rule the store 
more than “breaks even” on the 
event. 

In recent issues the paper has 
introduced a new editorial fea- 
ture known as “Suse”—the hard- 
ware poet. “Suse’s” prose, us- 
ually of six or seven verses, is 
always accompanied by her char- 

(Continued on page 71) 
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Hardware Wholesalers, Inc., Formed 
To Help Meet Competition 





Jobbers form organization at Chicago meeting. Will seek col- 
lectively competitive goods at competitive prices so that they 
and their dealer customers will be in stronger position. 





Hardware Wholesalers, Inc., 
was formed at a recent meeting 
of hardware jobbers, held in 
Chicago. Officers, directors and 
the membership have not yet 
been announced for publication, 
but it is understood that more 
than 20 firms are participating 
in this activity which seeks to 
place wholesalers and their re- 
tailer-customers in a better com- 
petitive position. This new or- 
ganization has offices at 919 N. 
Michigan Ave., Chicago, from 
which point the following formal 
announcement was made on Jan. 
18, 1937: 

“There has just been formed 
at a meeting in Chicago Hard- 
ware Wholesalers, Inc., an organ- 
ization of hardware jobbers cov- 
ering a wide section of the 
United States. 

“The organization has been 
formed with the object to place 
themselves and their dealers in 
a competitive position. It is not 
the thought or intent of this or- 
ganization to disturb any of the 
nationally known lines. They 
do not feel that their problem 
lies in that direction. They do 
feel that there is certain com- 
petitive merchandise of interest 
to them and their dealers, which 
can be bought under special 
labels and bought in volume. 

“With these thoughts in mind 
they have established offices in 
Chicago in the Palmolive Build- 
ing, 919 N. Michigan Ave., and 
will be in position to make pur- 
chases on approved lines. 

“As a protection to the manu- 
facturer, Hardware Wholesalers, 
Inc. will maintain a substantial 
line of credit at one of the Chi- 
cago banks, which will serve as 
a guaranty to any manufacturer 
on any purchase orders issued by 
Hardware Wholesalers, Inc. 

“It is understood that Hard- 
ware Wholesalers, Inc. is sub- 
scribing to merchandising ser- 
vices of the Tru-Test Marketing 
and Merchandising Corp.” 

The True-Test organization 
also has offices at 919 N. Mich- 
igan Ave., Chicago, and is headed 
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by L. L. Oakes as president. Mr. 
Oakes will be remembered as 
being among those who attended 
the Atlantic City convention of 
wholesalers and manufacturers 
last October, at which time he 
discussed the formation of Hard- 
ware Wholesalers, Inc., and the 
services to be rendered by True- 
Test Marketing and Merchan- 
dising Corp. 


W. T. HAYNIE JOINS 
BLACKSTONE MFG. CO. 


Walter T. Haynie, formerly 
with the Conlon Corp., Cicero, 
Ill., manufacturer of Conlon 
washers and ironers, has become 
associated with the Blackstone 
Mfg. Co., Jamestown, N. Y., in 
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charge of sales for Illinois, Wis- 
consin and Missouri. 
stone company makes electric 
washing machines. 


The Black- 


Mr. Haynie was one of the or- 


ganizers of the Conlon Corp., of 
which he was an officer and di- 
rector when he resigned on Oct. 
31, 1936. 


J. H. SCOTT NOW WITH 
DALLAS, TEX., FIRM 


J. H. Scott, for many years 


with the Morrow-Thomas Hard- 








ware Co., Amarillo, Tex., has 
joined the organization of Hig- 
ginbotham-Pearlstone Hardware 
Co., Dallas, Tex., where he is 
handling a city order desk. 





POT & KETTLE NEWS 


The Los Angeles Pot & Kettle 
Club held its annual dinner- 
dance on Dec. 12 at the Cali- 
fornia Country Club under the 
chairmanship of Weldon Read 
of the California Hardware Co. 
A large attendance was recorded 
and a good time enjoyed. The 
annual stag and installation of 
officers was held on Dec. 19 at 
the Los Angeles Athletic Club 
under the chairmanship of 
George Wilcox, who introduced 
as master of ceremonies Al 
Fischer of J. W. Robinson Co. 
On Dec. 22 a Christmas party 
was held at the Clark Hotel 
under the chairmanship of Joe 
Guilfoyle, secretary of the South- 
ern California Retail Hardware 
Association, with Wilbur McCune, 
Wagner Co., acting as Santa 
Claus. Presents were given to 
all the children and women and 
speeches were made by Les Neb- 
lett and Jim Robertson. 

The San Francisco Club elect- 
ed the following officers: Presi- 
dent, Baker Baker; vice-presi- 
dents, Ear] Robitscher, Charles 
G. Putnam, and J. P. Lough- 
inan; treasurer, Joseph Sloss, Jr.; 
corresponding secretary, Allen 
K. Reasoner, and recording sec- 
retary, D. J. Bartelme. The club 
held a Christmas party at the 
Carlos Inn and all the ladies re- 
ceived a present. 

The Portland Club held a stag 
dinner at the Imperial Hotel on 
Dec. 28. 


UNDERHILL, CLINCH ADDS 
TO SALES FORCE 


Frank J. Seufert has been 
added to the sales staff of Under- 
hill, Clinch & Co., wholesale, 76 
Ninth Ave., New York City. Mr. 
Seufert will represent the com- 
pany in Long Island where he is 
well known. He was formerly 
associated with Hammarcher, 
Schlemmer & Co., and with the 
Masback Hardware Co., both of 
New York City. 





INGERSOLL STEEL BUYS 
U. S. PRESSED STEEL 

The Ingersoll Steel & Disc Di- 
vision of Borg-Warner Corp., 
310 S. Michigan Ave., Chicago, 
has acquired all the assets and 
business of the U. S. Pressed 
Steel Products Co., Kalamazoo, 
Mich. The latter company, 
which was founded more than 
25 years ago, manufactures steel 
eveners, seats, boxes and special 
steel implement and _ tractor 
parts, heat treated spring teeth 
and special bars of all kinds for 
harrows, cultivators, weeders, 
rakes, and other farm imple- 
ments. It also supplies parts and 
stampings for leading automobile 
companies. 

The Kalamazoo plant covers 
five and one-half acres with mod- 
ern manufacturing facilities and 
at present employs more than 250 
men. C. V. Brown, founder of 
the company, and his son, Mr. 
R. J. Brown of Detroit, will con- 
tinue under the supervision of 
the Ingersoll Division. 


NEW FACTORY 
REPRESENTATIVES 


Klein & Beck Inc., have estab- 
lished quarters at 1150 Broad- 
way, Room 706, New York City, 
as factory representatives for 
housefurnishings, furniture spe- 
cialties, art and gift merchan- 
dise, folding tables, and bridge 
sets. David E. Klein, president, 
was formerly with Herman, Klein 
& Feuer, and for many years was 
active in the sales of carpet 
sweepers. Abraham L. Beck, 
secretary and treasurer, was with 
William Goldenblum & Co., for 
the past 20 years, as sales man- 
ager, buyer, and department store 
salesman. 


J. F. GALLAGHER JOINS 
RUBBERSET CO. 


John F. Gallagher has been 
added to the sales force of the 
Rubberset Co., 630 Fifth Ave., 
New York City. He will repre- 
sent that company in Tennessee, 
Indiana, Virginia, West Virginia, 
and Kentucky. Mr. Gallagher 
has worked indirectly with the 
concern for the past six years, 
assisting his father in the New 








England territory. 
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HDWE. FIRM CELEBRATES 
50TH ANNIVERSARY 


The Cordele Hardware Co., 
wholesale, Cordele, Ga., is cele- 
brating its 50th anniversary. The 
firm was organized as a whole- 
sale sheet metal business but 
later branched out into a com- 
plete line of hardware. J. B. 
Williams founded the company. 
Walker S. Williams, his son, is 
president of the company, having 
succeeded his brother, the late 
John M. Williams. Other mem- 
bers of the family associated 
with the business are Louis K. 
Williams, vice-president and An- 
drew Williams. The Cordele 
company recently purchased the 
stock of the McHachern Hard- 
ware Co. and assembled the two 
stocks in the Cordele store. 


A DIGEST OF STATE 
CHAIN STORE TAXES 


A 28-page booklet on chain 
store taxes, which gives a digest 
of the law in each state with a 
map and introductory discussion 
of the various laws and court de- 
cisions, was issued recently by 
the American Retail Federation, 
1627 K St., N.W., Washington, 
D. C. Each digest sets forth in 
tabular form the kind of tax, the 
rate, exemptions, penalties, use 
of proceeds, validity, and effec- 
tive date of the tax. 

The rates of states reveal little 
uniformity, the Federation points 
out. In a few states they are 
only nominal. Generally, how- 
ever, the rates are sharply in- 
creased on additional stores. In 
five states, the operators of a 
single store are exempt from tax, 
but in the other states a tax 
ranging from $1 to $10 is im- 
posed upon the first store of a 
chain system and on single units 
independently operated. The 
rate on the fifth store is usually 
$5 to $10, but it is $50 or more 
in three states. The rates on 
the tenth store range from $5 to 
$200, and on the twenty-fifth 
store from $50 to $500. In nearly 
half of the states the rates in- 
crease somewhat for stores in 
excess of 25. North Carolina 
graduates its license tax up to 
$225 on stores in excess of 201. 
The highest rates among the laws 
in operation are found in Idaho, 
where systems with stores in ex- 
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cess of 20 are taxed at the rate 
of $500 on each store. 

Tax exemptions, like rates, also 
vary from state to state. Approx- 
imately two-thirds of the states 
exempt gasoline filling stations, 
and some states exempt coopera- 
tive associations and similar or- 
ganizations. Four states allow 
no exemptions on stores of any 


kind. 


HARDWARE STORES WIN 
WESTCLOX AWARDS 


In a window display contest 
sponsored by Westclox division 
of General Time Instruments 
Corp., La Salle, Ill., during the 
recent Westclox Week, 11 hard- 
ware stores were awarded prizes 
for their windows. They are: 
Swank Hardware Co., Johnstown, 
Pa.; Vonnegut Hardware Co., 
Indianapolis, Ind.; M. S. Young 
& Co., Allentown, Pa.; Sauer’s 
Hardware Store, Memphis, Tenn. ; 
John W. Graham & Co., Spokane, 
Wash.; O. K. Hardware, Dela- 
ware, Ohio; King Hardware Co., 
Atlanta, Ga.; Charles Jacobs 
Hdwe., St. Louis, Mo.; Lowe’s 
Hardware Store, Ogden, Utah; 





Kelley-Duluth Co., Duluth, Minn., 
and Knight & Wall Co., Tampa, 
Fla. 


ROSENBERG HEADS 
SUPPLY ASSN. 


At a meeting of the Empire 
City Supply Association, New 
York City, Dec. 28, Mack Rosen- 
berg, R. & B. Hardware, was 
elected president of the group. 
Max S. Rosenfeld, M. S. Rosen- 
feld & Bros., was elected vice- 
president and Harry F. Halpern, 
2308 Third Ave., reelected secre- 
tary. 

The association will hold its 
annual Grand Ball at the Hotel 
New Yorker on March 20, 1937. 
Mr. Halpern is chairman of the 
entertainment committee. 





HALL HARDWARE 
CONVENTION 


S. P. Duff, manager, Hall 
Hardware Co., wholesale, Minne- 
apolis, Minn., has announced 
that the company will hold its 
annual convention at the com- 
pany’s quarters, 618 North Third 
St., Feb. 8, 9, and 10, 1937. 








Officers of Henry Disston & Sons, Inc., Philadelphia, Pa., and 
members of the steel plant were present when a cornerstone, 
marking the completion of some new buildings at the Tacony 
plant, was laid by S. Horace Disston, vice-president and general 
manager. The cornerstone, carrying a steel inlaid design of the 
company’s Keystone trade mark and an emblem symbolizing a 


steel mill roll, was made a 


of the new roll turning shop. 


The building, 85 by 65 feet, is of steel frame construction with 


side walls and 20 per cent of the 


roof constructed of corrugated 


actinic glass. Artificial heating and lighting are modern in 


every respect. 





MFRS., WHOLESALERS 
TO MEET IN APRIL 


The 74th semi-annual conven- 
tion of the American Hardware 
Manufacturers Association and 
the 47th annual convention of 
the Southern Hardware Jobbers 
Association will be held jointly 
in New Orleans, La., from April 
19 to April 22. Headquarters 
of both associations will be at 
the Hotel Roosevelt where all 
sessions of the convention will 
be held. Charles F. Rockwell is 
secretary-treasurer of the manu- 
facturers association with head- 
quarters at 342 Madison Ave., 
New York City and T. W. Mc- 
Allister, 1020 Grant Bldg., At- 
lanta, Ga., is secretary of the 
jobber association. 


ATKINS & CO. HOLDS 
SALES CONFERENCE 


Factory executives and officials 
of E. C. Atkins & Co., Indian- 
apolis, Ind., attended the two- 
day sales conference in the Gov- 
ernor Clinton Hotel, New York 
City, Jan. 5 and 6. The meet- 
ings were occupied with discus- 
sions of the company’s sales and 
advertising plans for 1937. 

Among the factory executives 
present were Elias C. Atkins, 
vice-president and general man- 
ager, John Greenwood, superin- 
tendent of an Atkins factory, and 
Mr. Curtis of the company’s ad- 
vertising staff. The factory dis- 
tributors included E. W. Clark, 
assistant sales manager, and E. 
S. Norvell of the New York City 
office. 

On Tuesday, Jan. 5, a banquet 
was held in the hotel and Mr. 
Norvell presided as toastmaster. 
He introduced the speakers of 
the evening, Mr. Atkins, James 
A. Channon, editor, Mill Sup- 
plies, and Charles J. Heale, edi- 
tor Harpware AGE. 


FISCHER & BAMBRICK 
APPOINTS SALES MGR. 


P. F. Buckley, formerly with 
The Irwin Auger Bit Co., Wil- 
mington, Ohio, has been ap- 
pointed sales manager of Fischer 
& Bambrick, Inc., Dayton, Ohio, 
national sales agents for the 
Irwin Auger Bit Co. and the Du- 
All Mfg. Co., Geneva, Ohio. 
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HACK SAW BLADES 
RECOMMENDATION 

The Division of Simplified 
Practice of the National Bureau 
of Standards has announced that 
printed copies of 
Practice Recommendation R90- 
36, Hack Saw Blades, are now 
available at five cents each from 
the Superintendent of Docu- 
ments, Government Printing Of- 
fice, Washington, D. C. 

The original recommendation, 
which became effective July 1, 
1929, width, 
thickness, and number of teeth 
per inch of tungsten and carbon 


covers length, 


steel and high-speed blades, hand | 


and power sizes. The revision 
lists the length, width, thickness, 


number of teeth 


per inch, and 
other dimensions of tungsten 
alloy steel blades, double hard- 
ened blades, high-speed _ steel 


blades, and special alloy blades 
all hard, hand and power sizes. 


This recommendation is effective | 


from Oct. 1, 1936, and is subject 
to regular review by a standing 
committee of the industry. 


KENTUCKY HARNESS FIRM 
ISSUES CATALOG 
The Kentucky Whip & Collar 
Co., Inc., Eddyville, Ky., has 
recently issued its latest catalog 
on horse collars, harness, bridles, 
and strap goods. The catalog 
illustrates and completely de- 
scribes each item 
pany’s lines. 


in 


R. W. HARPER HEADS 
HARPER & McINTIRE 


At the recent election of offi- 
cers for Harper & McIntire Co., 
wholesale hardware firm of Ot- 
tumwa and Cedar Rapids, Iowa, 
R. W. Harper was elected presi- 
dent; W. P. Myers, vice-presi- 
H. 


dent; Sam Harper, 
president, and A. R. Carlson, 
secretary and sales manager. 


These men and Frank G. Fiedlet 
compose the board of directors 
of the company. 

Mr. Harper, the new president, 
became associated with the com- 
pany in 1894 as a warehouse em- 
ployee, later serving as billing 
clerk, office manager, credit man 
and vice-president. 

Mr. Myers began service with 


the company as an order clerk | 
in 1883 and has served succes- | 


sively as shipping clerk, travel- 


ing salesman, buyer and secre- | 


tary. Mr. Sam H. Harper, second 
vice-president, started with com- 
pany as an order clerk in 1925. 
He later became sundry room 
manager, telephone and city-or- 
der clerk, and buyer. 

Mr. Carlson, in 1915, was em- 
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Simplified | 


the com- | 


vice- | 


ployed by the company as a 
warehouse clerk and later in the 


sundry department, leaving in 
1917 to serve in the army. In 
1919 he was again employed 
by the company in its builders’ 


| became buyer and sales manager. 


E. F. PLATO OF CORPUS 
CHRISTI HDWE.., ILL. 


Edwin F. Plato, president of 
Corpus Christi Hardware Co., 
Corpus Christi, Tex., was re- 
cently confined to a hospital with 
an attack of ptomaine poisoning. 
At last report he was improving 





This trailer makes two trips 


a year for the Heyman Co., 


housewares firm, San 
Cal., 


company’s 


wholesale 
all 
the 


visits 
in 


and 
dealers 


Francisco, 


the 








hardware department and later | 





CALIFORNIA WHOLESALER USES TRAILER 


| turing car and is parked in the 
| front 








and he is expected back at his 
desk soon. 


EAGLE LOCK CO. ELECTS 
CLOW AS SECRETARY 


Harry C. Clow, production 
manager of the Eagle Lock Co., 
Terryville, Conn., has been 
elected secretary of the company 
to succeed the late Charles W. 
Plumb. Mr. Clow joined the 
company in 1897 as office boy, 
later becoming head bookkeeper 


G-E MAKES CHANGES IN 
RADIO DIVISION 


Ernest H. Vogel has been ap- 
pointed manager of the Radio 
Sales Division of General Elec- 
tric’s Appliance and Merchandise 
Department, effective Jan. 1, 1937, 
This follows announcement of 
the appointment of Ralph J. Cor- 
diner, formerly manager of the 
radio division, as assistant man- 
ager of the Appliance and Mer- 
chandise department. 





and in 1911, production manager. 
He has also acted as employment | 
manager for the past several 
years. 


territory, which extends from 
Bakersfield, Cal., to the Oregon | 
state line and includes part of | 
Nevada. The trailer in its 2,500- 
mile trip meets with a cordial 
reception everywhere, for it en- 
ables the dealers in outlying 
districts who are unable to visit 
the company’s headquarters, to 
see the stock they are ordering. 
As can be seen in the interior 
views of the trailer, it attrac- 
tively displays a sample of each 
of the items in the company’s 
entire line. All the articles are 
either strapped down or screwed 
on to prevent breakage. Only 
19 feet long and 16 feet wide 
and of steel frame with leather- 
ette sides and canvas top, the 
trailer is towed by an ordinary 
of each store 


or rear 


visited. 











ERNEST H. VOGEL 


From last March to the time 
of his recent appointment, Mr. 
Vogel was sales manager of the 
radio division. Previously he was 
associated for six years with the 
R.C.A. Mfg. Co., Camden, N. J., 
having joined that company in 
1930 as advertising manager. He 
was later appointed radio set 
sales manager. Mr. Vogel was 
also merchandise manager for the 
American Piano Co. 

C. M. Wilson has been ap- 
pointed sales manager of the 
radio division. He was, for the 
last year and a half, radio sales 
manager for the Middle Atlantic 
district with headquarters in 
Philadelphia. Previous to his 
association with General Electric, 
Mr. Wilson was for eight years 
in charge of sales in eastern 
Pennsylvania and New Jersey for 
Peirce-Phelps, Inc., Philadelphia, 
and for one year with the Phila- 
delphia branch of the Columbia 
Phonograph Co. 


NEW MANUFACTURERS 
AGENCY FORMED 


Wead Associates, P. O. Box 11. 
Columbus, Ohio, has been organ- 
ized as a manufacturers’ agents 
and brokers for materials and 
merchandise to be offered to con- 
sumers within 200 miles of 
Columbus. The organization is 
interested in contacting manu- 
facturers who sell and deal with 
wholesale hardware houses, in- 
dustrial consumers, and state and 
federal agencies, seeking that 
type of distributing outlet. 
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10,000 BUYERS VISIT 


Expectations of a record-break- 
ing attendance at the Interna- 
tional Housefurnishings Markets, 
Jan. 4 to 16, in The Merchandise 
Mart, Chicago, were more than 
fulfilled with a report that 10,000 
buyers had jammed the market 
floors of the building during the 
two week period. An attendance 
of 8,820, the high water mark 
for previous attendance, fell by 
the wayside during the middle of 
the second week. 

A definite tendency toward the 
purchase of better goods was seen | 
at the market. Price was of | 
secondary importance to buyers | 
who were looking for not only | 
new merchandise but promotional | 
ideas. 

Early apprehensions that 
strikes over the country would 
affect the placing of housewares 
orders proved groundless. Many 
exhibitors in the housewares sec- 
tion reported sales from two to 


ELECTRICAL GROUP 
ELECTS OFFICERS 


At a recent meeting of the 
Electrical League in the League 
auditorium, Cleveland, Ohio, the 
following were elected directors: 
David Aitkins, Sr., Geo. Worth- 
ington Co.; F. K. Bybee, General 
Electric Supply Corp.; Tyler W. 
Carlisle, Strong, Carlisle & Ham- 


mond Co.; James A. Foukal, 
Sterling Welch Co.; Carl E. 
Fruehauf, Fruehauf Hardware | 


Co.; C. B. Gray, and E. F. Whit- 
ney, General Electric Co.; F. G. 
Hickling and James  Sidway, | 
Westinghouse Co.; Roger Howes, | 
Higbee Co.; F. R. Maguire, W. 
Bingham Co.; J. A. Hayer, Gray- 
bar Electric Co.; H. L. Martien. 
Martien Electric Co.; G. E. 
Miller and J. E. North, Tllumi- 
nating Co.; K. R. Schuele, Jr., | 
Fries, Schuele Co.; and R. J. 
Strittmatter, Apex-Rotarex Corp. 





SILVER LAKE CO. NAMES 
SALES REPRESENTATIVE 


Julian C. Scruggs has been 
appointed sales representative 
for Silver Lake sash cord and 


clothes line made by the Silver 
Lake Co., Chauncy St., Boston, 
Mass. Mr. Scruggs will make 
his headquarters at Nashville, 
Tenn. 


ALLIED HDWE. STORES | 
ELECTS OFFICERS 


At the Jan. 5 meeting of the 
Allied Hardware Stores, Inc., 
Akron, Ohio, Paul Echlichte was 
elected president; C. A. Carpen- 
ter, vice-president and G. V. 
Britton, The Kenmore Supply 
Co., secretary-treasurer. 
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INTERNATIONAL 
HOUSEFURNISHING MARKETS 


three times as large as last year’s 
market over the same period. 
Delphinium Blue, hailed as the 
coming color note in the house- 
wares field, was established as a 
definite style trend by its uni- 
versal acceptance. As a promo- 
tional idea for the housewares 
department, it was bought by 
buyers from coast to coast. 
Dolling up the bathroom was 
indicated as a real promotional 
idea for the small town hardware 
dealer. Bathroom set-ups were 
bought heavily by small dealers. 
“An entirely different feeling 
was in evidence among the buy- 
ers at this market from that of 
buyers for the past several years,” 
A. P. Hughes, president of the 
14 floor group, said at the close 
of the market. “The question 


with the buyer was one of sup- | 


plying the increasing demands of 
the customers instead of spending 
a certain amount of money.” 


PARKS, GEN. SALES 
MGR. FOR SARGENT 


P. E. Barth, president and 
general manager of Sargent & 


Co., New Haven, Conn., has an- 





HAROLD A. PARKS 


nounced the appointment of 
Harold A. Parks as general sales 
manager for the company. 





DAYTON HARDWARE ASSN. | 


REELECTS OFFICERS 


All officers of the Dayton Re- 
tail Hardware Association, Day- 
ton, Ohio, and the board of 
directors were reelected at the 
monthly meeting held Jan. 4 in 
the Dayton Industries Bldg. They 
were: Joseph Schad, president; 
Carl Graeff, vice-president, and 
Lawrence Poole, 1928 N. Main 
St., secretary. Directors reelected 
were: W. E. Hadler, Charles 
Depner, H. W. Lehman, and 





Wallace Jones, all of whom will | 


serve for one year. 





HONOR F. H. SMITH 
ON 80TH BIRTHDAY 


On the occasion of his 80th 
birthday, F. Herbert Smith, 
southern representative of the 
Nicholson File Co., Providence. 
R. I., was tendered a luncheon 
by officers of the company and 
his associates at the Jacobs Hill 





F. HERBERT SMITH 


Hunt Club, Seekonk, Mass. 
event was made memorable by 
several addresses made by the 
company officers, and the presen- 
tation of a beautiful watch, suit- 
ably inscribed. 

Mr. Smith has also just com- 
pleted 50 years as a traveling 
salesman, approximately 40 of 
which have been spent with the 
Nicholas File Co. He recently 
became a member of the Harp- 
warE Ace Fifty Year Club. 


HARDWARE DEALER 
WISHES CATALOGS 


Strauss Hardware Co., 395 
East Main St., Waterbury, Conn., 
would appreciate receiving manu- 
facturers’ catalogs and _ price 
lists. All its catalogs and price 
lists were destroyed by a fire in 
the store. 








STONE ELECTED TO 
BANK DIRECTORATE 


Joseph E. Stone was elected 
a director of the New Britain 
National Bank at the annual 
meeting of the shareholders, Jan. 
12. Mr. Stone, who is a vice- 
president of The Stanley Works, 





JOSEPH E. STONE 


New Britain, Conn., is promi- 
nently identified with association 
activities. He is a past-president 
of the National Hardware Manu- 


| facturers Association and is at 


| 
| 








The | present serving on the advisory 


board of that group. He _ has 
also been serving New Britain on 
its board of finance and taxation. 


OSBORN MFG. CO. HOLDS 
SALES CONFERENCE 


Field representatives of The 
Osborn Mfg. Co., Cleveland, 
Ohio, met in that city for their 
annual sales conference, week of 
Jan. 3. The men were guests of 
Franklin G. Smith, president, 
at a luncheon served at the Union 
Club, Cleveland, Jan. 4, which 


| was followed by a general dis- 


under the guidance of 


cussion 
C. W. Titgemeyer, vice-president. 
They then left for New York 


City where the next two days 
were devoted to the business ses- 
sion proper where policies and 
plans for 1937 were discussed. 


ACTIVE BUYING MARKS NATIONAL 
HOUSEWARES EXHIBIT AT CHICAGO 


Enlarged by many new exhib- 
itors, the Tenth Annual House- 
furnishing Manufacturers Asso- 
ciation Exhibit held at the Stev- 
ens Hotel, Chicago, IIl., Jan. 10 
to 16, attracted a record break- 
ing attendance of buyers from 
hardware and department store 
fields. 

There appeared to be a notable 
tendency toward color in kitchen 
utensils and many buyers were 
observed assembling various 
pieces of kitchen utensils, tools, 


oilcloth, ete., in patterns and 


| colors for the purpose of selling 





a harmonious ensemble at retail. 
Streamlining and better design- 
ing were apparent throughout the 
many thousands of items exhib- 
ited by manufacturers. 

The usual annual dinner of the 
National Housefurnishing Buyers 
Club and the Manufacturers As- 
sociation, as well as the annual 
stag dinner of the Chicago House- 
ware Club, were bright spots on 
the social program. 
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CHAMBER OF COMMERCE URGES CONGRESS 


TO EASE ROBINSON-PATMAN ACT 


That a special committee of 
the United States Chamber of 
Commerce had asked Congress to 
take action to make easier the 
path of business under the Robin- 
son-Patman Act, pending clari- 
fication of the law, was reported 
in a dispatch to The New York 
Times. In its report, the com- 
mittee recommended that Con- 
gress prevent the possibility of 
suits for threefold damages 
against business men “however 
earnestly they seek to comply 
with the new law, which is avow- 
edly ambiguous and uncertain in 
its application,” until the Federal 
Trade Commission had _ com- 
pleted a series of explanatory 
cases, and judicial review had 
made definite the applications of 
the act. 

The postponement of further 
Federal and State legislation ex- 
tending the general purposes of 
the law was also recommended 
by the committee, saying: “The 
attempt to determine and outlaw 
price differences, which are un- 
fair is at once too important and 
too difficult to be essayed, be- 
cause of complications of addi- 
tional State or Federal legisla- 
tion befcre the constitutionality 
of the present law has been ascer- 
tained, and before the law’s pro- 
visions have been clarified and 
successfully applied.” 

Attention was called to the 
practical difficulties confronting 
commerce and industry in trying 
to comply with the provisions of 
the act. It was stated that busi- 
ness men found it difficult to ad- 
just practices to the requirements 
of the act, not only because of 
the variety of interpretation, 
which might be placed upon its 
meaning but also because it pro- 
jected and required methods of 
selling and buying which were in 
decided contrast with those which 
had been generally followed in 
the past. 

The committee stressed that it 
was making constructive criticism 
“solely intended to point out 
means for a practical basis of 
approach to the difficult problems 
which are involved. John A. 
Law, president and treasurer of 
Saxon Mills, Spartanburg, S. C., 
was chairman of the committee, 
which included: C. J. Whipple, 
president, Hibbard, Spencer, 
Bartlett & Co., Chicago; Rivers 
Peterson, editor, Hardware Re- 
tailer; D. M. Nelson, vice-presi- 
dent, Sears, Roebuck & Co., Chi- 
cago; Bolton S. Armstrong, presi- 
dent, Mabley & Carew Co., Cin- 
cinnati, Ohio; David R. Calhoun, 
Jr., vice-president, Ely & Walker 
Dry Goods Co., St. Louis, Mo.; 
Harry C. Faulkner, vice-presi- 
dent, George A. Mendes & Co., 
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New York City; Milton W. 
Griggs, president, Griggs, Cooper 
& Co., St. Paul, Minn.; Clem D. 
Johnston, president, Roanoke 
Public Warehouse, Roanoke, W. 
Va.; Gilbert H. Montague, attor- 
ney-at-law New York; Blaine S. 
Smith, president, Universal Atlas 
Cement Co., New York; Gerard 
M. Ungaro, Ungaro & Sherwood, 
Chicago; Paul S. Willis, presi- 
dent, Associated Grocery Manu- 
facturers of America, New York, 
and T. Guy Woolford, chairman 
of the board of the Retail Credit 
Co., Inc., Atlanta, Ga. 








SAM D. CHILDS 
General sales agent for Gerts-Lum- 


bard & Co., brush manufacturers, 
whose appointment was announced 
in the Dec. 17 issue of HARD- 
WARE AGE. 





BROOELYN ASSN. HOLDS 
HARDWARE SHOW 


On Thursday, Jan. 14, the 

Brooklyn Hardware Association, 
in conjunction with its regular 
meeting, held a one night ex- 
hibition of hardware products on 
the fifth floor of the Johnson 
Bldg., 64 Nevins St., Brooklyn, 
N. Y. The exhibition was open 
to all hardware dealers of greater 
New York and was well attended. 
Ralph S. Allen, secretary of the 
association, and Henry A. Cor- 
nell were in charge of all ar- 
rangements. 
_ Preceding the show, Sydney 
Atkinson, president, presided at 
the dinner-meeting in the Roman 
Gardens, Joe’s Restaurant, which 
was attended by 87. A. Flam- 
man, of Brennan, Flammon & 
Simpson, attorneys for the asso- 
ciation, and H. A. Cornell were 
the speakers of the evening. 





HARSTON, V.-P. SALES 
FOR STEEL & TUBES 
L. W. Harston has been elected 
vice-president in charge of sales 
of Steel & Tubes, Inc., Cleveland, 
subsidiary of Republic Steel 








Corp. He has been manager of 
sales ef the company’s mechani- 
cal tube division and has been 
associated with the company for 
20 years. Previously he was a 
salesman for the Atlas Car & 
Mfg. Co., Cleveland. 

J. A. Ireland, who has been 
district sales manger for the cen- 
tral district and affilated with the 
company since 1922, has suc- 
ceeded Mr. Harston as manager 
of sales for the mechanical di- 
vision and J. J. I. Jamieson has 
succeeded Mr. Ireland as central 
district sales manager. Mr. 
Jamieson, who has been a sales- 
man in the central district joined 
Steel & Tubes in 1929. Previous- 
ly, for four years, he was an 
assistant in the metallurgical 
laboratory of the American Steel 
& Wire Co. 


TEXAS WHOLESALE FIRM 
MOVES TO NEW QUARTERS 


The Walter H. Allen Co., Inc., 
wholesale hardware, Dallas, Tex., 
has moved to new quarters at 
1001 Broom St., that city. Occu- 
pied entirely by the company, 
the new building is four stories 
high, of fireproof construction, 
and located in the city’s whole- 
sale district. Ample dock space, 
railroad tracks, and a drive-in 
for trucks are some of the ship- 
ping facilities provided by the 
building. The company also 
maintains a full package ware- 
house at 1917 Winter St., Hous- 
ton, Tex., for heavy hardware, 
plumbing supplies, etc. 

This is the second move made 
by this dealer-owned wholesale 
concern, which was organized in 
1934. Its 40 dealer stockholders 
include stores from Texas, Louis- 
iana, and Arkansas, and at pres- 
ent it is handling more than 300 
manufacturers’ lines. 





EAGLE HARDWARE STORES 
ELECT OFFICERS 


At the monthly meeting, Jan. 
8, of the Eagle Hardware Stores, 
Inc., Cleveland, Ohio, Jack 
Schuererman, Service Hardware, 
Cleveland, was elected president. 
Other officers named were Joseph 
Nemeth, Nemeth Hardware, vice- 
president; Les Maurer, Wyatt 
Hardware, secretary, and Leo 
Greenberger, Addison Hardware, 
treasurer. 

J. C. Blaser, former president, 
was elected honorary chairman 
of the board of directors. New 
directors are: R. J. Kopecky, 
Parkway Hardware; Walter Lue- 
kens, Riverside Hardware; C. W. 
Steyer, Lakewood Hardware; C. S. 
Fitzgibbons, Ingersoll Hardware; 
Al Gould, Gould Hardware; S. E. 
Petite, Petite Hardware, and F. 
Stasiak, Stasiak Hardware. 








ELECTRIC APPLIANCE 
DEALERS ELECT 


Russell A. Atkinson, R. J. At- 
kinson, Inc., Brooklyn, N. Y., 
was reelected president of the 
Electric Appliance Dealers Aéso- 
ciation of Brooklyn, Inc., at a 
meeting held Jan. 6 at the Hotel 
Towers, Brooklyn. Other officers 
reelected were James J. Schneer, 
first vice-president, 360 Living- 
ston St.; Ralph Cariello, second 
vice-president, 8517 Bay Park- 
way; Albert H. Bernhard, secre- 
tary, 1597 Nostrand Ave.; A. H. 
Grafenstadt, treasurer, 495 Myr- 
tle Ave., and Sam Klein, ser- 
geant-at-arms, 698 Nostrand Ave. 

About 400 members and guests 
were present at a dinner given 
by the Brooklyn Edison Co. pre- 
ceding the meeting. Edward A. 
Holmberg, of the Brooklyn Edi- 
son Co., reviewed the progress 
made by the group during 1936 
and increases made in sales of 
electric appliances. He also pre- 
sented the company’s plans for 
1937 in behalf of the member 
dealers by a series of dramatic 
sketches on the stage of the ball- 
room. A. Augustus Low, execu- 
tive vice-president of the com- 
pany, was present and addressed 
welcoming remarks to the mem- 
bers and guests. 


S. C. JOHNSON BUILDS 
ADDITION TO PLANT 


S. C. Johnson & Son, manu- 
facturer of wax and wax polishes, 
is adding a third floor to its wax 
building in the 9-acre plant in 
Racine, Wis. The Wax building 
when erected in 1929 consisted 
of a 4story tower and 2-story 
main building. The third story 
now being constructed will be 
used chiefly for storage to permit 
the release of the second floor 
for additional production facili- 
ties. New equipment will be 
provided for the production of 
Johnson’s Self-Polishing Glo- 
Coat. 

The construction of a steel 
drum laundry has just been com- 
pleted at the plant to provide for 
greater efficiency in the cleaning 
of steel drums for the paint and 
varnish division of the company. 
The new building is one story 
high with a ground area of 82 
by 40 feet. 


EARL STAFFORD JOINS 
THE STANLEY WORKS 


C. Earl Stafford, for many 
years in the builders’ hardware 
department of the Sam Speir 
Hardware Co., San _ Antonio, 
Texas, has joined The Stanley 
Works, New Britain, Conn., and 
will travel in Texas and Okla- 
homa for that company. 
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MINNESOTA MINING & MFG. 


Employees of the Minnesota 
Mining & Mfg. Co., St. Paul, 
Minn., manufacturers of surface 
coated abrasives and patented 
pressure sensitive adhesive tapes, 
are sharing directly in the profits 
of the company,it was announced 
by W. L. Knight, president. 
More than $80,000 was distrib- 
uted to approximately 1,400 office 
and factory employees on Dec. 
12, as their share of the 1936 
profits. 

Under the new profit sharing 
plan, payments will be distrib- 
uted quarterly beginning with 
1937. The plan is intended to 
be permanent but its continu- 





CO. SHARES 
PROFITS WITH EMPLOYEES 


ation and the amount of distri- 
bution will depend entirely upon 
the profit record of the company. 
A reserve fund will be set aside 
from profits every quarter, cal- 
culated on the net worth of the 
company at the time. This fund 
provides for dividends and rein- 
vestment of earnings in the com- 
pany. Ten per cent of the profits 
remaining after the reserve fund 
has been set aside will go into 
the profit sharing fund for dis- 
tribution to the employees. Those 
participating in any other type 
of profit sharing or commission 
plan will not be included in the 
new distribution. 





CYCLONE FENCE CO. 
PROMOTES BROWNE 


W. L. Browne, formerly in 
charge of sales in the Philadel- 
phia territory for the Cyclone 
Fence Co., Waukegan, Ill., was 
recently appointed to succeed 
John D. Stodder as manager of 





W. L. BROWNE 


hardware products sales in the 
eastern division. Mr. Stodder is 
now manager of hardware prod- 
uct sales at the company’s office 
at Waukegan. 

Mr. Browne, who has been 
with the company for the past 
15 years, will make his head- 
quarters at the Cyclone Fence 
ae branch plant in Newark, 
Nu 


FONES BROS. HARDWARE 
MAKES CHANGES 


Robert H. Baker, vice-presi- 
dent and merchandise manager, 
Fones Brothers Hardware Co., 
Little Rock, Ark., has announced 
the appointment of W. G. Givens 
as manager of the electrical ap- 
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pliance department. Emmett 
Massey will have charge of the 
central Arkansas territory, in- 
cluding Little Rock; Ted Morley 
will have charge of western Ar- 
kansas, and Carl Hall will have 
charge of eastern Arkansas. 

Mr. Givens was formerly with 
the Arkansas Power and Light 
Co. 


MAY HDWE. PROMOTES 
C. A. VAN HORN 


The May Hardware Co., 1818 
New York Ave., Northeast, Wash- 
ington, D. C., has appointed Ches- 
ter A. Van Horn as manager of 
its government and public utili- 
ties department. He succeeds the 
late James V. Burke, who had 
filled the position only a short 
time. 





CHESTER A. VAN HORN 


Mr. Van Horn has been with 
the company for more than 25 
years, starting as an office clerk 
and completing 20 years as a 
salesman. About a year ago he 
retired from the sales force and 
was brought into the office. 





—OdOBITUARY= 


GEORGE L. HASTINGS 


George L. Hastings, 76, prom- 
inent wholesale hardware mer- 
chant and business leader of 
Menominee, Mich., for the past 
50 years, passed away Jan. 4, of a 
heart ailment. Mr. Hastings, 
although he had retired from ac- 
tive business in 1930, was chair- 
man of the board of the North- 
ern Hardware & Supply Co., 
wholesale, Menominee, which he 
founded in 1898. 

Mr. Hastings entered the hard- 
ware business in 1887 when he 
was employed by Morely Broth- 
ers, wholesale hardware firm of 
Saginaw. He remained with that 
company until 1891 when he 
came to Menominee where he 
became one of the organizers of 
the Menominee Hardware Co., 
which he managed until 1898, 
when he sold his interest in the 
company. 

In November of that year he 
aided in organizing the Northern 
Hardware & Supply Co., of which 
he became _ secretary-treasurer 
and general manager. At the 
death of John W. Wells in 1921, 
Mr. Hastings became president 
of the company, which position 
he held until 1929 when he re- 
tired as president but became 
chairman of the board of direc- 
tors and continued as general 
manager. From this latter posi- 
tion he retired in 1930. 

He leaves his widow, a daugh- 
ter and a grandson. 


ALAN G. HACK 


Alan G. Hack, 49, president 
and general manager of W. C. 
Hack & Sons, hardware, Shamo- 
kin, Pa., died suddenly Jan. 14. 
Mr. Hack was stricken with a 
heart attack while riding in an 
automobile. As a young mar 
Mr. Hack was employed as a 
salesman by his father in the 
hardware firm of Hack & Sanner, 
Inc., where he learned the hard- 
ware trade thoroughly. When 
the firm of William C. Hack & 
Sons was formed in 1912, the 
elder Mr. Hack became executive 
head and his sons, Alan G. and 
George, associated officers. Upon 
the death of Mr. Hack in 1922, 
Alan G. Hack became president 
of the company with his brother 
as assistant. With the death of 
his brother, Mr. Hack became 
sole head of the firm. He leaves 
his widow, a daughter and a son, 
Alan, Jr. 


JAMES A. TIGER 
James A. Tiger, 78, for many 
years a hardware dealer of Al- 
bany, Ga., passed away there re- 





cently. Mr. Tiger had conducted 
the hardware business on Sev- 
enth St., founded by his brother 
in 1878, for 48 years. His widow 
and a son survive. 


GEORGE MOSCOW 


George Moscow, 64, who with 
his son Allen operated a hard- 
ware and radio business at 1215 
Glenn St., Athens, Ga., passed 
away recently at his home there. 


FRANK T. CARRUTH 


Frank T. Carruth, 48, manager 
of the Hibner-Hoover Hardware 
store, DuBois, Pa., died suddenly 
Jan. 9. He was manager of the 
store for only six months, having 
succeeded his brother. He leaves 
his widow, and two children. 


WILLIAM C. NORTH 


William C. North, 84, long 
identified with the bolt and nut 
industry in Cleveland, died Dec. 
23. He was manager of the for- 
mer Cleveland Bolt Mfg. Co. and 
in 1906 was one of the organ- 
izers of the Ferry Cap & Set 
Screw Co., and as head of this 
company, pioneered in the manu- 
facture of cap screws by the 
upset process. His son, Harold 
D. North, is at present president 
of the Ferry company. 


BYRON L. MOYER 


Byron L. Moyer, 73, proprietor 
of Moyer Brothers hardware 
store, Phoenix, N. Y., was killed 
by an automobile while on his 
way to his home from his busi- 
ness, Dec. 26. He leaves his 
widow and two sons, the latter 
associates in his business. 


GEORGE A. RUBELMANN 


George Alwin Rubelmann, 68, 
president and treasurer of the 
George A. Rubelmann Hardware 
Co., St. Louis, Mo., passed away 
recently following a sudden ill- 
ness. Mr. Rubelmann had been 
president of the company since 
the death of his father, who 
founded the business 77 years 
ago. His widow survives. 


EDWARD H. KREBS 
Edward H. Krebs, associated 
with Krebs Bros. Supply Co., 
Little Rock, Ark., passed away 
suddenly Dec. 27. He had been 
ill with influenza. 
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By E. ST. ELMO LEWIS* 


Sales Consultant, Writer and Editor 


HE American cooperative pic- 

ture is very diversified. It is 

relatively small in numbers of 
societies and in membership when 
we compare it with the percentage 
of the populations in Denmark (70 
to 80%), Sweden (50%) and Eng- 
land and Scotland (45%), but it is 
growing here. The main anxiety of 
the cooperative leaders in _ this 
country is that it shall not grow too 
fast for the generation of a sound 
cooperative philosophy and_ tech- 
nique. They say that sound coopera- 
tive growth evolves only through 
careful education and training. But 
there are hundreds of study clubs 
meeting regularly, many educational 
programs being carried out by the 
wholesale organizations for the de- 
velopment of better employees, ex- 
ecutives and members. 

The leaders of the movement have 
few hallucinations. They realize 
that a democratic movement such as 
cooperation depends upon the edu- 
cated intelligence of its members, 
and they devote a_ considerable 
portion of their surplus to the prop- 
aganda and educational activities. 
which they try to put in the hands 


Atkins Merchandising Aids 


j 





These displays complete the 1937 
Atkins Merchandising Program. Mer- 
chandise Unit No. P-1743 consists of 
two pruning shears; four pruning saws; 
one docking saw; six curved jointers; 
12 seven-inch taper files and 12 seven- 
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Consumer Cooperatives Here to Stay 


of trained teachers and specialists. 

Organization of the cooperative 
movement in America is proceeding. 
At the head of the movement is the 
Cooperative League of the U. S. A.; 
there are about 1,500 societies, with 
about 500,000 members, directly af- 
filiated with the league. These so- 
cieties do over $100,000,000 of 
business annually. It is estimated 
that there are from 2,500 to 4,000 
cooperative societies in the U. S. 
doing a business of $375,000,000 to 
$500,000,000 with 2 to 4 million 
members. 

In no country is the course of co- 
operatives in any form a path of 
roses. It is not easy to develop 
competent leadership, nor skilled 
operators, and the old Adam with 
his greed, selfishness and lust of 
power presents the same old prob- 
lem among cooperators although the 
societies soon “spot” the wrong men. 
Profit and loss statements have to 
be faced, but having a _ regular, 
stable body of customers supporting 
you is a wonderful help to manage- 
ment, and the attentive eyes of your 
customer-owners has a discouraging 
effect on managers who suffer from 
incipient delusions of grandeur and 
power. 

There are many difficulties in 


inch cant saw files. The dealers’ cost 
of this unit is $17.87 and the retail 
value is $28.86. The Home Workshop 
unit No. W-1929 consists of a back saw; 
a rip saw; a crosscut saw; a combina- 


tion saw; two narrow band saws; a 


making cooperation work because 
cooperators are just the same 
human beings who have made a 
mess of so many other systems— 
but the cooperatives have made a 
better distributive system both here 
and abroad, wherever the people 
concerned have become good co- 
operators. I think even an unsympa- 
thetic student would have to admit 
that. 

Consumer cooperation is come to 
America to stay. Its leaders are 
hoping it will not grow too fast—so 
fast that its services will do more 
harm than good by their enthusi- 
astic misunderstanding and _ un- 
trained discipleship. 

Cooperation is a philosophy, a 
technique and a way of life all its 
own. It cannot be learned or mas- 
tered in a day. It is as hard for 
some business men to comprehend 
cooperation as it is for a Bourbon 
to understand the simple life of 
democracy. Business will have to 
understand it—and apply its democ- 
racy by letting the consumer have 
a larger share in the management 
and its profits—by bringing price 
closer to cost. 


*Addressing a meeting of the Na- 
tional Federation of Sales Executives 
in New York City, Dec. 15, 1936, re- 
ported in Sales Management. 





scrapper assortment with 12 blades; 
three cabinet files; one set of planer 
knives, three to a set, and six “How-To- 
Do-It” books. Dealers’ cost is $19.18; 
retail value, $28.65. Window displays 
are free with order for the units. E. C, 
Atkins and Co., Indianapolis, Ind. 
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How the Directory Pleases 
Our Readers 


Better Than Past 


Mempuis, TENN.—We are in re- 
ceipt of our copy of HARDWARE AGE 


Directory and think it is a much . 


better issue than ones in the past. 
It is very valuable to us. 
Joun T. Epwarps, 
Secretary and Treasurer, 
De Soto Hardware Co. 





A Great Help 


Quincy, Itt.—We have received 
a copy of “Who Makes It?” I have 
looked it over and find that it con- 
tains much valuable information and 
should be a great help to anyone 
who has to look for some unusual 
item in the hardware line. 

Rupotry TENK, President, 
Tenk Hardware Company. 





Available To All 


Kansas City, Missourt—This is 
to acknowledge, with sincere thanks, 
receipt of the copy of the HARDWARE 
Ace—Directory Number which you 
sent to this library. 

We find this number is used a 
very great deal in our Reference 
Room and it will be placed where it 
will be available to all who are in- 
terested. 

HEten S. Reap, 
Chief of Order Department. 





Ads Of Interest 


HopkKINSVILLE, Ky.—We recently 
received our copy of the HARDWARE 
Ace Who-Makes-It issue or “Who 
Makes It?” Directory and want to 
thank you for this valuable office 
help. We use this directory almost 
daily for locating sources of sup- 
plies for various items and we also 
find its advertising pages of interest. 

K. O. Cayce, 
President and Manager, 
Cayce-Yost Company. 
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Helpful Indeed 


San Antonio, Texas—This letter 
will acknowledge receipt of Harp- 
WARE AGE or “Who Makes It?” Di- 
rectory issue. 

We have already found much 
valuable information in the Direc- 
tory and it has been helpful indeed. 

We thank you for the considera- 
tion you have given us and remain 

O. H. Gastrinc, Treasurer, 
Watts Hardware Co., Inc. 





Used By Entire Sales Force 


Setma, ALa.—We are in receipt 
of the 1936 issue of “Who Makes 
ie?” 

It is indeed a pleasure to receive 
this, for the information contained 
in same makes it a real pleasure to 
be in the hardware business. We 
keep this Directory convenient for 
our entire retail sales force, and it 
is used daily. 

J. C. Coxer, Sales Manager, 
Tissier Hardware Company. 


A Great Benefit 


Co.umsus, On1o—I just want to 
thank you for a copy of the Harp- 
wakE ACE annual merchandise direc- 
tory. 

We find that it is of great benefit 
to us as a reference and our buyers 
have constant use for it. This ser- 
vice by the Harpware AcE should 





certainly be appreciated by their 
subscribers who have need for such 
a directory. 
B. A. Durrant, Secretary, 
The Cussins & Fearn Co. 





Appreciation 


Scuenectapy, N. Y.—Your Harp- 
warE AcE Directory entitled, “Who 
Makes It?” received and we most 
gratefully extend to you our thanks 
and appreciation. 

Pleased to advise that we refer to 
this book very, very often and it 
proves itself very valuable to us. 

WaLiace ARMER. 





A Time Saver 


GLENDALE, CALir.—We have just 
received our 1936 copy of “Who 
Makes It?” and can assure you that 
it is something that we use every 
day in our business. 

We can note an improvement in 
each year’s issue and know you will 
continue to do so. 

Again assuring you of our ap- 
preciation for this wonderful time 
saver to our business. 

D. H. Wess, 

Glendale Hardware Company. 





The Best Yet 


New York, N. Y.—I want to ac- 
knowledge receipt of your latest edi- 
tion of “Who Makes It?” 

We have always found these pub- 
lications interesting, but we think 
this one is the best yet, and it will 
have a prominent place in our 
library. 

W. B. Pautscrart, Vice-Pres., 

R. K. Carter & Company. 





Wesster, Mass.—A_ wonderful 
book—a great help to busy business 
people. 

Bennett J. Smitu, Proprietor, 

Gatzke Hardware Co. 
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Grab hooks and cold shuts 
have been raised 10-5 per cent by 
some makers, and others have with- 
drawn prices, with announcement 
of new prices to follow. 

* & 


New price lists were put out 
Jan. 15 by F. D. Kees on screen 
and storm sash hardware, including 
a number of advances. 

* * * 

Among recent lines affected 
by moderate advances are wire brads 
and small packaged nails, up 744 
per cent—steel tack lines about 5 
per cent—copper cut tacks, about 
14% cents per pound—copper cut 
nails 2 cents, and copper wire 
nails three cents. Escutcheon pins, 
both steel and brass, are marked up 
10 per cent. Upholstery nails are 
similarly advanced. Expansion 
shields and toggle bolts of all or 
most leading lines will be raised 
9 to 13 per cent, to take effect 
Feb. 1. 

* oe * 

Abrasive Mining and Mfg. 
Co. advise that, due to the increased 
cost of ore, labor, supplies and taxes 
it is necessary to advance list prices 
on Scimitar Turkish Emery. On 
and after Jan. 31, the price list of 
kegs, 4% kegs, 14 kegs, 4% kegs, and 
1/16 kegs will be increased 14 cent 
per pound; and 1, 5 and 10 lb. cans, 
1 cent per pound. 

* *& # 


Revised and advanced prices 
have been issued this month on rub- 
ber taps and heels by Panther Panco 
and other makers, due to greatly 
increased manufacturing costs. The 
Hood Rubber Co. has put out higher 
prices on rubberized gloves, caution- 
ing dealers that the new quotations 
must be subject to further price 
changes without notice. Manufac- 
turers of rubber boots have with- 
drawn all prices, with new quota- 
tions in preparation. Rubber packing 
has been advanced approximately 
1 cent per pound, or about 10 per 
cent on the wholesale valuation. 

* * *# 

Higher quotations were is- 
sued Jan. 14 by J. W. and A. P. 
Howard Co. on Korry-Krome sole 
leather strips, taps, slabs and bends. 
Some of the light items are un- 
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ADVANCES BECOMING EFFECTIVE 


Wire Brads. Small Packaged Nails 

Steel and Copper Cut Tacks 

Copper Cut and Wire Nails 

Escutcheon Pins. Upholstery 
Nails 

Grab Hooks and Cold Shuts 

Some Kees Screen and Storm 
Sash Hardware. Cow Bells 

Scimitar Turkish Emery 

Some Makes Rubber Taps, Heels 

Hood Rubberized Gloves 

Rubber Packing. Leather Goods 

Tour-Aider Traveling Bags 

Minnow Buckets. Tackle Boxes 

Tower Oiled Clothing 

Montague Fishing Tackle Items 

Sash Cord, Clothes Line 

White Cotton Waste 

Cotton Twine. Rich Ladders 

Ironing Tables and Boards 

Step Stools, Washboards, Clothes 
Props 

Animal Trap Spring Lock Rat 
and Mouse Traps. Shellac 

One Make Corn Shellers 

One Make Oak Stave Baskets 

One Make Steel Hames, Wood 

Hames and Plow Handles 

Several Makes Sash Pulleys 


Turpentine. Wrought Iron Pipe. 

Some Walworth Items. Copper 

Lunkenheimer Fittings 

National Brass Oil and Grease 
Cups and Oil Gages 

Comfort Automatic Storage 

Gas Water Heaters. Brass 

Miller Seats, Brass Tank Trim- 
mings 

Zinc. Automobile Tires 

Ammunition. Stove Boards 

Continental Screen and Storm 
Doors and Window Screens 

RCA Radio Sets 

Machine Tools and Dies 

Armstrong Star Drills, Alliga- 
tor and Pipe Wrenches, 
Chain Vises and Chain Tongs 

Crescent Nail Pullers, No. 943 
Pliers 

Herbrand Drop Forged Tools 

Lower Priced Cross-Cut Saws 

Some Hack Saw Blades 

Stearns Saw Sets, Clamps and 
Tools 

Lower Priced Boxwood and 
Folding Rules 

Picks, Mattocks, etc. 

One Make Radio Tubes . 


ADVANCES BEING ANTICIPATED 


Machine Tools. Dies. Cotton 
Waste 

Picks, Mattocks, etc. 

Automobile Tires. Toggle Bolts 

Screen Door and Window Screens 

Expansion Shields. Chamois 
Skins 


changed, but other, weights advanced 
15 per cent or more. Some makers 
have marked up oak-tanned cup 
leathers about 5 per cent. Some 
distributors have been advised of an 
advance on chamois-skins, in prep- 
aration, and expect that the change 
will be substantial. Raw skins have 
been quoted considerably higher. 
The Kaufmann line of Tour-Aider 
traveling bags has been marked up, 
Jan. 12, to cover the great increase 
in the prices of all raw materials. 
* * * 

Jobbers have received ad- 
vances on minnow buckets and 
tackle boxes of approximately 5 
per cent. An increase averaging 
7 per cent affects the Tower line 
of oiled clothing. Changes previ- 
ously reported on fishing tackle have 
been supplemented by 10 to 12 per 
cent higher prices, effective Jan. 15, 


Cotton Twine. Rope. Athletic 
Goods 
Cotton Waste. Mason and Chalk 
Lines 
Finished and Semi Finished 
Steel 


on items made by the Montague Rod 
and Reel Company. Wilson Sport- 
ing Goods Company have bulletined 
their trade that all quotations are 
subject to change without notice, 
and that advances cannot much 
longer be deferred. A substantial 
increase in quotations is forecast be- 
fore March 1, and a few items have 
already been raised. 
* & *& 

Further advances have come 
through this month, following the 
substantial previous increases, on 
the regular qualities of sash cord, 
about 1 cent per pound, and on 
clothes line about $1.00 _ per 
gross. All grades of white cotton 
waste have been raised by several 
manufacturers, but ‘ with — slight 
change, or none, for the present, on 
colored wastes. Announcement is 
made that these advances only par- 
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tially cover increased costs, and that 
further mark-ups must follow, if the 
thread market continues its recent 
pace. With recent advances on cot- 
ton twine averaging about 2 cents 
per pound, a number of makers are 
urging their jobbers to get under 
cover on mason and chalk lines, on 
which a corresponding advance must 
be put through shortly. Some mak- 
ers have already raised prices. 
* * * 


Fiber markets have strength- 
ened further this month, and some 
interests are forecasting another 
price increase on rope before the 
quarter is over. The two recent ad- 
vances are being well-maintained on 
all standard lines and brands. 

* * * 


Rich Pump & Ladder Co., 
Cincinnati, Ohio, issued advanced 
prices early in January on ladders, 
ironing tables and _ boards, step 
stools, washboards and_ clothes 
props. Mouse and rat traps were 
advanced slightly by the - Animal 
Trap Company. on the spring-lock 
types. An Ohio manufacturer of 
oak stave baskets raised prices 10 
per cent on Jan. 10. The Lester 
Doak line of steel hames, wood 
hames and plow handles has been 
advanced—approximately 5 per cent 
on the wood items and 10 per 
cent on the metal. 

* & 


A new price list issued by 
Fate-Root-Heath Co. advances corn 
shellers about 10 per cent. There 
was an increase on molasses and 
oil gates of about 10 per cent, on 
Jan. 10. Cow bell prices were 
raised 5 per cent. Changes by 
several makers of sash pulleys seem 
to average about 5 per cent higher. 

* * * 


Shellac prices advanced 5 
cents per gallon on Jan. 12, with 
announcement by leading manufac- 
turers that a pronounced shortage 
exists on shellac gum. Probable 
further interruption to imports may 
be looked for. The world-wide de- 
mand has been so great that prices 
will be maintained or perhaps fur- 
ther advanced, and distributors are 
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advised to cover requirements for 
at least three months ahead. An ad- 
vance on turpentine of 2 cents 
per gallon went into effect on Jan. 
8. Recent paint sales have been 
good, considering the season. The 
latest general statistics, for Novem- 
ber, showed sales of paint, varnish, 
lacquer and fillers by 579 companies 
totaled $28,403,000 against $25,427,- 
000 in November, 1935. Total sales 
for the first eleven months of last 
year were $353,092,000, against 
$314,239,000 in 1935 for the same 
period. 
* * * 

The sharp increases in steel, 
iron, copper and brass have brought 
many advances on plumbing and 
heating accessories. Among these 
are the general Walworth line, with 
increases of 5 to 20 per cent, ex- 
cept on cast steel valves; Lunken- 
heimer fittings, up about 5 per 
cent; National Brass oil and grease 
cups and oil gages, Comfort auto- 
matic storage gas water heaters, and 
Charles A. Miller seats and brass 
tank trimmings. Soil pipe and fit- 
tings were raised early in January. 

* * * 

All the recent advances in fin- 
ished and semi-finished steel are 
holding, with persistent rumors of 
further mark-ups to come. An ad- 
vance of 50 cents per ton at Pitts- 
burgh, Jan. 13, on scrap steel, 
placed quotations at the highest 
mark since 1925. Wrought iron pipe 
makers have announced price ad- 
vances, varying according to size of 
pipe. The basing discount, which is 
on 114 in., is reduced from 4314 
to 39 per cent. Sizes 4 in. to 8 in. 
inclusive are advanced by $9.00 per 
ton, except that 2 in. butt-welded 
is raised only $6.00. Sizes 9 to 
12 in. inclusive are advanced $19.00 
a ton. 

. * * * 

By two further Yo-cent ad- 
vances, the domestic price of cop- 
per was established at 13 cents per 
pound on Jan. 15, a further new 
high since June, 1930. Leading cop- 
per and brass fabricators increased 
prices accordingly on sheets, on 
bare, weatherproof and magnet 


ry 


Business 





wires. and other similar products. 
The Copper Institute’s December re- 
port showed that on the basis of 
recent consumption, current sup- 
plies in the United States were only 
161,000 tons, or slightly more than 
two months’ requirements. Stocks 
decreased about 70,000 tons during 
the year. 
* * * 

Recent new mark-ups of 15 
and 20 cents per 100 lb. have pushed 
zinc to $6.00 East St. Louis, a new 
high since 1929, and comparing with 
$4.85 a year ago. It is a well-known 
fact that many smelters think that 
the market is moving altogether too 
fast, but having sold so heavily for 
the first quarter at earlier stages of 
the advance, their commitments are 
such that they are for the moment 
powerless to check the rise. Sheet 
zine prices have taken their second 
recent mark-up of 50 cents per 100 
lb., after a long steadiness at last 
year’s base of $9.50 wholesale. 

* *% * 

Hardware cloth — Leading 
makers have advanced their quota- 
tions to wholesalers 5 per cent, 
effective Jan. 20 on both carload and 
less than carload orders. The $3.50 
“base” price, per 100 ft. to retailers 
for 2 x 2 mesh, standard rolls, re- 
mains unchanged, but past discounts 
from this base, for the larger retail 
orders, will probably disappear. 

* * * 

Automobile tires —- Leading 
tire manufacturers on Jan. 18 put 
into effect advances in the retail 
prices of tires amounting in most 
cases, to 6 per cent. Spokesmen 
of Akron companies predict another 
6 per cent increase in the spring. 
The current increase applies to all 
types of tires except bicycle tires 
and pneumatic tires for toys, and is 
due to a rapidly rising crude rub- 
ber market. 

* & * 

Old quotations on ammuni- 
tion were withdrawn Dec. 24 and the 
new 1937 prices were named on 
Jan. 8, effective as of the earlier 
date. Prices are about 5 per cent 
higher on all loaded shells and 
cartridges, a very moderate advance 
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in- view of the considerable rise in 
costs. Suggested resale prices are 
in four zone groups. There are no 
concessions for quantity orders. A 
number of shot shell and cartridge 
loads are eliminated, by simplifica- 
tion agreement among the manufac- 
turers, and in general, obsolete 
loads will be closed out at last sea- 
son’s prices. 
* * * 


Stove boards—Advanced quo- 
tations on stove boards for the 1937 
season were issued Jan. 15 by lead- 
ing manufacturers, subject to the 
customary Sept. 1 dating. Increases 
average about 71% per cent above 
last fall’s schedules. The new prices 
are subject to further change, if 
necessary, without notice, and early 
ordering is recommended. 


* + 


Screen and storm doors— 
New price lists, effective Jan. 15, 
were issued by the Continental com- 
pany, with sharp advances on their 
combination doors, due to increases 
in lumber, glass and screen cloth. 
The mark-ups range from 40 to 60 
cents per door. New quotations on 
full-size window screens, issued on 
the same date are about 7% per 
cent above the November opening 
prices, and similar advances are 
understood to be in preparation on 
all screen doors and window screens. 


* *&* 


Machine tool makers enter 
1937 with enough orders on hand to 
keep all plants running at present 
rates through the first quarter. New 
orders booked in January indicate 
the present high production rate will 
continue indefinitely, barring can- 
cellations due to spread of labor tie- 
ups. Prices of all machines, tools 
and dies, lately announced, will 
average 10 to 15 per cent higher 
than a year ago. Most makers ex- 
pect further advances during 1937 
to amount to perhaps 10 to 15 per 
cent more, and largely coming in 
the first quarter. Advances lately 
in the Armstrong line also affect 
star drills, alligator and _ pipe 
wrenches, chain vises and chain 
tongs. 

* * * 


Recent advances in various 
tool lines include Crescent nail pull- 
ers, No. 943 pliers, Herbrand drop- 
forged tools, and New Britain Ma- 
chine Co.’s socket and _ spinner 
wrenches and sets. Lower priced 
cross-cut saws are up 5 per cent, 
hacksaw blades 10 per cent, Stearns 
saw sets, clamps and tools, 10 per 
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cent; low-priced boxwood and fold- 
ing rules, 20 per cent; and Kraeuter 
pliers, 10 per cent. Picks, mattocks 
and similar heavy tools are sched- 
uled to advance 10 per cent on 
Feb. 1. 


eo © *@ 


The news from farming areas 
is good. Agricultural news services 
point out that, while supplies of 
many farm products available for 
sale in the early months of 1937 are 
smaller than last year due to drouth, 
farm prices average about 15 per 
cent over last year and probably will 
maintain this higher level well into 
1937. Hence, income from sales of 
farm products for the next four or 
five months probably will compare 
favorably with last year. Soil con- 
servation payments to farmers early 
in 1937 probably will be much 
larger than the $16,000,000 in 
benefit payments received in the 
first quarter of 1936. Current spend- 
able farm income probably has risen 
much more sharply since 1932 than 
the spendable incomes of city work- 
ers. Rural retail trade, or sales of 
general merchandise in small towns, 
has therefore, until recent weeks, 
increased more rapidly than depart- 
ment store sales, or other indexes of 
city spendings. It seems certain 
that sales in all rural areas will be 
large, during the coming spring. 


. - -o 


The Irwin Auger Bit Co., 
Wilmington, Ohio, has issued tem- 
porary price list No. 36A on Irwin 
screw drivers and auger bits, which 
will be in effect until catalog No. 37 
is ready. This supersedes all prices 
in the No. 36 catalog. 


* + 


Price list No. 44, effective as 
of Jan. 12, 1937, has been issued 
on M & H rolled zinc, sheet and rib- 
bon, by Matthiessen & Hegeler Zinc 
Co., La Salle, Ill. 


* # 


Substantial increases in the 
sale of sporting arms during 1936 
were reported recently by the Rem- 
ington Arms Co., Inc., Bridgeport, 
Conn. There was an increase of 200 
per cent in the sale of center fire 
rifles used in big game hunting, 
100 per cent in the sale of shot- 
guns and 40 per cent in rim fire 
rifles. The ammunition business for 
sporting purposes showed an _ in- 
crease of 6 per cent. 


* * 
Topping all previous records 


by wide margins, Norge closed its 
greatest sales year, with the total 


volume of the various Borg-Warner 
household appliance divisions being 
533,334 units, an increase of 56.5 
per cent compared te last year, says 
Howard E. Blood, president, Norge 
Division and executive | vice-presi- 
dent, Borg-Warner Corp., Detroit, 
Mich. For these Norge appliances 
the following percentages of sales 
increases were enjoyed: Refrigera- 
tors, 41.3 per cent; washers, 98.2 per 
cent; ironers, 120.6 per cent; gas 
ranges, 96.8 per cent, and electric 
ranges, 165.9 per cent. 


. © ¢ 


The preliminary total of 
wholesale hardware volume for 1936 
has been set at $625,000,000, or 
slightly in excess of the earlier esti- 
mate of a 25 per cent gain over 
1935, when it amounted to $495,000,- 
000. The latter compared with 
$394,180,000 in 1933, and $868,158,- 
000 in 1929, as reported by the Bu- 
reau of Census. The constant rise 
in industrial operations with equip- 
ment replacements and plant expan- 
sions, and the high rate of activity 
in building contributed heavily to 
the mounting volume, says Dun & 
Bradstreet, Inc., New York City. In 
addition, household appliances, 
sporting goods and toys became a 
stronger factor. 

* * * 


Steel ingot production at 81 
per cent, has been pushed higher in 
most districts, Pittsburgh having at- 
tained a rate of 82 per cent, Youngs- 
town, 77 per cent, Cleveland-Lorain, 
79 per cent and Buffalo, 79 per cent, 
while the only loss is in southern 
Ohio, where one open-hearth furnace 
was taken off, still leaving that area 
at 96 per cent. Detroit, the seat of 
the automobile strikes, maintains ca- 
pacity output, says The Iron Age in 
its Jan. 21 issue. As ingot produc- 
tion advances steel companies are 
again faced with an acute problem 
in getting sufficient supplies of pig 
iron and scrap. 

* & # 


The normal retail hardware 
decline in January, after the holiday 
rush, has been largely modified this 
year by the eagerness of shoppers 
to forestall the advancing prices, and 
to purchase now supplies which 
might otherwise be postponed. A 
very large demand for household 
equipment, including many of the 
large-value units, is thus offsetting 
some loss in the sales of winter lines, 
slowed up by the wet and warm 
weather prevalent unseasonably in 
many sections. Modernized hard- 
ware stores, when located in central 
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shopping districts, are benefiting 
from the spending of Christmas 
“windfalls,” and from the “invest- 
ment” impulse now prevalent. Re- 
tail stocks are low, except for very 
recent additions on a money-saving 
basis. 
* & & 

Unusually early shipping 
dates have been requested by most 
retail buyers, and many supplies 
are both coming in and going out of 
wholesalers’ warehouses this month, 
which in previous years would have 
waited until March. Manufacturers 
are catching up a little on shortages, 
by dint of speeded operations, and 
the more liberal margins of time 
and quantity now allowed for in 
their customers’ ordering. Service 
is still far from prompt in a great 
many lines, including some of the 
popular staples. A number of job- 
bers have placed orders which are 
speculative, for the first time in sev- 
eral years, and these are quite will- 
ing to await the mills’ convenience in 
forwarding. There is a_ general 
tightening up on price concessions, 
extended terms, and freight allow- 
ances, reflecting the very firm atti- 
tude of nearly all manufacturers. In 
some lines, manufacturers are limit- 
ing the quantities they will accept 
at current price levels. Wholesalers 
have little choice other than to pass 
along the factory advances very 
promptly, though thoughtful execu- 
tives are preaching and practicing 
moderation, so that buying may not 
be discouraged. 

+ * 

Steel production last week 
was scheduled at 80.6 per cent of 
capacity, feeling the effect of the 
automobile strike only slightly. This 
was the highest output rate since 
February, 1930, and with that ex- 
ception the highest since 1929. One 
month ago the rate was 77 per cent 
of capacity, and a year ago the rate 
was 49.9 per cent. Some hold up 
orders were issued by auto makers, 
but this slack was taken up by other 
lines. 

+ + 

The steel industry last year 
reached the highest production level 
since 1929, and made 1936 the third 
largest year in the history of steel- 
making. December output estab- 
lished a record for the month. The 
total output for 1936 was 46,919,000 
gross tons, 40 per cent ahead of 
1935, and an average of 68% per 
cent of capacity. Only in 1928 and 
1929 has steel output exceeded that 
figure. 

* * * 

The Plumbing & Heating In- 

dustries Bureau reports sales in 1936 
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of about $800,000,000 in plumbing 
and $500,000,000 in heating and air 
conditioning, including installation. 
Sales of equipment, including in- 
stallation costs, showed a dollar 
increase of about 35 per cent over 
1935. In addition to benefiting from 
modernization work, the volume was 
stimulated by the fact that houses 
built in 1936 have more plumbing 
and better heating. Whereas years 
ago the typical old-style house had 
only one bathroom—now two bath- 
rooms on the second floor, with a 
washroom on the first floor, have 
become standard requirement. A 
considerable number of new houses 
provide a bath for each bedroom. A 
growing demand for automatic heat- 
ing and air conditioning causes now 
a large proportion of the building 
dollar to be invested in the heating 
plant. 
* * # 

Recent high marks, on com- 
modities other than metals, have in- 
cluded hides, rubber, silk and cot- 
tonseed oil, as well as leading grains 
and foodstuffs. There was some 
reaction in the latest averages re- 
puted, but the Moody index, after 
touching the highest level since late 
in 1929, is holding close to its top. 

* * # 


The 1936 construction total 
in the 37 eastern states reached 
$2,675,296,000, a gain of 45 per 
cent over 1935, according to the 
Dodge Corporation report. Increases 
over 1935 were especially pro- 
nounced in residential building— 
which showed a gain of 67 per cent 
—also in commercial and factory 
construction. Public, educational and 
institutional building in 1936 gained 
25 per cent, and public works and 
utilities reached $920,412,000, as 
contrasted with only $690,213,000 for 
1935. 


+ + 


The widespread automotive 
strike gives much concern to busi- 
ness and industry. The coal and 
steel interests are keenly aware 
that a union victory in the automo- 
bile struggle would mean that they 
would be the next target. With con- 
ferences between General Motors 
and union executives again called 
off, it is questionable how soon the 
issues at stake may be settled. If 
delayed, and if relief from the glass 
shortage is not forthcoming, output 
of motor and accessory makers will 
of necessity be curtailed. Many tire 
producers are talking of reducing 
output. Production of new cars week 
before last fell to approximately 
88,000 units, compared with about 
100,000 a year ago. 


The Automobile Manufac- 
turers’ Association reported that 
1936 production was 3,512,436 units, 
exclusive of Ford, against 2,859,163 
in 1935. Shipments in December 
were 21 per cent above those for 
the same month in 1935, and 191 
per cent above the 5-year Decem- 
ber average. Members of the asso- 
ciation had the largest volume of 
last quarter factory sales in their 
history. 

+ + 

A survey made by the Na- 
tional Industrial Conference Board 
disclosed that living costs of wage 
earners rose 0.3 per cent in De- 
cember. Compared with a year 
ago the cost of living was 2.6 per 
cent higher. Compared with the 
low point of 1933 the index was 
20.1 per cent higher and only 14.2 
per cent below the peak level of 
December, 1929. Gains in food, 
rents, clothing, coal and sundries re- 
sulted in the increase. The pur- 
chasing power of the dollar declined 
to 116.1 cents in December from 
119.2 cents a year ago, and 100 cents 
in 1923. 

+ + & 

December showed one of the 
largest monthly advances since the 
recovery began, as measured by the 
Fairchild retail price index. Quo- 
tations on Jan. 2 were 1 per cent 
above Dec. 1 prices and 3.9 per 
cent higher than on Jan. 2, 1935. 
The advance since July 1, 1936, has 
amounted to 4.3 per cent. The up- 
turn has been 23 per cent from the 
1933 depression low. Leading de- 
partment store executives estimate 
that by next fall, retail prices will 
be as much as 20 per cent higher 
than they are at the opening of 
1937. 


* + 


Standard Statistics reports 
new high records were set in 1936 
in air conditioning, air transport, 
mail-order sales, crude petroleum 
and gasoline output, Diesel engines. 
dyes, electric power, electrical re- 
frigerators, washing machines and 
ironers, glass and metal containers, 
kraft paper, mechanical _ stokers, 
motor buses, gold and nickel output, 
oil burners, plastics, rayon, shoes, 
and typewriters. 

* & & 


Daily average sales of gen- 
eral merchandise in small towns and 
rural areas reported by the Depart- 
ment of Commerce, reached a new 
record high in December, increas- 
ing 19.5 per cent above December, 
1935. Total sales for 1936 were 
15.5 per cent above 1935 and were 
only 8 per cent below the total of 
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1929. The department’s index of 
these sales stood at 131.0 per cent of 
the 1929-31 level, against 110.0 per 
cent in December, 1935. The De- 
cember index was higher than for 
any month except March and Sep- 
tember, 1929. 
* * x 

Government estimates set the 
cash income from 1936 farm prod- 
ucts, sold or to be sold, at approxi- 
mately $8,100,000,000, compared 
with $7,201,000,000 in 1935, and 
$4,377,000,000 in 1932. These figures 
represent cash sales and do not in- 
clude any value of products used on 
the farm, it added. If the difference 
in the level of prices paid by farm- 
ers, for store goods used, is taken 
into account, the purchasing power 
of their 1936 income actually ex- 
ceeded that of 1929. In fact, it is 
the highest for any of the past 13 
years that farm income estimates 
have been available. Crop volume 
of all farm products for 1936 was 
3 per cent larger than in 1935. 
Although soil crops were smaller, 
larger marketings of live stock were 
more than an offset. 

« a * 


From 80 to 85 per cent of 
all bituminous coal is used by rail- 
roads,. utilities, and manufacturers. 
Its consumption is therefore con- 
sidered a good barometer of general 
activity. Its production curve is 
back to about 77 per cent of the 
1929 peak. In 1937, production will 
probably hit about 473,000,000 tons. 
In anthracite, which has a large 
market in residential heating, the 
important trend is the development 
of automatic devices which increase 
demand for this fuel. In 1932 and 
1933 there were nine oil burners 
sold to one coal stoker, but in 1936 
the ratio was about two to one, with 
this trend gaining in favor of coal 
stokers. 

* * * 

Late reports of the National 
Lumber Manufacturers Association 
show lumber production and ship- 
ments making gains, although “still 
retarded by seasonal shutdowns and 
by the continued maritime strike.” 
New orders during the week ended 
Jan. 2 were 44 per cent above out- 
put. 

* * *& 

The furniture industry has 
been showing almost uninterrupted 
gains in production for more than 
two years. Output in 1936 is esti- 
mated to have been 30 to 50 per 
cent larger than in 1935. Recovery 
is due to the long unsatisfied demand 
of families who now have money to 
spend, and the establishment of new 
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homes by newlyweds, and groups 
who had “doubled up” during the 
depression. The dollar volume of 
retail sales is running larger than at 
any time in the last seven or eight 
years. Markups have been few and 
moderate, with prices still remain- 
ing relatively low, but the price 
structure has been increasingly firm. 
Medium grade lines have been the 
best sellers, with cheaper grades sec- 
ond and higher priced groups trail- 
ing. Modern styles have been most 
popular. The plate glass strike is 
seriously worrying the furniture in- 
dustry. Reserve stocks of mirrors 
are greatly depleted and rarely run 
above 60 or 90 days’ needs. Even if 
the strike were settled at once, it 
would take four weeks to reheat the 
giant furnaces, and then automobile 
calls would probably receive prior 
consideration. 
* * * 

Car loadings—Freight load- 
ings in the Jan. 9 week gained sub- 
stantially over records for compar- 
able periods in the last five years. 
The total for the week was 698,529 
cars—a gain of 13.6 per cent over 
the corresponding week in 1936. 
Compared with the same week of 
1935, the increase was 26.2 per cent. 
Miscellaneous and less than car- 
lot freight, which reflect the general 
pace of industrial activity, climbed 
sharply. 

* * 

Production of electricity rose 
to the third highest total on record 
in the week ended Jan. 9. Output 
was reported at 2,244,030,000 kwhr., 
only a shade below the all-time rec- 
ord reached in the week ended Dec. 
12. Compared with the first full 
week’s record of 1936, the gain was 
13.9 per cent. 

7” * ,* 

The National Retail Credit 
Association reported the average in- 
crease in collections for December, 
1936, over December, 1935, was 8.4 
per cent. The average increase in 
credit sales for December over the 
preceding December was 17 per 
cent. Contributing factors in the 
gain were distribution of bonuses, 
higher wages, steady employment, a 
general improvement in_ business 
conditions and higher prices for 
farm products. Business failures in 
1936 were the fewest since 1920, and 
the current rate is favorably low. 
Bank clearings are regularly run- 
ning ahead of the 1936 comparisons. 

* *& & 


“In 1936 more than 2,000,000 
household electric refrigerators were 
sold and installed. This is an- 
other new record and makes a to- 








tal of household electric refrigera- 
tors in use at this time of approxi- 
mately 9,000,000,” R. C. Cosgrove, 
Westinghouse Manager of House- 
hold Refrigeration Sales, declared 
recently. “The electric refrigerator 
business has had an uninterrupted 
growth for almost 20 years with 
one exception. In only one year 
did the business fall below that of 
a previous year and in the sub- 
sequent year the increase was so 
large that the falling off was quickly 
absorbed. The expectation for 1937 
is that something in excess of 2,250,- 
000 household electric refrigerators 
will be installed for American house- 


wives.” 
* * & 


Installation of household 
laundering appliances in this coun- 
try in 1936 reached 1,900,000 or 
more units, J. R. Bohnen, secretary, 
American Washing Machine Manu- 
facturers’ Association, announced 
recently. Shipments by the members 
of the industry totaled 102,689 
washers and 11,697 ironers in No- 
vember, according to Secretary 
Bohnen, bringing the grand total 
for 11 months up to 1,801,107, 
comprising 1,635,603 washers and 
165,504 ironers. November ship- 
ments of washers and ironers were 
20.37 and 14.92 per cent, respec- 
tively, above those for November, 
1935. Increase of 15 to 17 per cent 
in 1937 shipments over 1936 was 
predicted by Mr. Bohnen. 


* + * 


Although 1935 was a banner 
year for the radio industry, its rec- 
ord was passed during 1936, and all 
divisions have planned for further 
advancement in 1937, says Dun & 
Bradstreet, Inc. The Radio Manu- 
facturers’ Association has placed 
1936 production of receivers at 7,- 
600,000 and of tubes at 96,300,000, 
both striking a new peak. During 
1936 the Radio Manufacturers’ As- 
sociation listed more than 1,400,000 
new homes supplied with sets, ad- 
vancing the total to nearly 25,000,- 
000 homes. Of the latter, 17,500,000 
homes, or 70 per cent, had obsolete 
sets. 

* * * 

A preliminary estimate of the 
number of incandescent lamps sold 
in the United States during 1936, as 
quoted in the Dec. 28 issue of the 
Journal of Commerce indicates a 
total of more than 880,000,000, an 
increase of 19 per cent over the pre- 
vious high total of 1935, according 
to a review of the electrical industry 
prepared by John Liston, General 
Electric Co. The total for large 
lamps is 460,000,000, and for minia- 
ture lamps, 420,000,000. 
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ARE INVITED TO SEE THESE TOOLS 
IN YOUR STORE THIS SPRING 





@ Full-page advertisements in 
national farm and garden magazines 
will invite five million tool buyers 
to see these new TRUE TEMPER Tools 
in Hardware Stores this spring. 
Your customers will see these adver- 
tisements. They will be interested 
in the New TRUE TEMPER Tools. 
The Tools with new ferrule and 
socket construction that increases 
strength 25% —with new brands 
that add beauty—with new fork steel 
that is 30% stronger and tougher. 


pie I-10) ae 1) 


FORKS * RAKES ¢ HOES ¢ SHOVELS * AXES © HATCHETS * HAMMERS © SCYTHES © FISHING RODS AND BAITS * GOLF SHAFTS 
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Such values in farm and garden 
tools have never before been offered 
—your customers are entitled to 
see them. Your own sales and 


profits are bound to be helped by 


The exclusive new TRUE TEMPER 
tubular ferrule makes forks stronger, 
more beautiful and easier to use. 















showing these new tools. We shall 


extend you wholehearted coopera- 
tion in store selling material. Your 
jobber can supply these tools or 
we can tell you about a nearby job- 
ber who can. This will be a TRUE 
TEMPER year because TRUE TEM- 
PER values are supreme. Write us 


today if you want more information. 


The American Fork & Hoe Co. 
Makers of Essential Tools 
CLEVELAND, OHIO 





AMERICA'S 
FINEST TOOLS 
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Hardware 


Corbin Selling Aids 





With the purchase of 12 Corbin pad- 
locks, No. 900 assortment, dealers will 
receive free a padlock display board, 
window display and screw products 
display card. The padlock display board 
No. 900 is of 5-ply veneer stock, 12 in. 
wide x 18 in. high, showing a cut-out 
Police Dog, “On Guard,” illustrated in 
six colors. Padlocks on the board have 





New and Improved Merchandise— 
Display Helps—Sales Literature— 
Window Trims — New Packages 


CER 


been selected as “Best Sellers.” On 
back of board is a sheet describing and 
illustrating in full size each padlock 
mounted on the front. Space on the 
sheet is provided for dealer’s own re- 
tail prices. The board is packed in a 





durable container in which locks are 
wrapped separately. Extra screw eyes 
and hooks for hanging the board are 
also included. The window display also 
showing the dog, “On Guard,” is 35 
in. wide by 36 in. high and of heavy- 
duty cardboard with easel support. 
This display has a circular sloping 
base with three shelves on which Cor- 
bin padlocks can be displayed. The 
screw products card, 12 in. wide by 
18 in. high, illustrates screw products 
in six brilliant colors. Has easel sup- 
port. Corbin Cabinet Lock Co., New 
Britain, Conn. 





Gould Pumps 


The 1937 catalog, bound in a stiff 
cover of green, gray, and black, consists 
of 112 pages covering a complete range 
of water systems, hand pumps, mis- 
cellaneous power pumps and accessories. 
Also contained is information on com- 
puting water requirements, friction loss 
in piping, head and pressure equivalents 
and similar useful items. Goulds, 
Pumps, Inc., Seneca Falls, New York. 
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Pocket Screw Drivers 












* You'll Find 101 Uses for this IRWIN 
POCKET-CLASP SCREW DRIVER 
' k Around the House, 
tha Office, the Factory, On Your Car 
Or In Your Workshop. You'll Say HJ 
the Handiest Too! You Ever Owned 








The above assortment of Irwin Pocket 
Clasp Screw Drivers, No. CA, consists 
of one-third dozen each of three sizes, 
C1%, C2%, and C3%. Blade lengths 
are 1%, 2%, and 3% in. respectively. 
They have unbreakable Pyralin handles, 
nickel-plated blades, hot forged from 
tool steel and nickel-plated pocket clip. 
All above sizes packed 12 to a box. 
Retail selling price, $1.20 per box. 
The Irwin Auger Bit Co., Wilmington, 
Ohio. 





Colson Juvenile Vehicles 





Three new models include the Cadet 
velocipede, the new Colson three-wheel 
safety bike and the Colson “20” juvenile 
bicycle. The Cadet, shown, is stream- 
lined and features parallel steel tube 
construction, auto-type hub caps, and 
auto-type crown fenders. Furnished in 
complete size range and variety of colors. 
The Colson Corp., Elyria, Ohio. 
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HAY-O-VAC INTRODUCES 


NEW AB MURED TOP CELL 





i 
"SOD 'Scomsim 


THE DEAL 


The dispenser display at 
the left, complete with 48 
cells brings you $4.80 retail, 
cost to you $3.12; your profit 
$1.68. Order from your 
jobber. 


| 
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RAY. 0-VAC COMPANY 
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Clhe Meu 
ARMORED 





The cell that sells, the new “Armored Top” Ray- 
O-Vac Unit Cell, the flashlight battery that’s 
packed with extra power. Made by Ray-O- 
Vac's exclusive formula—sealed with wax— 
and now double protected with the “Armored 
Top.” The “flashiest” battery ever made. 
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step in welding. They are not auto 
transformer type welders and can be 
used on grounded systems and for 
water pipe thawing. Giant Grip Mfg. 


Cookie Moulds 


Metal Cutting Tool 








The 9X “Scroll Pivotor” Snip pivots 
as it cuts, allowing the user to easily 
follow curves and angles in cutting and 
trimming and in producing designs. 
Patented hand-grip, consisting of a ring 
for the forefinger as well as a loop 
found on all heavy-duty snips to accom- 
modate most of the hand, serves the 
double purpose of giving better direc- 
tion to the cut and greater protection 
to the fingers. The 9X is 12 in. long 
and weighs 1% lbs. It will cut metal 
up to 17 gage. Each half of the 9X 
is said to be made of a solid piece of 
steel. Spring construction of the alloy 
steel bolt keeps the shear in constant 
tension and adjustment. Cutting edges 
of blades are ground to 1/1000 of an 
inch. J. Wiss & Sons Co., Newark, N. J. 


Electric Welders 





These “Giant Grip Juniors” in four 
models from 90 amperes to 300 amperes 
capacity, supplement the standard 
“Giant Grip” welders. These new 
welders are lighter in weight due to the 
wood construction and arrangement of 
amperage control, there being only 10 
controls in*the two models and 16 con- 
trols in the other two. With the same 
safety factor as the standard models, 
these new welders are specially de- 
signed transformer type but without 
reactance control, static high frequency 
arc or sheet metal attachment. Maker 
states they have the same _ insulation 
thickness and same temperature rise as 
standard models and are safe and easy 
to operate. Each is equipped with 
rotating knife switch control with am- 
perage distinctly marked indicating each 
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Co., Oshkosh, Wis. 


Screen Hardware Set 

















Stanley No. 1754—contains complete 
hardware equipment for a screen door, 
storm door or “combination” door, 
packed in one box. Set includes No. 
1242 latch, one pair of reversible screen 
hinges, and a coil spring and hooks. 
Latch is adaptable to any regular door 
and jamb construction and is particular- 
ly designed for “combination” doors 
with interchangeable screen and storm 
sash panels. Set is finished in bright 
cadmium or dull brass cadmium. The 
Stanley Works, New Britain, Conn. 





Model No. 110, shown, is the leader 
in the 1937 line of Kingston roller 
skates. It has Rexite wheels, guaran- 
teed for one year of service; adjustable 
channel type construction from junior 
to adult size; streamlined toe clamps 
and many other features. The complete 
line covers a range of models from boys, 
girls, and small children, in a wide range 
of prices. The complete line is shown 
in a new catalog issued by the Kingston 
Products Corp., Kokomo, Ind. 





Set consists of four molds, each with 
a clip, packed in attractive colored car- 
ton with recipe booklet. Molds are of 
bright tinplate in the form of clubs, 
diamonds, hearts, and spades. Clips are 
of heavy spring steel. Length overall, 
9 in.; width of cookie forms at widest 
part, 1% to 1% in. No. 28 Ice Box 
Cookie Molds are packed one set in 
a carton, 12 cartons to a_ package. 
Edward Katzinger Co., 1949 N. Cicero 
Ave., Chicago, II. 


Show Card Machine 





Does not require an experienced op- 
erator; has no movable parts and is 
simply constructed. It is a portable 
unit, type tray and printing plates be- 
ing compactly joined in one unit. It 
is fitted with heavy-duty standard print- 
er’s type in a wide range of sizes and 
a large assortment of characters. Ma- 
chine prints in one, two, three or more 
colors in one impression. It is equipped 
for stencil duplication of typewriting, 
handwriting, and drawing. | Printing 
plate takes cards up to size 11 by 14 
in. Price complete, $65. General Show 
Card Machine Co., Inc., Merchandise 
Bldg., Washington, D. C. 
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BUILD PROFITS 


WITH 


REPUTATION 


Today, as in the 70’s, the Walworth Genuine Still- 
son remains the standard of quality by which all 
others are judged. When you sell quality .. . it stays 
sold! These Genuine Stillson Wrenches build profits 
and reputation for you. 

A new process of heat treating makes the Gen- 
uine Stillson of today harder, stronger and tougher 
than ever. They come with steel handles in sizes 
from 6” to 48”, and with. wood handles in sizes 
from 6” to 14”, With the ever-growing demand it 
will pay you to have an adequate stock of Genuine 


Stillsons on hand. Order from your jobber. 


WALWORTH 


COMPANY 


60 EAST 42nd STREET, NEW YORK 
Distributors in Principal Cities throughout the W orld 
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STEEL HANDLE WRENCHES 
* 6/in. to 48 in, 





WOOD HANDLE WRENCHES 
6 in. to 14 in. 
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Universal Ironer 





This Universal elecric ironer folds into 
an attractive standard size porcelain- 
top kitchen table with convenience out- 
let for operating electric appliances. 
“Feathertouch” control, a light pressure 
of knee starts and stops the roll, leav- 
ing both hands free to guide the clothes. 
Table cover provides convenient shelf 
space for holding and folding clothes. 
Landers, Frary & Clark, New Britain, 
Conn. 





Frantz Cabinet Catch 








This “321” catch may be applied to 
any door from % in. to 1% in.—either 
flush or lip type, right or left hand. 
Only one small hole is necessary for 
installation. Handle is of solid brass 
and may be attached in either vertical 
or horizontal position and bolt may be 
placed in any position regardless of 
handle position. Strike may be adjust- 
ed to fit space between door and jamb 


Hack Saw 


or shelf and can be placed in any posi- 
tion on jamb or shelf. Frantz Mfg. Co., 
Sterling, Ml. 


Plymouth Rope Display 


PLYMOUTH 


The Rope You Can Irust 





It is a complete rope department in 
itself and occupies less than four square 
feet of floor space. Designed for stores 
where rope is stored in cellar and 
brought up through holes in the floor. 
This “Sales-Maker” is of metal frame- 
work construction, attractively lac- 
quered. As many as 12 different sizes 
of rope may be displayed. On back of 
display is a measuring device and V- 
shaped cutting device on side of the 
frame. Display is sold on guarantee of 
25 per cent increase in rope sales. Fail- 
ing that, the purchase price, $7.50 f.o.b., 
will be refunded. Plymouth Cordage 
Co., North Plymouth, Mass. 

















This hack saw is designed of hollow 
tubing with a point that can be used 
in very narrow places. It has a rein- 
forcement for the blade, as the back of 
blade is inserted in under side of the 
frame at the front, and held securely 
in the frame at opposite end. An or- 
dinary 12-in. blade, 8 in. of which can 
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be used for deep work, allows a 4-in. 
clearance. Saw is light and handle is 
designed to permit use of only one 
hand in cutting above the head or in 
close quarters; blade is removed by un- 
screwing bolt in the point. Retail selling 
price, 39 cents; dealer’s cost, $2.95 per 
dozen. Winnebago Tool Works, Win- 
nebago, Minn. 
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Sidewalk Bicycle Racks 


ME CAULEY PRODUCTS 





























Made of special design tubing. Name 
plate is furnished plain so that any 
advertising or sign may be painted on 
as desired. Rack is finished in high 
lustre non-chipping black baked enamel. 
Will hold from six to nine bicycles and 
occupies only 24 x 36 in. of space. 
Shipped in individual cartons. McCau- 
ley Metal Products, Inc., Buffalo, N. Y. 


Coleman Ranges 





The new 1937 Coleman Safety Ranges 
include 10 models, which retain the 
basic Coleman features. All make their 
gas from ordinary gasoline and light 
instantly. Have Band-A-Blu burners 
which can be regulated instantly. Heat- 
ing efficiency has been increased by 
the saucer-type heat reflector bowls, 
which have been made to withstand 
higher temperatures. Burners have been 
fitted with heavier burner brackets, 
said to reduce possibility of bending. 
Instant gas carburetor valve with au- 
tomatic safety lock is standard equip- 
ment on all range models. Provision 
has been made for complete drainage 
of any liquid which might condense 
in manifold. Valve wheels are clearly 
marked to show “on” and “off” posi- 
tions. Finished in porcelain and baked 
enamels in a variety of colors and 
models, including console, buffet type, 
table tops, and low oven ranges. The 
Coleman Lamp and Stove Co., Wichita, 
Kan. 
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A Complete Line... 
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The Retail Hardware Association of 
Alabama annual convention and exhibit, 
Tutwiler Hotel, Birmingham, Ala., May 
+t to 6 inclusive, 1937. J. H. Crowe, 
secretary, 410 N. 21st St., Birmingham, 
Ala. 


The Arkansas Retail Hardware As- 
sociation 37th annual _ convention, 
Marion Hotel, Little Rock, Ark., Feb. 
9 and 10, 1937. George L. Turner, 
secretary, 322 E. Markham St., Little 
Rock, Ark. 


California Retail Hardware Associa- 
tion, 36th annual convention and exhi- 
bition, Hctel Whitcomb, San Francisco, 
Cal., golf meet and skeet shoot, Febru- 
ary 14. Convention sessions: February 
15 to 17 inclusive, 1937. LeRoy Smith, 
secretary, Room 237, 417 Market St.. 
San Francisco. 


Southern California Retail Hardware 
Association, 16th annual convention and 
exhibit tentatively scheduled for Am- 
bassador Hotel Auditorium, Los Angeles, 
Cal., February 23 to 25 inclusive, 1937. 
J. V. Guilfoyle, managing director, 
1126 Rives-Strong Bldg., Los Angeles. 


Connecticut Hardware Association, 
annual convention, Hotel Elton, Wa- 
terbury, Conn., March 3 and 4, 1937. 
Charles F. Freeman, secretary, Bran- 
ford, Conn. 


The Hardware Association of the 
Carolinas, 33rd annual convention, 
Winston-Salem, N. C., at place to be 
later designated, June 8 to 10 inclusive, 
1937. Arthur R. Craig, secretary. 803 
Commercial Trust Bldg., Charlotte, 
N. C. 


Eastern Hardware Golf Association’s 
Third Annual Tournament, Buckwood 
Inn, Shawnee-on-the-Delaware, Pa., May 
20 to 22 inclusive, 1937. H. L. Gillian, 
secretary, Care Wood Shovel & Tool 
Co., 50 Church St.. New York City. 


Hall Hardware Company’s 34th An- 
nual Stockholders’ Meeting, Conven- 
tion and Exhibit, Minneapolis, Minn.. 
Feb. 8 to 10 inclusive, 1937. 


Illinois Retail Hardware Association, 
40th annual convention and _ exhibit, 
Peoria, Ill., Feb. 2 and 4, inclusive, 
1937. Sessions and exhibit Peoria State 
Armory. C. G. Gilbert, managing direc- 
- 1155 Merchandise Mart, Chicago, 


Iowa Retail Hardware Association, 
39th annual convention and _ house 
furnishings show, Feb. 9-12. inclusive, 
1937, Des Moines. Iowa. Headquarters: 
Savery Hotel. Exhibition: Coliseum 
Bldg., Philip R. Jacobson. secretary- 


treasurer, Mason City. Towa. 


The Louisiana Retail Hardware & 
Implement Association convention, Alex- 
andria, La., May 17 and 18, 1937. Head- 
quarters hotel to he announced at a 


od 


later date. A. H. Aucoin, executive 
secretary, 336 S. Rampart St., New 
Orleans, La. 


Michigan Retail Hardware Associa- 
tion, annual convention and exhibition, 
Grand Rapids, Mich., Feb. 9 to 12 in- 
clusive, 1937. Exhibition Civic Audi- 
torium. Harold W. Bervig, secretary, 
1112 Olds Tower Bldg., Lansing, Mich. 


Missouri Retail Hardware Associa- 
tion, annual convention and exhibition, 
Jefferson Hotel, St. Louis, Mo., Feb. 16 
to 18 inclusive, 1937. Peyton C. Clark, 
secretary, 2861 Gravois Ave., St. Louis. 


Minnesota Retail Hardware Associa- 
tion, 41st annual convention and ex- 
hibit, St. Paul, Minn., Feb. 23 to 26 
inclusive, 1937. Headquarters: Lowry 
Hotel. Sessions and exhibit: St. Paul 
Auditorium. C. J. Christopher, man- 
ager, Nicollet at 24th St., Minneapolis. 


Nebraska Retail Hardware Associa- 
tion 36th annual convention and exposi- 
tion, Omaha, Neb., Feb. 2 to 4, inclu- 
sive, 1937. Exposition: Omaha Munici- 
pal Auditorium. Headquarters: Paxton 
Hotel. Edward C. Hermanson, secre- 
tary, 325 Insurance Bldg., Lincoln, Neb. 


New England Hardware Dealers’ A-- 
sociation, 44th annual convention and 
exhibition, Hotel Statler, Boston, Mass.. 
March 10 to 12 inclusive, 1937. Guy 
C. Small, secretary, Room 225, 140 Fed- 
eral St., Boston. 


New York State Retail Hardware As- 
sociation, annual convention and expo- 
sition, Rochester, N. Y., Feb. 9 to 11. 
inclusive, 1937. Exposition: National 
Guard Armory, E. Main St. Headquar- 
ters: Hotel Seneca. John B. Foley, sec- 
retary, Hills Bldg., Syracuse, N. Y. 


North Dakota Retail Hardware Asso- 
ciation, 41st annual convention and ex- 
hibit, Minot, N. D. Headquarters: Le- 
land-Parker Hotel. Exhibit: Minot 
Armory, Feb. 1 to 18 inclusive, 1937. 
Louise J. Thompson, secretary, 21 Clif- 
ford Bldg., Grand Forks, N. D. 


North Coast Hardware and Imple- 
ment Association, annual convention, 
Multnomah Hotel, Portland, Ore., Feb. 
10 and 11, 1937. Theo. S. Cov, secre- 
tary, Olympic Hotel, Seattle, Wash. 


Ohio Hardware Association, 43rd an- 
nual convention and exhibition, Colum- 
bus, Ohio, Feb. 16 to 19 inclusive, 1937. 
Headquarters: Deshler-Wallick Hotel. 
Exhibition: Columbus Auditorium. John 
B. Conklin, secretary, 175 S. High St., 
Columbus. 


Oklahoma Hardware and Implement 
Association, 34th annual convention and 
exhibit. Masonic Temple, Oklahoma 
City, Okla., Feb. 2 to 4, inclusive, 1937. 
Charles F. Nelson, secretary, 301 Key 
Bldg., Oklahoma City. 


Pacific Northwest Hardware & Imple- 
ment Association, 32nd annual conven- 
tion and exhibition, Spokane, Wash., 
Feb. 8 to 10, inclusive, 1937. Head- 
quarters, sessions and exhibit, Daven- 
port Hotel. Dale Strong, secretary, 523 
Realty Bldg., Spokane, Wash. 


Panhandle Hardware and Implement 
Association, 28th annual convention, 
Herring Hotel, Amarillo, Texas, Feb. 8 
and 9, 1937. C. L. Thompson, secretary, 


Canyon, Texas. 


The Pennsylvania & Atlantic Sea- 
board Hardware Association, Inc., an- 
nual convention and exhibition, Pitts- 
burgh, Pa., Feb. 22 to 26 inclusive, 1937. 
Headquarters business sessions and ex- 
hibition: William Penn Hotel. W. 
Glenn Pearce, managing director, 400 N. 
Broad St., Philadelphia, Pa. 


Triple convention of the Southern 
Supply and Machinery Distributors’ 
Assn., the American Supply and Ma- 
chinery Manufacturers’ Assn., and the 
National Supply and Machinery Dis- 
tributors’ Assn., New Peabody Hotel, 
Memphis, Tenn., May 10 to 13 inclusive, 
1937. Secretary, National Association: 
H. R. Rinehart, 505 Arch St., Phil- 
adelphia, Pa. Secretary, American As- 
sociation: R. Kennedy Hanson, 916 
Clark St., Pittsburgh, Pa. Secretary, 
Southern Association: Alvin M. Smith, 
c/o Smith-Courtney Co., Richmond, Va. 


Southern Hardware Jobbers’ Associa- 
tion, 47th annual convention jointly 
held with American Hardware Manu- 
facturers’ Association, 74th semi-annual 
convention, Hotel Roosevelt, New Or- 
leans, La., April 19 to 22, inclusive, 
1937. Secretary Manufacturers’ Assn.: 
Chas. F. Rockwell, 342 Madison Ave., 
New York City. Secretary Jobbers’ 
Assn.: T. W. McAllister, 1020 Grant 
Bldg., Atlanta, Ga. 


Southeastern Retail Hardware and 
Implement Association, 23rd annual 
convention and exposition, City Audi- 
torium, Atlanta, Ga., Feb. 9 to 11, in- 
clusive, 1937. H. M. Simmons, secre- 
tary, 922 Atlanta National Bank Bldg., 
Atlanta. 


Virginia Retail Hardware Associa- 
tion, annual convention, John Marshall 
Hotel, Richmond, Va., Feb. 16 and 17, 
1937. R. A. Frayser, acting secretary, 
602 East Broad St., Richmond. 


Wisconsin Retail Hardware Associa- 
tion, 41st annual convention and ex- 
hibit, Auditorium, Milwaukee, Wis.. 
Feb. 2 to 5, inclusive, 1937. George W. 
Kornely, exhibit manager, 3374 N. 
Green Bay Ave., Milwaukee. H. A. 
Lewis, executive secretary, Stevens 


Point, Wis. 


West Virginia Hardware Association, 
annual convention, Fairmont Hotel, 
Fairmont, W. Va., Feb. 11 and 12, 1937. 
H. B. Clower, secretary, Box 127, Oak 
Hill. W. Va. 
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ADITHERMATIC FEATURE 





Sunburn and blistering may be prevented by use of oils which filter out 


the sun’s destructive rays. 


FILTERS OUT THE ULTRA-VIOLET 
and INFRA-RED RAYS that Blister 
and Break Down Other Paints .. . 


I T has long been known that the ultra-violet 
and infra-red rays of the sun are the chief 
causes of paint films disintegrating. To filter 
out, or shield the paint from these destructive 
rays is a problem that has baffled chemists for 
generations. The problem has now been solved 
by Johnston technologists with a discovery in 
oil processing called “Adia-Thermatic,” in con- 
junction with just the right pigmentation. 


This startling new discovery is outstandingly 
the most important advance in paint manufac- 
ture in the history of prepared paints. It not 
only insures years’ longer service; it gives 
SURETY BOND “Adia-Thermatic” paint a 
more brilliant lustre, extra resistance against 
cracking, checking, chalking and fading. 


Wears 40% Longer 


The ‘‘Adia-Ther- }— 
matic” process gives (agure 
to Johnston’s SURE- 
TY BOND 40% 
longer life than 
standard “first grade” 
house paints. It pro- 
duces a paint unap- 
proached for intense 
clearness and beauty 
of color. 








REAL DEALER OPPORTUNITY 


Adiathermancy takes Johnston’s SURETY BOND 
out of the competitive class . .. insures you of 
freedom from “cut” prices. Wire or write 


Send for today for all the facts about Johnston’s 
free copy “Adia-Thermatic” Paint. 

of this 

book. 


THE R. F. JOHNSTON PAINT CO. 
CINCINNATI, OHIO 


ssh Yohinston’s, SURETY BOND 
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ADIA-THERMATIC HOUSE PAINT 
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High Speed Steel 
The Bright Blade 
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| Special Alloy Steel 
| The Red Blade 
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| Tungsten Steel 
| The Black Blade 
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SIMONDS 





HACK SAWS 


for every Metal 
Cutting Job 


The RED END is an outstanding 


sales building trademark for the 
Dealer who stocks and sells any 
or all of these three types of first 
cutting quality Hack Saw Blades. 
Order from your Jobber. Write for 


leaflet giving complete list prices. 


/SIMONDS SAW AND STEEL CO. 


The Saw Makers Established 1832 
FITCHBURG, MASS. 
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KNOW ABOUT IT 


All You Need Do 
Is Stock It 


FIENDOIL 


SOLVENT 
and Gun Oil 


Larger spaces in the leading Hunting, 
Fishing and Outdoors Magazines are 
creating a demand for Fiendoil, the 
patented Rust and Corrosion inhibitor. 
Sell them complete protection in one 
can. Cleans and provides perfect 
protection for firearms and fishing 
tackle. 


DOUBLE-BARRELED PROTECTION 
DOUBLE-BARRELED SAFETY 


Lubricates and cleans with one applica- 
tion. No brushes or ramrodding neces- 
sary. Does not dry on metal. 


ASK YOUR JOBBER'S SALESMAN 


McCambridge & 
McCambridge 


12 L Street, S.E. Washington, D. C. 
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A Century Of Fire Arms Making 


HE development of firearms 

during the past century is an 
interesting one to everyone, but it is 
of particular significance to hard- 
ware men. 

These weapons constitute a cen- 
tury of fire arms made by the Colt’s 
Patent Fire Arms Mfg. Co., Hart- 
ford, Conn. At the top is Samuel 
Colt’s first commercial model, the 
famous Paterson pistol made in 
Colt’s factory at Paterson, N. J., in 
1836. Next is the “Walker” model. 
a heavy .44 caliber six-shooter with 
attached lever for ramming bullets 
into the chamber of the cylinder. 
The third is the .36 Caliber “Navy” 
produced in 1860 which was a popu- 
lar weapon of the Civil War period. 
Quantities of these revolvers were 
used by both Army and Navy offi- 
cers. The fourth model is that of 
the “Peacemaker”, first produced in 
1873 and still being manufactured. 
This is the six-shooter which blazed 
many a far western trail. It is 
known as the “Peacemaker” when 
chambered for .45 caliber cartridges 
and called the “Frontier” model 
when furnished in caliber .44. The 
Colt Deringers were introduced 
shortly after the new metallic cart- 
ridges were developed. They were 
single shot pistols of very small 
size, chambered for .41 caliber 
cartridges, and were manufactured 
until about 1912. Then came the 
automatic pistol at the turn of the 
century. The .38 caliber “Sporting 
Model” of 1902 was the first auto- 
matic produced by Colt’s. It car- 
ried seven shots in the magazine. 





TIARA ERAN RRA AEE 


did { ri 
il 


wrt nes lel 
. 


we 


Special display for screw drivers, planes and chisels made by one of the proprie- 
tors of Summit Hardware Co., Summit, N. J., permitting a complete view of the 
tools without unnecessary handling. 
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[. YOU want to sell more garden hose 
next season, here’s something to think 
about before placing your order. 


Goodyear offersyou the most complete line 
— made in six different brands at a wide 
range of prices to fit the need and purse 
of every prospect from big estates and 
clubs to the smallest bungalow owner. 


OK and LISTEN 
pefore ordering HOSE! 





life and greater customer satisfaction. 


Goodyear offers you the best advertised 
line—Goodyear Hose is nationally adver- 
tised in leading magazines and attractive 
tie-up selling helps are furnished free 
to put all the prestige of “the greatest 
name in rubber” behind you. 


That is why Goodyear Hose is the best 
seller everywhere, 





Goodyear offers you [aE 
the highest quality 





; ae on Ug: 


Cun Cage 


line—every brand 








with a non-cracking 
sun-proof cover and 


a highly durable 


cotton cord carcass* 





that insures longer 


*SHOW YOUR 
CUSTOMERS 


THIS SEAL 


— the guarantee of (finest con- 


struction, longest wear 
. than ever for 1937. 


and why you will 
sell more, too. Don’t 
order your hose re- 
quirements until 
you hear the full 
Goodyear proposi- 
tion —it’s better 











MADE BY THE MAKERS OF GOODYEAR TIRES 


JANUARY 28, 1937 
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FLORISTS SAY NEW EVER GREEN 
KNOCKS MOST INSECTS ON THEIR BEAN 





MADE BY McLAUGHLIN GORMLEY KING, 
SHOW IT, AND HEAR YOUR REGISTER RING 


14,428,320 advertising messages 
in leading national garden- 
home publications are helping 
you to hit new highs in NEW 
EVER GREEN SPRAY sales 
this year. Display and recom- 
mend to your customers this 
spray that florists recommend 
for killing chewing and sucking 
insects. For display material, 
write McLaughlin Gormley 
King Co., Minneapolis, Minn. 


DISPLAY...NEW 





EVER GREEN SPRAY 








Adopt a Farm 


(Continued from page 35) 


Erie. The owner resides on the 
property and various tracts are 
leased to tenants. He, assisted 
by his young son, is in complete 
control of game management 
practices on his farm. 

It was estimated that area could 
be made to produce an annual 
shooting surplus of more than 
200 bobwhite quail, but the se- 
vere winter of 1935-1936 reduced 
the birds to about only 20 pairs 
of breeders in the spring of 1936. 

The game protectors on the 
property were provided with the 
necessary equipment to deal with 
enemies of quail and prairie 
chicken—there being approxi- 
mately five pairs of the latter 
nesting within the area in June, 
1936. This equipment consisted 
of a single-shot Winchester shot- 
gun with ammunition; a single- 
shot .22 rifle with ammunition; 
steel traps; a crow call, and 
necessary texts for the work on 
hand. 

This area represents a_ total 
annual cash outlay of $63.00, 
including liability for food 
patches and land left out of cul- 
tivation. On the basis of an an- 
nual harvest of 200 birds, the 
expenditure figures 3114 cents for 
each bird of the shooting surplus. 

For project Type 2, a tract of 
880 acres in North Central IIli- 
nois was selected in a territory 
where game birds have been sub- 
jected to the double hazard of 
intensive farming and _ heavy 
shooting. 

This project involved entirely 
different problems. Its only ad- 
vantage as a game area was that 
approximately 50 per cent was 
in cut-over timber. The prelimi- 
nary survey showed, however, that 
this timbered area was concen- 
trated near the middie of the 
tract, with insufficient nesting and 
protective cover out toward the 
edges, and with practically no 
game lanes along fences. 

The greatest problem in con- 
nection with this project con- 
cerned the almost total absence 
of all types of cover in the culti- 
vated areas. Since the area for- 
merly held bobwhite quail in 


large numbers, it was easy to 
trace the decline in quail popu- 
lation to the gradual shrinkage 
of the native habitat of the birds. 
Great stress was laid upon cover 
restoration through the spring of 
1936, with a liberal allowance to 
the owners of the four farms in- 
cluded in the area for cultivated 
land restored to cover and for 
feed patches left standing. 

As in the Mt. Erie project, the 
game protectors assigned to pred- 
atory control were furnished in- 
expensive shot guns and rifles, 
ammunition, steel traps and crow 
calls. This area will be surveyed 
again in the spring of 1937 to 
determine the number of breed- 
ing pairs of bobwhite quail to 
be released on the property. 
Breeding stock will be furnished 
by the Western-Winchester ex- 
perimental game farm. It is ex- 
pected that the shooting surplus 
can be built up to more than 250 
quail annually, which will reduce 
the cost of the project—exclusive 
of restocking—to about the same 
price per bird as the Mt. Erie 
project. 

These projects were selected as 
models for the text and illustra- 
tions of “Upland Game Restora- 
tion,” while Type 3, a complete 
experimental game-breeding farm, 
has been utilized as the basis for 
another textbook, “Propagation 
of Upland Game,” also available 
from the companies. 

The Mt. Erie project has proved 
successful in restoring a small 
shooting surplus to a favorable 
area within one year, with as- 
surance of a capacity game popu- 
lation within two years. Type 2 
has proved successful in prepar- 
ing an unfavorable area to receive 
breeding stock within one year. 

None of these successful results 
could have been realized without 
the cooperation of the farm men 
and youths residing on the land. 
They have protected the interests 
of the sportsman and in turn their 
own interests have been protected 
by a definite promise on the part 
of the sportsman to pay the cost 
of time and material necessary to 
make the land produce game. 
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a “name Briggs & Stratton represents a valuable 
asset to the dealer selling washers, battery set ra- 


dios, garden tractors, and other small farm equipment. 


Over 750,000 of these dependable 4-cycle gasoline 
motors are running today —all over America’s rural 
routes. Some of them are 10-15, even 20 years old... 
still giving trouble-free service . . . starting quickly on 


cold days... using the minimum of gasoline on all days. 


Naturally, such service has “sold” these 3/4 million users 
on their Briggs & Stratton Motors. So are other millions 


of their neighbors who have heard about them. 


Capitalize on this ready acceptance — your sales will 
come easier—by offering only equipment powered by 


Briggs & Stratton. 


BRIGGS & STRATTON CORP. MILWAUKEE, WIS. U.S.A. 


MILWAUKEE.WIS.US.A. 


GASOLINE 
“MOTORS 


& STRATTON 











. . . with an 
improved case 


Just as CROSS pioneered the produc- 
tion of uniformly perfect tacks, com- 
pletely sterilized, CROSS now leads 


with an improved case. 


This case, with its dustproof 
hinged INNER COVER, keeps the 


working stocks of your customers clean and free from dirt and dust. 


CROSS Sterilized TACKS are made to give your customers prof- 
itable results . . . they’re made right and they’re packed right, too. 


And remember, it pays to keep a full line of CROSS Sterilized 
TACKS in the distinctive red and black and white packages on 
your counter. 

UPHOLSTERERS + CARPET « CARPET LAYING + COPPER 


WEBBING + GIMP + HIDE « LACE * WIRE CLOTH STAPLES 
BILL POSTERS * DOUBLE POINTED + CLOUT NAILS 


al 
O K. if theyre 


YOUR JOBBER HAS CROSS, OR CAN GET THEM FOR YOU 











W.W.CROSS & CO. INC. EAST JAFFREY, N.H. 
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This protection has been achieved 
through execution of a lease form, 
which can be altered to conform 
to various state statutes concern- 
ing acknowledgment of the lease. 
Study of the model lease form, 
a part of the booklet, indicates 
how the farmer receives some 
revenue each year for labor and 
material expanded and land per- 
mitted to revert to cover. But 
the various forms of compensa- 
tion are in exact proportion to 
their usefulness in the general 
scheme. For example, no payment 
is advocated for acreage left out 
of the cultivation and permitted 
to revert to natural cover until 
after expiration of the first 12 
months of operation of a man- 
aged area. The amount of acre- 
age permitted to revert to cover 
is then made the basis for future 
payments. The number and ex- 
tent of food patches, however, 
may be adjusted annually. As 
the game population increa*<s so 
will the amount of winter feed 
required. 
* The outstanding advantage of 
the plan is the insurance of suc- 
cess by the application of con- 
tinuous effort. No attempt to 
bring back game upon any de- 
pleted area should be for a 
shorter period than three years 
and preferably five. It will re- 
quire at least one year, possibly 
two, to obtain an adequate stand 
of natural cover on acreage de- 
nuded of plant life by “clean 
farming” or severe drought. The 
plan is also sufficiently flexible 
to adapt itself to large under- 
takings such as county-wide pro- 
grams and to scale down from 
these extensive cooperative move- 
ments to the improvement of a 
single farm through adoption of 
game management practices. 


Stanley Folder 


Illustrates and describes Stanley 
hardware, which homecraftsmen can 
use in making new furniture or remodel- 
ing old pieces. Among the products 
shown are braces for card tables and 
tennis tables, hinges for chests and 
boxes, and an assortment of hardware 
for cabinets, desks, and chests. Space 
for imprinting dealer’s name is provided 
on the cover of this No. B46 folder. 
The Stanley Works, New Britain, Conn. 
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Unique Store Paper 
(Continued from page 43) 


acter illustration. Specimen 
verses as published in last July’s 
issue are: 


Summer is here, the flies are on the way, 
So here is a shot about fly spray. 
Gulf-Mortox or Pratts in all the sizes, 

And from 10c up, the price surprises. 


Screen doors, windows, springs and 
hinges, 

Gives the flies and moths the cringes, 

Or wire in copper, black or galvanized, 

Assure the pests will be penalized. 


All types of swatters by the score, 
To knock the ones that slip thru the 


door, 
And fly ribbons, boy, that’s hard to 
rhyme, 
But Weller’s sell them at six for a 
dime. 


The selling ability of the “Store 
News” has been demonstrated in 
many ways. Last February when 
hay ropes were about the most 
unseasonable item that might be 
mentioned to farmers, Mr. Weller 
published the following para- 
graph in his paper: “Again we 
advise you to buy your HAY 
ROPE NOW. It will go up in 
price and it is easy to put up 
when the mow is full of hay. 
Our price is right and we have 
the quality. YOU CANT GO 
WRONG ON THIS. You should 
save at least $1.00 if you act 
now.” That paragraph sold three 
hay ropes in mid-winter. 

Many of Mr. Weller’s com- 
ments in the “Store News” pre- 
sent good business logic in a 
striking and appealing manner. 
Discussing one phase of chain 
store competition in the paper, 
Mr. Weller said: “The indepen- 
dent merchant can sell at prices 
that compete with chains on 95 
per cent of the merchandise he 
handles, if he wants to, but his 
trade must be sure that the qual- 
ity offered by the local merchant 
is at least equal to that offered 
by others. His customers should 
study the merchandise and know 
as much about it as the merchant 
and the merchant should offer 
information he may have to the 
customer. 

“Customers should remember 
to support their independent mer- 
chant only on quality and price 
plus what service he renders them 
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CABINET 


HARDWARE 









RIGHT — “Master 
ASSORTMENT No. 
Pal) Matched’’ 
designs Steel and 
Brass, heavily Chro- 
mium plated, highly 
polished Seiee tio 
el Mettece(seeManleertiae| 
lines in Ebony Black. 


LEFT — “Standard 
ASSORTMENT No 
10—''Matched 

designs All-Steel, 
heavily Chromium 
plated, highly pol- 
ished. Quality hard- 
ware — to sell at 
competitive prices. 


ABOVE—"' DeLuxe ASSORTMENT 
No. 30—''Matched designs ll- 
Brass, with Red and Black molded 
bases Heavily chromium-plated 
Highly polished. Contrasting modern 
embossed lines in Red and EbonyBlack 


THESE BEAUTIFUL LITHOGRAPHED METAL DISPLAYS ARE Ftee/ 


A 
Here cw BECAUSE it offers you the widest 


variety of smart, new, modern “matched”’ cabinet hardware 
ensembles on the market today. BECAUSE it brings to your 
counter, ready to build sales for YOU, exclusive patterns 
made heretofore only for the nation’s leading cabinet manu- 
facturers. BECAUSE only a small assortment of the most 
popular items on the FREE Metal Display gives you a com- 
plete cabinet hardware department. ‘BECAUSE each item 
is individually packed with necessary screws and simplified 
instructions for installing. BECAUSE it gives you an oppor- 


tunity to ‘cash-in in a big way on the building “boom”. 


alee’, 








EACH ITEM 
INDIVIDUALLY PACKED OR WRITE FOR JOBBER’S NAME TO 


withserews American Cabinet Hardware Corp. 


and simplified y iP _ 
instructions. j cs, 4 li ‘ 
New—conveni. ff J Rockford Gy Illinois 
ent — saving of SM Do 

time, temper, . 

money! 
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Advertised 
in Good 
Housekeeping 

Magazine 








Rubber-cushioned, “Turret- 


" 
top" cover. 


quiet-closing 


@ Patented inner seal ring on top of outer 
container (together with flange on top of 
inner pail) prevents refuse falling between 
pail and container . . . no soiling of floor. 
Extra durable finish of high-gloss enamel, 
baked on for permanence. 


Smartly designed, chromium-plated foot 
pedal. 


floor or linoleum. 


3 
4 
5 Four solid rubber feet prevent marking of 
6 


Streamlined, dust-proof housing conceals 
and protects operating parts. 


In addition, the well-known Standard 
Sanette . . . always popular and profitable 
with the hardware trade ... will pay you 
even more profit than ever before. Four 
sizes; four popular colors. 

There are Sanettes made exclusively 
for dentists, doctors and hospitals. 


Master Metal Products, Inc. 
319 Chicago St. Buffalo, N. Y. 
In Canada: Fort Erie, Ontario 
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beyond that offered by the chain. 
You don’t call the chain and get 
a spool of thread delivered, for 
they offer you service, less tele- 
phone, delivery or credit. If you 
want to buy on credit you must 
pay for it above the cash price. 
Be fair and square.” 

After a mail order farm fence 
concern had sent out its catalogs 
to all farmers in Ligonier’s trad- 
ing territory last spring, the fol- 
lowing article appeared in the 
next issue of the “Store News”: 

“I wish that I could have the 
pleasure of sitting down at a ta- 
ble with each of you and go over 
the new catalogs that you and I 
have received and debunk them 
for you by showing you all the 
tricks that can be done with ink 
and paper, the way they try to 
mislead you, the trick specifica- 
tions they list and 1000 other 
things, just enough that I am 
going to take some of them apart 
and submit them to you. 

“Now this catalog I have in 
front of me tells me that this 
fellow owns 4 large fence fac- 
tories, last year he said 5 fac- 
tories. I wrote to the Chambers 
of Commerce in each of these 
towns asking the size of the fac- 
tories and other information re- 
garding these factories, but none 
of these bodies knew a thing 


about any factory of that name 
being located in their city. Just 
a little mistake on account of a 
slip of the printer. 

“Now as to the specifications 
on the fence: How come this 10% 
ga. fence or the 14% ga. or all 
these other funny sizes? I have 
written to the largest fence mak- 
ers in the U. S. A., and they tell 
me that there are no standard 
wire gauges of this type. Now 
could it be that this fellow is 
showing No. 11 wire as 10% just 
to make it look better? I don’t 
know, but just asking. Is the 
space on his barb wire just the 
same distance apart as the reg- 
ular wire?” 

As the paper is avidly read and 
eagerly awaited in hundreds of 
farm homes in the fertile Ligonier 
Valley it wields a real influence 
in such matters, in addition to 
being directly responsible for the 
store’s steadily increasing volume 
of sales. Many small town hard- 
ware dealers would find a simi- 
lar paper most advantageous, in 
the estimation of Mr. Weller, who 
cautions, however, that such a pa- 
per must be adapted to individual 
circumstances; must be carefully 
edited; must be attractively pre- 
sented, and must have a personal- 
itv of its own. 


The Worshipful Company of 
Ironmongers 


(Continued from page 27) 


tise that craft. The Apothecaries 
still play a part in the examina- 
tion of chemists, and the Station- 
ers’ Company stands possessed of 
special privileges under the Law 
of Copyright. 

For the rest, the Companies of 
the City of London are now 
largely great trusts holding prop- 
erty acquired by bequest in the 
past, and grown more valuable 
than when the bequests were made. 
The incomes derived therefrom 
are used for the furtherance of 
education, charity and good 
works. The Grocers’ Company, 
for example, has a great school 
on the outskirts of the city, and 
supports generously also a public 
school at Oundle in Northampton- 


shire. Ten miles out of London 
at Mottingham in Kent is a fine 
block of almshouses, built on high 
land only a few years ago by the 
Worshipful Company of Iron- 
mongers for the housing of its 
pensioners. The founder of this 
special benefaction was Sir Rob- 
ert Geffery, a Master of the Com- 
pany—who filled the office of 
Lord Mayor in 1685-86. The 
original site was in Kingsland, a 
village long since absorbed into 
Greater London. Twenty-five 
years or so ago the L. C. C. de- 
cided to buy the old property and 
convert it into a museum for 
furniture, a craft which is the 
principal industry of the district. 
The Company wanted to move its 
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SCREEN FEATURES 
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Feature NoO2 


-NOTOLSAYD 


National Screen Doors 
and Window Screens 


Packed in Cartons that SELL 


(og 6x tra Features 
make ¢xtra Sales/ 


| 
Risin FEATURES have made National Screen | 
products star performers for the dealer who 
sells them. Customers appreciate the fact that 
they represent superior workmanship and fine 
quality in every detail. Furthermore, there’s 
NO added cost. National products sell on price 
as well as quality and good looks. Send for our 
new 1937 catalog and price list. 


ASK YOUR JOBBER—Your jobber can tell 
you about the complete line of National Screen 
Doors, Window Screens and Ventilators. They 
are made in a wide variety of styles and at 
prices to please your customers and keep them 
pleased. He can give you quick deliveries. 


SEND FOR THIS CATALOG 


NATIONAL SCREEN CO., Suffolk, Va. i 
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Please send us a copy of your 1937 catalog showing 
the complete line of National Screen Doors, Window 
Screens and Ventilators. 

Name 

Address 

' City State 

' New York Office: 11 Park Place 

H Southern Selling Agents 

° SAND & HULFISH, Baltimore 
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ALOCREEN Co. 


VIRGINIA 
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Ureenlec 
SOLID CENTER 
AUGER 


BITS 


ff 


ALWAYS 


6000 TOOLS 
* 


ALWAYS 
GOOD SELLERS 







Due to its all-around usefulness there is a 
constant demand for the solid-center type 
of auger bit. This means that it is a most 
desirable bit to stock. And when you stock 
the Greenlee you have the added advan- 
tages of a tool combining the best in ma- 
terials, form and finish. 


Note the design which embodies a strong 
center stem, a smooth twist, and accurately 
pitched screw and cutting edges, which 
form a perfect cutting unit. The spurs are 
just the proper height and thickness, the 
cutters are keenly edged, and the screw 
point is well cut. Ample polishing adds 
the attractive touch and makes for easy 
boring in all sizes. 


When you stock Greenlee Solid-Center 
Auger Bits you may feel sure that you are 
in a position to offer the trade tools of 
unexcelled quality. Beyond this, when 
there is a call for other types of auger bits 
you can still offer Greenlee Bits of like 
quality, because Greenlee makes a com- 
plete line for every purpose. 


GREENLEE TOOL CO. 


715 Columbia Ave Rockford, Illinois 
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-in Trafalgar Square. 





pensioners into a sweeter and 
quieter environment. It would not 
sell the statue of Sir Robert which 
adorned the facade. This stands 
in a niche in the garden front of 
the Mottingham Block. It bar- 
gained, however, to provide a 
replica. The then Master and 
Wardens found to their surprise 
that the ghostly figure on the 
Kingsland Road was neither wood, 
nor bronze, not even iron as is the 
statue of King Charles the First 
After the 
paint had been scraped away it 
was discovered that Sir Robert 
Geffery had been cast in lead, and 
the replica was duly supplied ex- 
actly to specification. 

All the Great City Companies, 
and some of the minor ones, have 
their Halls, where are also offices 
for the Clerk and his staff. These 
Halls are counted among the 
sights of London, and the Iron- 
mongers have had a house worthy 
of their standing since the fif- 
teenth century. In 1748 a third 
Hall was built in Fenchurch 
Street, and here the company had 
its home until July, 1917, when it 
was so completely wrecked dur- 
ing an air-raid in full daylight 
that the Court had no option but 
to build a new one. The site in 
Fenchurch Street was enormously 
valuable and its sale promised to 
provide some, at least, of the 
funds needed for the building of 
a new Hall. The Company was 
fortunate enough to secure a site 
within the City boundaries, in 
Shaftesbury Place, Aldersgate 
Street, not very far from the Gen- 
eral Post Office. Here something 
equal in dignity and equipment 
to the old home was erected from 
plans prepared by Mr. Sydney 
Tatchell, F.R.I.B.A., who thus en- 
joyed the unique privilege of 
erecting a City Hall in a great 
tradition. The front entrance in 


a quiet little court is dignified in 
style, and if it is small, it does 
not proclaim the magnificent ban- 
quetry hail with its musicians gal- 
lery, library and drawing room, 
the fountain court, offices, living 
quarters and great kitchen which 
lie behind it. In common with 
other Companies, the Ironmongers 
have a patron saint—two in fact, 
and these sculptured in stone by 
Mr. George Alexander guard the 
entrance. The figure of St. Ele- 
gius has a hammer in one hand 
and a horseshoe in the other, 
while that of St. Laurence is sig- 
nalized by the gridiron on which 
tradition has it that he suffered 
martyrdom by fire. This new Hall 
was opened in June, 1925, eight 
years after the destruction of its 
predecessor. 

No story of a City Company is 
complete without some account of 
its arms. Those of the Worshipful 
Company of Ironmongers were 
granted in 1455, and the warrant 
of the College of Arms from which 
these matters have for centuries 
been issued runs thus: 

Unto the honurable Crafte and felas- 
ship of the ffraunchised men of Ire- 
mongers of the Citie of London a 
token of armes, that is to say: Silver 
a cheveron of Gowles sitte betwene 
three gaddes of stele of asure, on the 
cheveron three swevells of golde; with 
two Lizardes of theire owne kynde 
encoupled with govvlys, on the helmet. 

Many of which words are 
quaint and have led to no small 
controversy since, respecting the 
accuracy of the interpretations 
placed upon them. This is not 
the place to debate the niceties of 
armorial bearings. Suffice it to 
conclude with a record of the fact 
that the steel gads and the lizards 
along with the Company’s motto 
— “God is our Strength”—can be 
seen by anyone who cares to turn 
into Shaftesbury Place in the City 
of London. 





Steel Belt Lacing 


The two new sizes in Alligator steel 
belt lacing are the No. 5, which takes 
its place in the series between Nos. 1 
and 15 and is for belts between 3/32 
in. and % in. in thickness; the No. 20 
replaces the old No. 20. Maker states 
dynamometer tests have proven this 
size to be a better lacing for belts 5/32 
in. to 3/16 in. in thickness. Boxes No. 


00, 1-A and 5 (new) now contain 6 
sets for 6 in. belts, while boxes Nos. 15, 
20, 25D, and 27K contain 4 sets for 
12 in. belts. Boxes Nos. 25F, 25G, 27L, 
35M, 35N, 45U, 55W, 65X and 75 are 
unchanged. Carton No. 20-S has been 
added to “Handy Package” listings. 
These additions and changes became 
effective Dec. 1, 1936. Flexible Steel 
Lacing Co., 4616 Lexington St., Chicago. 
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ATREMENDOUS SELLER / 





THE NEWEST 
ano FASTEST SELLING 
KITCHEN TOOL 
ON THE MARKET 
e 

> PRICED RIGHT 
HANDSOME PROFITS 


RETAILS 
FOR 


$1.39 


AST spring Vaughan _ intro- 
duced a Pea Huller and Bean 
Slicer in one eastern metropolitan 
market. Although it retailed for 
$1.98—more than 30,000 were 
sold within 5 months. 


NOW—you can feature this new and 
improved Vaughan model for $1.39 
RETAIL. IT'S A WINNER! A real 
value for your customers—a_ real 
profit producer for you. There's 
nothing else like it. 


Designed by one of the country's 
foremost artists—as modern as a 
streamlined train. Made of the 
finest materials. Expert workmanship 
and finish. 


WHAT IT DOES!—Shells a pound of 
lima beans or peas in two minutes. 
Slices a pound of string beans in 
the same length of time. 


EASY TO DISPLAY! 

EASY TO SELL! 

EASY TO USE! 

WILL MAKE A FINE CHRISTMAS 
GIFT NUMBER! 


ITS SPEED IS AMAZING!—It takes 
only a few seconds to change from 
slicing to shelling. The slicing at- 
tachment will slice the whole solid 
vegetable kingdom into thin, attrac- 
tive shoestring shapes. 


Be the first in your community with 
this sensational new item. Send for 
information on No. 550 individually 
packed in two-color display box. 
Weight 2 Ibs. each. 


Vaughan's 
SAFETY ROLL, JR. 
and Other 
Popular Numbers 


Cash in on the demand 
for Vaughan's Famous 
Sales Leaders. For 25 
years high quality, uni- 
formity and sustained na- 
tional advertising has 
caused a consumer prefer- 
ence for Vaughan's prod- 
ucts. Popular priced... 
retailing for 5c... 0c 
. «and 25c... and they 
pay you a good profit. 
You can build a profitable 
business with these nation- 
ally advertised leaders. 
Send for information and 
prices. 





VAUGHAN NOVELTY MFG. CO.., Inc. 


WORLD'S LARGEST MANUFACTURER OF CAN OPENERS” 


3211-25 CARROLL AVE.—CHICAGO, ILL., U.S.A. 
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THE CUSTOMER 
EXPECTS YOU TO 


Tell him 


ANY people come into your store know- 

ing just what they want — and one 

thing they DON’T want is to be SOLD the 
thing they came to BUY. 


But on some items — sash cord, for example 
— MOST customers WELCOME all the in- 
formation you can give them. They rely on 
you for quality in the merchandise they buy. 
They EXPECT you to tell them WHY one 
brand is a better value than another. Most of 
them are GLAD to know WHY Samson Spot 
Sash Cord can be safely forgotten for some 
TWENTY-FIVE YEARS after it’s installed — 
WHY its slightly higher price pays such div- 
idends in trouble-free service. 


That is why we have printed this new book. 
It contains the FACTS your customers EX- 
PECT to get from you — tells you how to sell 
a product that will help you hold the cus- 
tomer’s confidence and good-will. Write for 
your copy. 


DEPT. H 
BOSTON, MASS. 
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YOU CAN 
SELL MORE 
SCREW 
PLATES 


Every factory, big or small, every 
auto repair shop, many farm and 
home owners have continual use for 
screw plates. You can get more of 
that business if you let them know 
you handle “Greenfield” screw plates 
because there is a “Greenfield” screw 
plate to fit every need—and every 
price range. 









“Little Giants" for Top Quality 


These screw plates are the recognized 
world standard for quality, accuracy and 
long life. Fully adjustable “Little Giant” 
dies; rugged, accurate taps. Nos. 1, 5 and 


7 are the most popular assortments. 





"O.K." Jrs. at Popular Prices 


The “O.K.” Jr. line supplies dependable 
accuracy at the lowest possible cost. Dies 
of round adjustable type—taps guaran- 
teed for long life. These sets enable you 
to meet any competition. 


If you do not have a “Greenfield” Small 
Tool Catalog write your jobber or us 
today. 


GREENFIELD TAP & DIE CORP. 
Greenfield, Massachusetts 
Detroit Plant: 2102 West Fort Street 
Warehouses in New York and Chicago 


In Canada: Greenfield Tap & Die Corp. of 
Canada, Ltd., Galt, Ont. 
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Legislation 


(Continued from page 25) 


Feb. 1 and may not be renewed. 
The Neutrality Act expires on 
May 1 and the Connelly Hot Oil 
Act on June 16. Both will most 


likely be renewed, though in 
amended form. 
The Reconstruction Finance 


Corporation seems likely to crown 
a fine achievement by liquidating 
as planned, when its usefulness is 
over. Stream pollution regulation, 
which failed in the recent session, 
will be up again, to pass in 
greatly modified form, probably 
as a mere authorization for the 
Bureau of the Public Health Ser- 
vice to cooperate with State and 
municipal agencies. 

The Securities Exchange Com- 
mission wants authority to act in 
corporate bankruptcies; the Sec- 
retary of Agriculture wants to in- 
vestigate traffic conditions; the 
Secretary of Labor wants to make 
a study of labor-saving devices 
and their effect on employment, 
and the Secretary of Commerce 
wants to make a study of unem- 
ployment at a cost of 20 million 
dollars. All will probably have 


their wants granted. 


Cases Before Supreme 
Court 


In the other class of possible 
future legislation are the substi- 
tutes for some but not all the 
measures now on the docket of the 
Supreme Court. Here is a résumé 
prepared by the Chamber of Com- 
merce of the United States of the 
important cases to be heard by 
that tribunal: 

1. National Labor Relations 
Act. Bradley Lumber Co. seeks 
to enjoin the National Labor 
Relations Board from attempts to 
force re-employment of discharged 
employees. 

2. Railroad Labor Act. Virgin- 
ian Railway sued to enjoin the 
collective bargaining provisions 
of the 1934 Railway Labor Act. 

3. PWA loans for competing 
utility plants. Duke Power Co. 
and, in another case, three utilities 
seek to test right of PWA Admin- 
istration to lend funds for county 
and municipal plants. 


4. Amended Frazier-Lemke 
Farm Mortgage Act. Two cases 
testing the constitutionality of the 
Act. 

5. Arms and Munitions Reso- 
lution. Curtiss-Wright claims 
resolution cannot be applied to 
the Chaco. 

6. Gold Clause. Test by Holy- 
oke Water Power Co. of efficacy 
of gold clause in an 1880-1898 
power contract. 

7. New York Mortgage Mora- 
torium Law.  Constitutionality 
challenged. 

8. North Carolina Mortgage 
Law. Constitutionality of law 
against deficiency judgments chal- 
lenged. 

9. Silver Purchase Act. Retro- 
active tax feature of act chal- 
lenged. 

10. New York Unemployment 
Insurance Act. Two cases. State 
Court of Appeals upheld act. 

11. Securities Exchange Com- 
mission. Two cases, one re right 
to summon witnesses, while refus- 
ing access to records; the other to 
void a voluntary injunction. 

12. Federal Communications 
Commission. American Telephone 
& Telegraph Co. opposes commis- 
sion’s order requiring uniform ac- 
counting systems for telephone 
companies. 

13. Texas Oil Proration Law. 
Act to prevent waste by prorating 
oil which may be produced, chal- 
lenged as unconstitutional. 

14. Shipping Board Bureau. Is- 
brandtsen-Moller Co. says Presi- 
dent could not be authorized to 
transfer board to Department of 
Commerce. 

15. State Minimum Wage Law. 
Appeal from Washington (State) 
Supreme Court decision upholding 
law. 

Of these cases all but 7, 8 and 
13 involve basic policies of the 
Administration and so would, in 
all likelihood, be replaced by sub- 
stitute legislation during the next 
session, provided, of course, that 
they are voided by the Supreme 
Court. 

In the international field, it is 


HARDWARE AGE 














STRIKE OUT 
FOR MORE BUSINESS 


N O W! 


USE- 


Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts of Your Salesmen 


We can supply you with 
the following lists :— 


1357 Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually. 
For $15.00 


10986 Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $6.00 per M. 


6415 Hardware Retailers whose sales are 
$20,000.00 to $30,000.00 Annually. 
For $6.00 per M. 


15984 Hardware Retailers whose sales are less 
than $20,000.00 Annually. 
For $6.00 per M. 
33385 Hardware Retailers (Complete List). 
For $4.50 per M. 


1043 Department Stores handling Hardware 
and Housefurnishings. For $6.00 per M. 


ALL LISTS ARE COMPILED IN LOOSE LEAF 
LIST FORM. WHEN DESIRED ON 3’x5" 
CARDS THERE IS AN EXTRA CHARGE OF 
60c PER M. FOR THE CARDS. 


WE ALSO DO ADDRESSING AND MAILING 


OF CIRCULAR MATTER AT REASONABLE 
RATES. 


Ask for Details 


HARDWARE AGE 
Direct Mail Addressing Dept. 


239 West 39th Street, New York, N. Y. 
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@ General Purpose Chains are profitable year around 
items. And with ACCO Proof Coil and ACCO BBB 
Coil Chains you can meet any requirement for such 
chain. 


ACCO PROOF COIL CHAIN 
@ This is a welded steel chain suitable for all ordi- 
nary uses which do not require high tensile and 
impact strength. It is made in %4” to 1%” sizes. 


ACCO BBB COIL CHAIN 
@ BBB is a higher grad2 of welded steel chain than 
the Proof Coil. Made with shorter‘links to increase 
flexibility; proof tested to greater loads; each link 
given visual inspection to assure quality. Regularly 
furnished in black finish but can be supplied in 
galvanized finish. 
Check up on your chain stock. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 












In Business for 
Your Safety 
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Everyone Wants to See It 









ON ai A 






WAM D 3 & t001 uses 


National advertising directs buyers to 
you for demonstration. Craftsmen and 
mechanics everywhere are enthusiastic 
about the marvelous performance of 
this all-purpose power tool. A great 
time and labor saver for work 
on all metals, alloys, glass, 
resins, celluloid, wood, stone, etc. 
Self-Demonstrator Set sells it. 
Requires only 2 square feet 


of counter space. 
The Handee is a whole shop full 
of tools in one. Uses 200 dif- 
ferent accessories to grind, 
polish, rout, drill, cut, 
carve, saw, engrave, etc. 
Plugs in any socket AC 
or DC, 110 volts. 








TWO MODELS 


STANDARD weighs 1 pound. 13,000 r.p.m. Re- 
tails for $10.75 and up. DE LUXE, fastest and 
most powerful tool for its type and weight, 12 
ounces. 25,000 r.p.m. Retails for $18.50. 





NEW — Big Profit-Maker 


Every Handee owner is a steady cus- 
tomer for accessories. Here’s a counter 
display that sells them — theft-proof, 
dust-proof, glass-top case takes up only 
1% square feet. Contains 80 livest 
varieties of sales-tested accessories most 
in demand, 3 of an item, plainly illus- 
trated and priced for easy re-ordering. 


WRITE TODAY FOR 


SPECIAL DEALS 


on Accessory Case and 
Free Handee Self-Demonstrator Set 


Chicago Wheel & Mfg. Co. 


1101 W. Monroe St. Dept. EE Chicago, Il. 
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expected that the authority given 
to the President to negotiate recip- 
rocal trade agreements with other 
nations will be made permanent. 
The power delegated to him to fix 
the gold content of the dollar at 
not less than 50c., which also ex- 
pires Jan. 30, 1937, will be re- 
newed. Further devaluation, how- 
ever, is considered improbable. 


No Surprise Legislation 
Expected 
This then is the general legisla- 


tion expectation for the Seventy- 
fifth Congress. There seems to be 


no surprise legislation of a radi- 
cal character in contemplation, 
which will have the sanction of 
the Administration. The appar- 
ent need for the kind of law-mak- 
ing, which produced the NRA, 
AAA and so many other alpha- 
betical agencies, has passed with 
the depression. As the nation’s 
business is once more bowling 
along with a fair wind (and a 
reef or two in the sails) it looks 
as though the Administration will 
be content to let her ride, mean- 
while trying to make some of the 
present laws workable. 





The Florida Recovery Act 


(Continued from page 30) 


were only SEVEN wholesale 
grocery houses here, and they did 
a volume of less than $5,000,000. 
There were just as many groceries 
sold in and around Tampa last 
year as there were in 1920, but 
the difference in volume was 
handled by the chains who brought 
a large part of these goods by 
their own truck lines to distribut- 
ing depots. These depots would 
be managed by two or three well 
paid officials and then the scale of 
wages dropped down to $12.00 to 
$18.00 a week. Incidentally, the 
railroads and chartered truck lines 
handled a small amount of this 
freight, thus depriving them of 
revenues, although they were pay- 
ing high licenses to operate, and 
necessarily decreased their forces 
and their scale of wages. The 27 
wholesale houses operating in 
1920 employed over 300 traveling 
men every year, who spent money 
liberally in hotels and restau- 
rants and otherwise throughout 
the territory. They employed 
shipping clerks, bookkeepers, 
stenographers who made good 
salaries; salaries on which they 
could afford to get married and 
raise a family and educate their 
children. Today many of those 
employees and some of the pro- 
prietors of those wholesale houses 
that were forced out of business 
are on the relief rolls or seeking 
employment from the National 
Employment Bureau. They are 
broke and down and out. And, 
yet the small percentage which the 
consumer saves on his weekly 


grocery bill is incomparable to 
the damage that has been done. 

“We believe this is a State’s 
Rights problem, and cannot be 
solved by national legislation, be- 
cause it would come under the 
regulations of interstate commerce 
and this is strictly an intrastate 
problem. We believe that the 
sovereign state of Florida has the 
right to pass laws regulating the 
manner in which retail distribu- 
tion within its borders shall be 
handled and conducted and many 
leading lawyers who are well 
posted on constitutional law say 
that we are right. 

“As we all know, no one can 
predict absolutely how the courts 
will rule on any proposition, but 
anticipating the worst we feel as- 
sured that while under the Bill of 
Rights in the United States Con- 
stitution they may throw out the 
feature that requires the operator 
of a retail store to be a resident 
of the state; and while they may 
throw out the feature that requires 
the business to be owned within 
the state, yet we do believe most 
positively that they will sustain 
without changing the feature that 
prohibits any one proprietor from 
operating more than one store in 
one line of merchandise within the 
borders of the state of Florida and 
should the other two features be 
thrown out, this third feature 
alone would go a long, long way 
towards correcting the ‘evil and 
doing the job we are trying to do. 

“The meat of the whole thing 
is what we phrase “The profit on 
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a broken blade. 


be broken. 


good profit and build trade for every dealer. 


Your (REVERE o EW! 
Jobber HARDWARE COMPANY 
Will aw EWE aw EY 
Supply sdol-1-1] ich ae) (Mitekol <1 F 


ou NEW YORK OFFICE 


SER AER 
IT TURNS 


Gottschalk’s Metal 
Sponge turns to the 
tune of many mil- 
lions a year... for 
already there are 
20,000,000 users... 
and every month in 
leading women’s 
magazines 14,000,000 
housewives are per- 
sistently reminded 
that the safest, easi- 
est, surest way to 
clean pots and pans 
is with this handy 
bronze scouring 
device. 


S| CHAMBERS STREET 








There’s a Gottschalk 
Metal Sponge for every 


need ... the big, new 

Bronze Ball, Kitchen 

Jewel, Hand -L-Mop 

and Dairy Sponge. 

Show’emalland watch 
"em turn. 


Gottschalk's 


METAL SPONGE 


METAL SPONGE SALES CORP., Philadelphia, Pa. 





_Sell Frames That Help Save Blades 


The finest hack saw blades ever made won’t saw metal 
efficiently unless the FRAMES do their part of the work. 
Experienced mechanics tell us that hacksawing imposes a 
heavy strain on the blade and a kink invariably results in 


Union Hardware Hacksaw Frames 


have an adjustment feature for tightening the blade which 
holds the blade rigid and secure and keeps it properly 
tensioned. This feature saves blades which might ordinarily 


The Union Hardware Line includes a wide selection of popu- 
lar priced Hack Saw Frames in the most used patterns. There 
are types for household use as well as mechanics. 


Union Hardware Hack Saw Frames sell readily, return a 
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No. 2100 Adjustable—8 to 12 ins. 


SCREW HANOLE 
AOJUSTMENT 




















Send 

For 

Tool 

Catalog No. 2115 Adjustable Frame for Blades 
No. 13. 8 to 12 inches 





RESOLVE 


... this year... not 
to keep your mer- 
chandise hidden away 

in old-fashioned show cases, bins and 
counters. In years to come, more t! 
ever you will have to DISPLAY 
your wares, in order to sell. Heller 
equipment for Hardware Stores is 
especially designed to stimulate buying 
... to make it easier for customers to 
select .. . to remind them to buy what 
they otherwise would forget. 
Consult us before you install new store 
equipment. We can suggest a mod- 
ernization program that will be a per- 
manently profitable investment, instead 
of an expense, even if you move your 
Paint Shelving store. 5 imply ane oe = ad and 
Sample Holders mail to us, checking items in 
Send Complete Store which you are most interested. 


Fixture Catalog Ne. 
35H 


) Display Tables 
Complete line of Bulb 
Edge Glass, Price Card 
Holders, etc. 

Price Cards 

Nail Bin Counters 
Screw Bolt & Drill 
Cases 


Boxes and Drawers 
Shelving and Wall 
Cases 


Cl ae eee en a SE ot ed 





W. C. HELLER & COMPANY 


700 Bryant Street 


20 Vesey St., Suite 1111 
MONTPELIER, O. 


NEW YORK CITY 
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Poultry Netting 
sets an entire! new 
standard of quality for 
hexagon-mesh fabric. 


The LOCK-TWIST 
Weave produces a more 
uniform, more rigid fab- 
ric, neater in appearance, 
easier to handle and cut, 
superior in service. 


iT ay NETTING 


U. S. HEXLOK is avail- 
able in all fast-moving 
widths and weights, Gal- 
vanized Before or After 
Weaving; heights 12 to 
72 inches. The one- 
inch mesh comes in No. 
19 and 20 e; the 
two-inch meshin No. 16, 
19 and 20 gauge; = 
Ibyg-inch mesh in No. 

auge. (owe 
| Steet Wire. 



























U.S. STRAITLOK—the 
original age e net- 
ting—is woven like farm 
fence. The straight, par- 
allel line wires and mesh 
wires are bound together 
by the Lock- Twist weave. 


U. S. STRAITLOK 
stretches perfectly with- 
outtop-rail or baseboard. 
Costs less to erect. 
Gives long, satisfactory 
service. 


Made of Copper-Bearin 
teel Wire in one an 
two-inch mesh Galvan- 
ized Before or After 
Weaving. Furnished in 
all tentend heights 

12 to 72 inches. 


U. S. HEXLOK and 
U. S. STRAITLOK 
Poultry Nettings cost no 
more than ordinary fab- 
rics. Ask your Jobber or 
write direct! 





INDIANA 
STCECL & WIRE CO. 


Es 








the last transaction.’ By that we 
do not mean what the. merchant 
takes for his daily or weekly or 
monthly turnover for his living 
and wages for his clerks, etc., but 
at the end of the year when he 
takes stock and finds that he has 
made $500.00 or $1,000.00 or 
$5,000.00 or whatever sum, that 
formerly remained in the com- 
munity in which it was made and 
used to expand his business, send 
his sons and daughters away to 
school; to help pay the preacher, 
the community chest, build new 
school houses, roads, bridges, 
court houses. About ten years ago, 
the chains did about 6 per cent of 
our retail business in Florida; 
last year they did 56 per cent, 
which means that one day of every 
week or oftener, ‘the profit on the 
last transaction’ that is, the profit 
on our retail sales, is drained out 
of the state, sent to the big finan- 
cial centers and never comes back. 
Our community is drained of its 
revolving fund, which formerly 
stayed here, and no national legis- 
lation can cure this. Regulation 
by national or other legislation 
might cure some unfair competi- 
tive evils, but it still would not 
leave the net profit at home where 
it belongs. I recently went into 
a very fine independent grocery 
store in a Florida city with the 
chairman of our organization 
there, and he introduced me to the 
proprietor. The store occupied 
a quarter of a block, was well 
lighted, goods well displayed, 
clerks wearing clean aprons, tele- 
phones ringing, and there was a 
bustle of activity.» I said: ‘Mr. 
Jones, you have a very attractive 
store. He thanked me. I said: 
‘Business seems to be good.’ He 
rubbed his hands, smiled, and 
said: ‘Yes, Mr. Smith, we are 
doing a nice volume.’ I said, 
‘Well, Mr. Jones, are you making 
any money?’ He said: ‘Huh?’ 
I repeated my question. He said, 
‘Why, Mr. Smith, I have just 
barely made a living for myself 
and my clerks for the last four 
years. We can get the volume, 
but they won’t let us make any 
money.’ 

“The truth of the business is 
that many other states are watch- 
ing every step that we take with a 
view of introducing the Florida 
Recovery Act in their own legis- 


latures, just as soon as we have 
passed it in ours, and at their re- 
quest we have assisted the mer- 
chants in Georgia, Carolina and 
Tennessee, to set up organizations 
similar to ours for the same pur- 
pose. 

“Our association will hold its 
annual meeting in Ocala on Jan- 
uary 21 to elect officers, but prin- 
cipally to make plans and perfect 
the political set-up to pass our 
bill when our legislature convenes 
on the 5th day of April, 1937. 
Merchants will be there from 
every nook and corner of the 
state.” 

If you have found this subject 
interesting I suggest that you 
write to Mr. Smith not only for 
“The Forgotten Man” and “Out- 
lawry of Chain Stores” but also 
for the pamphlet “The Next Great 
National Issue—Chain Store vs. 
Independent Distribution,” an ad- 
dress delivered by Wogsalg Mot 
before the annual meeting of the 
North Carolina Merchants Assn. 
This pamphlet is full of very in- 
teresting and I may say startling 
facts in connection with chain store 
distribution. Mr. Mot has gone 
into the subject very thoroughly 
and his booklet should be used as 
a reference book by anyone in- 
terested in the great battle that is 
now in progress between chain 
stores and independent distribu- 
tors. 

Another interesting circular that 
may be obtained from Mr. Smith 
is “What About Chain Stores?” 
by Milton M. Gair, of Gair’s, Inc., 
Redlands, Calif., reprinted from 
the July issue of “ATTIRE for 
Men.” This circular, while not as 
full of statistics as Mr. Mot’s, is 
well worth reading. I believe Mr. 
Mot’s pamphlet would be espe- 
cially valuable for secretaries of 
associations who wish to put facts 
and figures in the hands of inde- 
pendent dealers in all lines. 


Fishing Tackle 


The 1937 Horrocks-Ibbotson fishing 
tackle booklet contains, in the first sec- 
tion, a story written by the well-known 
fisherman and writer, Zane Grey. It 
also shows the different Hexi-Super cane 
rods, Horrocks-Ibbotson rods, salt water 


reels, fly reels, lines, bait, and acces- 
sories. Horrocks-Ibbotson Co., Utica, 
ae 2 
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PRUNING SAW PROFIT-MAKERS 


(THESE are the Pruning Saws that get the call from 
every user who knows VALUE! Made from the finest 
saw steel—Qhlen-Bishop Special Analysis—and_beauti- 
fully finished. Their design is perfected for PER- 


FORMANCE. 









OHLEN- 
BISHOP 
No. 99-N 


“Tree Surgeon’s Saw.” High speed, skew back. Fine and lightning 

style teeth combined. Blade of SPECIAL ANALYSIS STEEL, handle 

ef unusual strength because of dowel pin 

through grip. RETAIL PRICE, EACH, 

$4.00. YOUR COST, DOZEN, 

$29.50. 
OHLEN- 
BISHOP 


No. 34—16” 


Best all-purpose saw made. 
Swivel blade mekes sawing at any angle easy. 
Steel. Handle of selected hardwood with roomy hand hole. 
PRICE, EACH, $2.20. 


Sell the PROFIT LINE of Quality Saws. 


—ORDER FROM 
YOUR JOBBER TODAY 


‘HLEN-BISHOP CO. 


i? COLUMBUS, OHIO 
of 1852 


Manufacturers 





Sturdy construction permits hard usage. 
Blade of blued Swedish 
RETAIL 
YOUR COST, DOZEN, $16.45. 


The '\ 
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We build Azad, 
PAINT DEPARTMENTS 





RE you making as much money as you should from your paint 
department?... Are you interested ina 
more profitable proposition? 


We don’t believe you are... 





al F wnbes 


STANDARD 


Ll dustri 


ints, 8 
Manufacturert of ective — BURG ull 
a aa - De 
Factory &> 4A ton 
Warehouse 
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Another Reason Why . . 
It’s a “CHICAGQ” Year 


Exclusive Features — Fine Quality Make 
Them First Choice of All 


oryINGee ee 


Roller Skates 


No other Roller Skate can claim 
*“*CHICAGO’S”’ TRIPLE-TREAD 
“TRIPLE-WARE” Steel Wheel features, 
because these wheels are fully protected 
by patents . . . they have 3 LIVES. 


Write for STORE TRAFFIC PLAN 
and Complete Price Range 


CHICAGO ROLLER SKATE COMPANY 


World’s Createst Roller Skates for Over 36 years 
4456 W. Lake St. CHICAGO, ILL. 


Figure CATALOG COSTS 


by Any Standards You Please... 


..When all is said and done, you'll 
be money ahead by letting NORTH 
AMERICAN design, compile and 
produce your book complete. Profit 
by, the time-tested experience of 
leading Hardware Jobbers. . . Turn 
over your catalog 
worries to “North 
American” specialists. 
You'll save time, money 
and get a better book. 





This Wheel 
has 3 Lives 































Specimen copies of 
North - American- 
built Catalogs sent 
upon request. 






The NORTH AMERICAN Press 


Hardware Catalog Specialists 
728 N. Seventh St. Milwaukee, Wis. 





$1 

















WICKWIRE 
NETTINGS 


is made from open hearth, copper 
bearing steel, drawn in our own mills 
where methods of weaving and the 
amount of galvanizing are according 
to definite and proven uniform quality 
standards. No material or operation 
is ever skimped. 

That’s why Wickwire nettings are 
tough but never brittle, why they 
resist rust whether exposed or buried, 
why they unroll flat, hang straight, 
stay tight without extra supports. 
These factors of uniformity mean re- 
peat business, turnover and profit 
from— 


HEX POULTRY NETTING 


all meshes in widths up to 72"' of 150 
lineal feet bales. 


NET-WICK 


A straight line poultry perfected fence 
with a combination of mesh and 
gauge wire that makes a perfect poul- 


try fence. 
HEN-CHICK 


A combination mesh all purpose poul- 
try fence for all sizes of poultry. 


Galvanized either before or 
after weaving. 


Your jobber will supply you. 





WICKWIRE 


BROTHERS 


Bee emai | 

















The Crossroads 
Merchant 


N this age of hustle and bustle 

—this age of worship of gigan- 
tic corporations, and enormous 
wealth, many of us are inclined to 
lose sight of the small merchant of 
limited means. We have become so 
obsessed with the importance of size 
and numbers that the small mer- 
chant at the Crossroads has suf- 
fered while the large organization 
of City Streets has been favored. 
Discrimination? Can any one truly 
answer in the negative? 

In trying to defend the dual poli- 
cies of distribution, profitable and 
unprofitable (the latter often being 
mass distribution), one naturally 
drew the conclusion that certain 


manufacturers regarded Mr. Cross- ' 


roads Merchant as being too small 
to justify any economic considera- 
tion. In the eyes of some manufac- 
turers, the scanty population served 
by Mr. Crossroads Merchant is too 
small to warrant recognition. Even 
Mr. Merchant’s place in his rural 
community is not encouraged. Per- 
haps our false standard of values 
may change. Perhaps some act of 
service, particularly in an emer- 
gency, may again enable us to 
properly evaluate Mr. Merchant. 
Such has been my case. 

While driving my car in Maine 
recently, a sudden sleet storm found 
me unable to use my electric fan 
for defrosting purposes because of 
a missing screw. With icy roads 
underneath me, an ice covered wind- 
shield before me, comfort and 
safety were now behind me. So 
were the large towns and cities. My 
only hope was that I could manage 
to reach the next village without 
skidding into a car in the opposite 
direction, skidding into a guard rail, 
or going over an embankment. Such 
experiences are often expensive as 
well as unforgettable. I did finally 
manage to reach a village where Mr. 
Crossroads Merchant, a hardware 
dealer, sold me a screw for “only a 
copper.” It was “only a copper” 
sale with him. To me, it was like 
making a cripple whole again. It 
was the same spirit of service the 
country doctor renders during an 
epidemic. It again gave me visibil- 
ity—when I had temporarily been 
deprived of it. 

And out of this experience was 
born the respect and appreciation 
for that service which Mr. Cross- 
roads Merchant sold for “only a 
copper.” 

Biding his time—waiting his day 
Wealth no object—service his pay. 





“ROTABIN” 
ROTATING NAIL BINS 


No. 445 WITH SCALES 
(Upright type) 


Are your customers satisfied? 





Do they get real service? 


Everyone that enters your establish- 
ment is a user of nails. Installing 
“ROTABIN” will assist you in secur- 
ing profitable business. ‘“ROTABIN” 
ords open display, economy of space, 
convenience, accessibility, saving of 
time, steps, nails and money. Enables 
you to give splendid comma “speed up 
sales on nails and Sy other large 
profit items. “ROTABIN’”’ has many 
exclusive features, offers splendid -~ 
= and opportunities. Send for 
‘older. 


THE FRICK-GALLAGHER MFG. CO. 
WELLSTON OHIO 




















THEY PULL—CLINCH—HOLD 





Cadmium Plated—2 Sizes 


SKOTCH FASTENERS 


BEST FOR MAKING ALL 
TYPES OF WOOD JOINTS 


Screens Furniture Toys 
Signs Scenery Boxes 
Glued Joints Repairs 


Manufactured by 
SUPERIOR FASTENER CORP. 
6405 Northwest Hy. 

Chicago, Ill. 


Distr. East of 
Mississippi River 


THOMAS PRODUCTS CO. 
15465 Indiana Av. 
DETROIT 
MICH. 
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SURE-GRIP 


HOSE CLAMPS 


Will Hold 
Any 
Pressure 
the Hose 
Will 
Stand 





More than 100 sizes to fit every hose—water, 
steam, air, automobile, etc. Sure-Grips tighten 
to a true circle. No raw edges to corrode 
because the nut bolt and clamp are galvanized 
separately after all machining is finished. 


Here is a dependable and profit-making line. 
Ask your jobber or write us for prices. 


J. R. CLANCY, Inc. 
Syracuse, N. Y. 
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Here is a coping saw 
blade that you can 
sell your customers 
which has all the fea- 





tures now lacking in Universal 
other blades. A blade Holding 
that has the selling evice 


points to give you a 

volume turn - over 

business. Guaranteed to give com- 

plete customer satisfaction and as- 

sure you a steady repeat business. 

The features listed here will convince 

you why the Trojan Coping Saw is 

now leading the field. 

@ Patented end loops for stronger 
construction (fits all coping saw 
frames). No pins to tear out. 

@ No pin -hole—no extra metal to 
support it—permits narrower blade 
for greater flexibility in operation. 

@ Tooth range (15 to 32 teeth to an 
inch). A tooth range for every 
kind of material. 

@ Special analysis steel, oil hardened, 
tempered filed and set to rigid 
specifications, 

@ Rounded back to permit closer 
turning without twisting or snap- 
ping blade. 

@ Teeth retain their edge longer due 
to a special treating process. 


@ Full line for cutting Wood, Metal, 
Plastics or bone of any texture or 
thickness. 


Write us direct if your jobber does not 
handle our product. 


Ackermann Steffan & Co. 
4509 Palmer St., CHICAGO, U.S.A. 
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They Sell 100 
Saddles a Year 


ECENTLY a fox-hunting en- 

thusiast rode 147 miles to 
inspect the stock of saddles carried 
by Herman Schmidt & Company, 
Palestine, Texas. Before he left the 
store he gave his order for saddles 
to the amount of $450. 

Having a wide reputation as sad- 
dle merchants has contributed mate- 
rially to this pioneer hardware firm’s 
saddle sales, amounting to approx- 
imately 100 units a year, according 
to Herman Schmidt, owner of the 
company. This reputation has been 
gained through members of the 
firms knowing saddles, riding and 
riders. 

Both Mr. Schmidt and his son, 
Herman Schmidt, Jr. own saddle 
horses. Their stable at their farm 
on the outskirts of Palestine is some- 
thing of a showplace and a popular 
rendezvous of horse-lovers. They 
ride almost daily, weather permit- 
ting. Horses and riding are the 
senior Schmidts chief hobby. 

“My father knows a lot of horse 
owners, through his acquaintances 
made as a result of his hobby,” Mr. 
Schmidt, Jr., explains. “He likes 
horses and riding and likes to talk 
about them. Naturally he has 
learned a lot about saddles, too; 
and this knowledge helps him a 
great deal in keeping up our stock. 
He not only knows saddles but he 
has learned, through his contacts 
with other horsemen, what the pres- 
ent-day riders like in saddles. He 
contemplates their wants and has 
the stock ready for them when they 
come in.” 

The company’s stock has a price 
range from $25 to $125, with an 
occasional special order running 
well above the usual top stock 
figure. 

Saddles occupy a prominent posi- 
tion on the main floor of the Schmidt 
store. Besides displaying a wide 
range of styles and prices in saddles. 
the store has a “horse” in the depart- 
ment, where any saddle may be tried 
out by a prospective customer. This 
trial gives him not only a better idea 
of how the saddle will look on a 
mount but gives him an opportunity 
to get the “feel” of it. 

Fox hunting is becoming increas- 
ingly popular in that section of East 
Texas; and the Schmidts sell saddles 
to. fox hunters by making their ac- 
quaintance and obtaining names of 
nearby fox-hunting clubs and eir- 
cularizing these names periodically 
with saddle literature. Recently a 









Here’s a proved 
fast selling 
profit maker. 
Sales have in- 
creased 200% 
and more every 
year for the 
past three 
years. It’sthe.. 


MOVABLE INDOOR-OUTDOOR 
HOSE CONNECTION 


SHOWER 





‘ ial 
TTRACTIVE and durable. 


Beautifully nickeled on 
brass. Sells on sight. No 
bothersome installation. Just 
attach to hose and hang-up — 
indoors or outdoors — by pa- 
tented self-adjusting bracket, 
as furnished. 
\ Retail price 
$1.00 with lib- 
eral dealer profit. 
Ask your jobber 
or write to us. 
Backed by real 
advertising pro- 
gram and plenty 
of sales promo- 
tion material. 


The Schaible Foundry & 


Brass Works Company 


2000 Summer Street 
CINCINNATI, OHIO 
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TURNOVER 
CHAMPIONS 


Coast to Coast selli ne, 
they are first of all 3 ALITY naa 
Keep ample stocks always. 


DAZEY De Luxe 
Formerly SPEEDO 
America’s best value in 

oan openers. Guaran' 
for 5 years—built to last 
a lifetime. 

*$1.69 RETAIL 


DAZEY Senior 
Avalue second only to masey 
DeLuxe. Rapidly growing i 
popularity everywhere. 

*$1.39 RETAIL 


DAZEY Junior 
King of lower priced can 
openers. An amazingly dur- 









able and Goes article. 
c RETAIL 





DAZEY Speedo 
SUPER JUICER 


An = efficient 









juice oranges, | , 

small grapefruit. Striking |“ Minimum 

appearance. Gets more }fretail 

juice easier. Automati- | prices — 

eally strains out seeds slightly 

and pith. higher west 
$1.75 RETAIL - tion 


DAZEY Sharpit 
Patented twin wheels 
make skill unnecessary | 
for sharpening any | 
. A Godsend 
in any kitchen. 

$1.50 RETAIL 


DAZEY CHURN & MFG. CO. “3. warne Fm 





Dealer ..... SATISFIED! 
Customer . . . SATISFIED! 
With The .. . 





RENTAL FLOOR SANDER 


Reid-Way ‘‘8"’ is no ordinary 
EXCLUSIVE features, 


The new 
rental floor sander. 
such as NO GEARS, BELTS, PULLEYS, or 
CHAINS, and ONLY ONE MOVING PART, 
eliminate trouble and repair expense. Pow 
erful and speedy, it satisfies dealer demand 
for a rental sander that gives continuous, 
profitable service without maintenance cost. 
Reid-Way ‘‘S8’’ satisfies customers because 


it is light; easily handled; does fast, extra 
fine work. Only Reid-Way works directly 
up to Quarter-Round on EITHER SIDE of 


the machine. For real rental profits, use 
the Reid-Way “‘S"’. Write for full details. 


Guaranteed for one year 


The Reid-Way Corp. 


2942 First Ave. S.E., Cedar Rapids, lowa 
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fox hunter living in a city with two 
prominent saddle factories came to 
Palestine and bought a $125 saddle 
from the Schmidt store, because he 
had heard that the establishment 
had a wide selection of saddles and 
because he found one that exactly 
suited him. 

This firm has done a satisfactory 
saddle business almost from the 
start of the business nearly half a 
century ago; but until the advent 
of the automobile, the saddle volume 


was to an entirely different type of 
customer as compared to the present 
buyers. By keeping the stock a 
little ahead of the trend, the com- 
pany has been able to increase its 
saddle business in recent years, 
rather than suffer what would have 
been a normal loss, because it has 
fitted the stock to the new type of 
rider—the modern sportsman and 
hobbyist. It is the best type of 
saddle business the firm has ever 


had. 











Builds Big Business on Quality Lock 


B* stocking and handling only 
quality locks, parts and key 
blanks and supplying only genuine 
parts for replacement, Roland E. 
Loop, locksmith distributor, Los 
Angels, Calif., has built a big busi- 
ness—and a profitable one. “Many 
pages could be written,” he says, 
“regarding failures due to the sell- 
ing of cheap merchandise. In re- 
placing parts, we always supply the 
original. Imitation parts are never 
just as good even if they should fit. 
This policy should apply to all retail 
hardware businesses, whether it be 
locks, key blanks, washing machines 
or automobile parts.” 

Mr. Loop’s organization gives its 
customers what they want or some- 
thing better, but “not something 
just as good” for as Mr: Loop says, 
“We fill orders complete. If we are 
out of stock on an item, we get it. 
We fill and ship every order the 
same day we receive it, as tomorrow 
may not arrive. Every order or sale 
might not be profitable in itself but 
with the above services rendered, we 
find it figures out on the right side 
of the ledger at the end of the year.” 
Such a policy, he declares, gives a 
store “a list of satisfied customers 
who will always call on your store 
first for whatever their requirements 
may be.” 


Quoting a world famed _philoso- 
pher to whom the statement has 
been attributed, “If a man can write 
a better book, preach a_ better 
sermon, or make a better mouse- 
trap, than his neighbor, though he 
builds his house in the woods, the 
world will make a beaten path to his 
door” Mr. Loop says, “translated 
into the hardware language one 
might say, ‘Carry quality lines and 
you will be well repaid.’ ” 

Roland E. Loop is an exclusive 
wholesale distributor of genuine 
locks and parts and his business 
policy is to help locksmiths secure 
genuine parts for all locks and to 
supply them with genuine key 
blanks. Known over a large part ot 
California, he maintains an unusu- 
ally attractive and modern show- 
room. Housed in a neat building. 
which belongs to Mr. Loop, the 
showroom has one large display 
window, centered between the store 
entrance and the driveway. On the 
front of the building in big letters 
are the words, “Locks & Keys” with 
a huge figure of a “key.” The win- 
dow emphasizes that Mr. Loop is 
a distributor of “Genuine Key 
Blanks.” 

The display room is neatly ar- 
ranged, with packaged items care- 
fully and neatly stacked and only 
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MACHINE = 
SCREWS | 


Uniformly made to recognized 
standards. Accurate threads. Clean 
broached slots of proper width and 

depth. 


In addition Corbin manufactures a full | 
line of Wcod and Lag Screws. Ma- 
chine Screw Nuts. Can and Set 


Nuts. Chain and Escutcheon Pins. 


Screws. Stove Bolts. Semi-finished } 4 that’ll sell on sight at from $1.00 to $1.75. Has 
| 


SPECIFY CORBIN 


is 03 O10) 59=3 0-103 -420'' O10) -2 20) -7-UUle) | 


THE AMERICAN HARDWARE CORPORATION, SUCCESSOR 
NEW BRITAIN, CONN. 
Warehouses: New York * Chicago : Philadelphia 


SEAL-PAKTondSEAL-KRAFT 
ROSE BUSHES 


Bring Added Profits and Sales 
SEAL-PAKT 


A new and revolutionary type of package | 
for Rose Bushes and other plants. Recog- | 
nized as the best package yet developed to | 
protect a plant during the period from the | 
time it leaves the nursery until it reaches | 
your customer, 


SEAL-KRAFT 


The original, wax-coated, wrapped 
Rose Bush the standard package 
used by us in the past. Keeps plants 





in excellent condition while on your 
counter. 


THESE PACKAGES ARE ABSO- 
LUTELY CLEAN. NO WATERING 
REQUIRED. EASY TO HANDLE. 





Write for information 
on a new and complete 
Nursery Service 





SEAL-KRAFT | 
U. S. Patent | 
1894506 


SEALPART C.E. WILSON &CO., INC. = “ened 


} Patent 
U. S. Patent ss 2 
1988886 Manchester, Conn. 328017 
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4 Go To Town With 





These Premax Rods 


Always the best sellers, PREMAX rings the 
bell on competition for 1937 with FIF- 
TEEN NEW NUMBERS, including a brand 


new low cost rod with 


Detachable Offset Handle 


a new positive reel locking clamp that can’t slip— 
and the blade stays solid in the handle regardless 
of strain. Take your choice of Cadmium or the 
new 


Brown Oxidized Finish 
which most dealers seem to prefer because of its 


distinctive eye appeal. 


Send For Prices and Sample 
Get the special bulletin describing the new 
Premax Solid Steel Rods and Prices. 


-—7PREMAX SALES DIVISION 


$ Chisholm-Ryder Company, Ine. 
P41 3801 Highland Ave., Niagara Falls, N. Y. 




























Good Will from Sandpaper? 
YES! 


So simple a product as sandpaper can be 
better made. JEWEL is! 

By stocking and pushing JEWEL flint 
papers and emery ¢loths you can speed up 
turnover in costlier items—for pleased cus- 
tomers will think of you when they think of 
quality merchandise. 





Fast cutting, long wearing and WELL 
PACKAGED, JEWEL Abrasive Papers help 
cash registers “tinkle”! Abrasive Products, 
Inc., South Braintree, Mass. 


FS 
i 


ABRASIVE § 
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NOW — 
urpee s 
RED-LIST tor 1937 


Containing Wholesale 
Prices for Seed Dealers 


on Burpee’s Flower and 


Vegetable Seeds 


Burpee’s seeds are famous the 
world over. They are origi- 


nated and grown on Burpee’s 
Floradale Farms in California. 
Years of the most careful breed- 
ing and selecting go into their 
development. It will pay you to 
sell Burpee’s vegetable and 
flower seeds, for they bring 
steady repeat sales and make 
satisfied customers. All Burpee 
seeds are listed in Burpee’s Red 
List for Seed Dealers, with 
wholesale prices. Write for 
your copy today. 


W. ATLEE BURPEE CO. 


Seed Growers 


PHILADELPHIA 





RE TS, 
Repairs 
Cracked and ’ 
Burned-out 
Firepots @ 


without new 
castings 


FIRELINE 


for STOVES, RANGES, FURNACES 


Not a fire cement or ‘‘smear-on’’ makeshift, but a 
true refractory material as used in high tempera- 
ture industrial ovens. Molded to any thickness on 
walls of firebox in a few minutes, a regular fire 
will “‘set’’ it into a non-cracking, gas-tight lining. 
Ends need for new castings, losses thru obsoles- 
cence, delays and heatless days. Makes fires burn 
hotter—eliminates smoke and soot, reduces ashes, 
PAYS FOR ITSELF IN FUEL SAVING. Put it 
in every firepot—protects castings indefinitely. 


2% lb. 5S lb. 10 Ib. 





Comes 
moist, plas- 


tic, ready to Gl Ee _ 
apply 

Everybody FIRELIN 
needs it; 

everybody STOVE & FURNACE LININ 


wants it. It 
has taken 
the country 
by storm. 





Fireline Furnace & Stove Lining Co. 
1859-A Clay Street, Chicago 

Send full information: prices, discounts, sales 
helps and FREE Sample can of FIRELINE. 
0 OE OTT ET ETT LF E Tee ' 
GU. dncddcnes se SOT Se eee eee ' 


SAMPLE CAN FREE 








items which lend themselves par- 
ticularly to display in glass cases 
are shown in that manner. Toward 
the rear of the display room are 
swinging display panels for the 
showing of auto handles, key blanks 
and a variety of locks. The entire 
display room is neat and orderly en- 
abling prompt and efficient service. 

An important executive of one of 
the companies whose lines are han- 





dled by the Loop organization says 
that Mr. Loop “has what in my esti- 
mation is one of the most outstand- 
ing locksmithing establishments in 
the United States. He started in 
with nothing only a few years ago, 
and has now reached a point where 
he owns his own building, and is 
known pretty well all over the State 
of California, at least from San 
Francisco south.” 


You Can Defeat Price-Cutting 


OU can lick price cutting and 

stop the selling of non-profit- 

able items in your neighbor- 
hood right in your own store by 
selling customers the brands of 
merchandise on which you make a 
profit. And no matter where your 
store is located you should be inter- 
ested in just one thing—making all 
the money you honestly can. 

As an example of selling a profit- 
maker, take a metal polish of which 
there are hundreds of brands. Many 
of them are widely asked for as the 
advertising campaigns behind them 
have “put them over.” The brand 
on which you make money may sel- 
dom be asked for but you can make 
it a best seller in your store. When 
a customer asks for a polish by 
name—a polish on which you do not 
make money—show her that brand 
at once but also show her one which 
you know to be good and one on 
which you make a profit. Say to 
her: “If you would care to pay a 
few cents more take this polish. It 
costs only a few pennies more, but 


the manufacturer is behind it and 
I am behind it. If this polish is not 
satisfactory I will refund your 
money or you can buy another 
polish.” 

Such selling is not high pressure 
selling but is proof of your courage 
and proof of your interest in every 
sale made to every customer. The 
idea of selling a profit-maker, no 
matter what the line is, if carried 
out by you and your clerks on one 
item after another will bring enough 
of your lines into the profit pro- 
ducing class to insure your success. 
Further this plan will destroy price 
cutting in your store and it will take 
your time and your sales effort off 
the items that are being sold at cut 
prices. 

Put your effort toward making all 
the money you honestly can instead 
of paying all of your attention to 
quick turnover and selling as many 
customers per day as you can. It 
takes courage to start this plan but 
it is your profits which pay your 
rent and build your business. 
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sj THIS TORCH 
TURNS “HEAT” 


on SALES! 


Greatly improved 
over last season 
this Turner Blow- 
torch is a better, 
faster seller. Big 
bronze “All Weather” burner and cast 
drip cup give it PERFORMANCE 
that backs up its sales appeal. Ask 
your jobber to show you a Number 150 
—then get in your order without delay. 


IS YOUR NAME ON OUR MAILING LIST? 


(JHE TURNER BRassWORKS ) 


400 Park Ave., Sycamore, Ill., U. S. A. 
Plumbers’ and Tinners’ Fire Pots, Camp Stoves, Gasoline Lanterns, Lamps, etc. 
ot eh IRIE eG RRR A LE ATT SS 8 









No. 150 
List Price . . . $4.00 













Pardon me for butting in: I’m looking 
for some additional lines to represent. 
Know where | can find any good 
ones? 














Certainly! You'll find many good 
accounts advertising under the 
heading of “Sales Representatives 
Wanted” in the Classified Sec- 
tion of HARDWARE AGE. Read 
the ads in every issue and you 
will be reasonably sure to find 
the kind of a line you want. 














STAR ® BRAND 


COPPER RIVETS AND BURS| 


Sell the line 


everyone is sold on! 


Star Brand Copper Rivets and 
Burs are instantly recognized by 
all buyers as the finest. 


The line is complete in styles and 
sizes—accurate—uniformly high 
in quality. 


Sold through Jobbers 


Have you our latesf 


al ex catalog and price 


Px list? Write today. 
te 


eS & _JOHNSON CO. Est. 1849 
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CONNECTICUT 


























Gift Shop, 
Variety and 
Department 
Store has been 
waiting for this 
peucil to mark 


0" Cellophane packages 


Custom , rs 7eed 
this a LLORTIANE 
ge Pencil 


Os.ack Oreo Oswe COcreen 
Name 
Address 
City State 
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KEY BLANKS 


OF EVERY DESCRIPTION 


‘ 





Catalogue on Request 


GRAHAM MFG. CO. 


Dept. W. 
Derby, oon, U.S. A. 








Chicago Rawhide and Indian Tan, 





Better Laces— 












flexible, tough, dura- 
ble—that retain their 
fibre strength and toughness 
—Specially tanned without 
lime, acids or injurious 
chemicals. Uniform thick- 


ness, accurate widths. 
Proof -tested for strength. 
Each dozen pair in a 
Counter Display Box. 
They sell themselves; 
build repeat business. 
‘rite for 
_ Price Circular 
Chicago Rawhide Mfg. Co. 
1285 Elston Ave., Chicago, U.S.A. 








The Original 
“HORSESHOE MAGNET" 
HAMMERS 


Steel Forgings, Perma- 
nent Magnets. The best 
magnet hammers on the 
market. Give long and 
satisfactory service. The 
Hammer holds the tack. 


ARTHUR R. ROBERTSON 


Sele Manufacturer 
596 Atlantic Ave., Boston, 


DENISTON 














‘Lead Seal” NAILS 


Get samples of this remarkable roofing nail 
which makes any kind of roofing give better service. 
Smart dealers everywhere sell it as a profit- maker 
and good will builder. Note the famous ‘‘Lead 
Seal'’—the lead under the head and down the 
shank actually plugs the nail hole with lead! .. . 
Ask your jobber or write us for samples and dem- 
onstrator blocks. 


The DENISTON Company 
4840 S$. Western Ave. CHICAGO, ILL. 


TREEKOTE 


PRUNING 
COMPOUND 


Possesses all the catgnttas 
elements necessary in 
preparation to properly pre- 
tect pruning wounds. May 
be used for grafting. Is 
applied cold and checks 
weathering and prevents 
growth-of bacteria. Not af- 
fected by heat or cold after 
applied. Easy and co- 
nomical to us. 

Write for Prices 


Walter E. Clark & Son 
Milford - Box 10 - Conn. 














PACKAGED TO FIT THE 





ss, CUSTOMER'S NEEDS 





mm The small handy size tins of 
GARDINER Repair-All Solder 
Nd @ (Acid Core) make it _ pepater for 
A home use. Farmer Garages, 
—— and other large users 

> 20- 

pools. The uniform high quality of GARDINER 
ae 1) is part of package. Your jobber can 
omy ye Also makers of bar and solid wire solders and 














Profit-Sharing As Stabilizer 
of Labor Relations Is Rising 


By MORGAN FARRELL 


Director, Chilton Bureau of Economic Research 


HERE are many good reasons 

for believing that an epoch in 

business progress has been 
closed and a new one opened. How- 
ever unpalatable it may be, it is just 
good sense to recognize that the 
trend of the times is to lay down by 
law, rules and regulations for busi- 
ness, which business should have 
laid down for itself. And the re- 
sults are much less satisfactory. 

Wise business leaders saw this 
coming, put their own houses in 
order, practiced what they preached. 
But their voices were of those cry- 
ing in the wilderness. The great 
majority either could not or would 
not read the signs. So now we have 
social security, hours and pay, un- 
divided profits, prices, business 
finance, labor difficulties, all regu- 
lated by Federal law. It will work 
out in the end; our good sense as 
a people will see to that. 

There is one notion, now crystal- 
lizing in the minds of the masses of 
people, here as well as abroad, and 
that it that those who do the actual 
work of making, selling, handling 
and recording—in other words, the 
wage-earners—are entitled to a 
more proportionate share in the 
profits they help to produce, and not 
merely a flat rate of pay in good 
times and a lay-off in bad. 

This is a subject to which the 
captains of business and industry 
had been giving considerable atten- 
tion before the slump. Today they 
are reviving or strengthening the 
plans for employee participation in 
earnings they had then inaugurated. 
They have found that their plans 
have produced results in increased 
employee earnings for, and loyalty 
toward, the company. 

Apart form that desirable result, 
there are three other good reasons 
for adopting some plan for sharing 
profits with employees which apply 
to almost any kind of business, 
large or small. One is that it is 
better to make a separate and dis- 
tinct addition to employees’ compen- 
sation in prosperous days rather 
than to increase pay, which will have 
to be cut when prosperity passes. 

Another reason is that most em- 
ployers would prefer to have their 
working force receive part of the 
net earnings rather than to pay it 
out in taxes on surplus. A third is 
that the just employer feels that 


his faithful workers are entitled to 
a share and that, if all others would 
follow his example, America’s ca- 
pacity to consume his goods would 
be greatly increased. 

Profit-sharing plans, now in suc- 
cessful operation, are either straight 
bonuses or cash payments, shares of 
stock or their equivalent, and rising 
and falling pay according to com- 
pany earnings. 

Thus, Allis-Chalmers declares, 
this year, a bonus of 3 per cent of 
the employees’ earnings, from March 
1 to Dec. 12, 1936. Chrysler has 
declared two bonuses this year, one 
in February and one in July, setting 
aside a total of $4,000,000 for the 
purpose. Eastman Kodak calls it a 
wage dividend and makes it propor- 
tional to common stock dividends in 
excess of $3.50 a share. 

General Electric, after paying 8 
per cent dividends to holders of com- 
mon stock, divide 124% per cent of 
what is left over among the em- 
ployees. Westinghouse raises and 
lowers pay in proportion to company 
earnings. Package Machinery is- 
sues a warrant for the income on 
two shares of common stock a year 
plus insurance to each employee. 

Of course, these are industrial 
concerns, whose labor turnover is 
small and whose processes are fair- 
ly uniform. Probably similar plans 
could be applied to department 
stores, with equally satisfactory re- 
sults—but of this another time. The 
immediate point is that profit-shar- 
ing as a means of stabilizing labor 
is on the way. Far-sighted execu- 
tives in our field may well give it 
present consideration. 


Hand-ee Catalog 


A new 32-page illustrated booklet 
has recently been issued on the Hand-ee 
Grinder, “the tegl of 1001 uses.” The 
booklet pictorially presents and de- 
scribes the various applications of this 
grinder, which is made in the Standard, 
Hi-Power and DeLuxe models. Fea- 
tured in the catalog is the Ultra De- 
Luxe assortment, which includes the 
DeLuxe Hand-ee and a variety of popu- 
lar accessories packed in a steel carry- 
ing case and retailing at $25.00. The 
rear portions of the booklet ‘are devoted 
to the various accessories, their speci- 
fications and price lists. Chicago Wheel 
& Mfg. Co., 1101 W. Monroe St., 
Chicago. 
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ONLY A 
BRUSH THAT 


IS TRADE MARKED 


RUBBERSET 


(TRADE MARK) 


IS A GENUINE 
RUBBERSET 
BRUSH 


=aac}(x¢bed FLAG THEM WITH 
el COLORTOPS 


An assortment of COLORTOPS never fails 

= to “"flag'’ customers. Once ‘‘flagged"’ 

they're stopped. That's the answer to 

"area sales on other electrical needs 
also. 


ALL COLORED 





M'KINNEY 


MANUFACTURING CO. PITTSBURGH,PA. 


PREFERRED FROM COAST TO COAST, 
_ A PROFITABLE LINE FOR YOU 











PORCELAIN ENAMEL 
INSTITUTE, Inc. 


612 NORTH MICHIGAN 
AVENUE e CHICAGO 





Please send me, abso- i 
lutely free, a copy of | 


your new, easy-read- 
ing, profusely _illus- I 
trated sales manual ] 
on Porcelain Enamel. 












EYE-APPEALING 
SALES-GETTING 





COLORTOPS are loaded with PLUS l 
VALUES that SELL and SATISFY. 
Name .% 
Ask your Jobber salesman for 
TRICO COLORTOPS. 
Firm : I 
TRICO FUSE MFG. CO. | 
MILWAUKEE Dept. H WISCONSIN Address 















STOP—READ-and ADVERTISE! 


Just as this ad. arrested your attention, so will a 
Classified Ad. in Hardware Age arrest the attention 
of the “CLASS” you desire to reach. That is why 


those in the Hardware trade 


Ue the “Classified Section” of Hardware Age 


to reach Hardware Manufacturers, Manufacturers’ Agents, Jobbers, Job- 
bers’ Salesmen, Retailers and Retail Salesmen. But Hardware Age does 
more than REACH these classes—it secures RESULTS for its advertisers. 
That is why we stopped you long enough to read this ad. and tell you that 
your copy, with remittance, must reach us at least thirteen days before 
publication to insure insertion in the “Classified Section”. It’s up to you. 


HARDWARE AGE 
Classified Opportunities Dept. 
239 West 39th Street (A Chilton Publication) New York,N. Y. 
A.B.C. — Charter Member — A.B.P. Ine. 
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CL IPPE LAY 


MOUNTED ON THIS 





“SALESMAN” 


play holds 
35¢ ea. Good 


log price sheet. 





ANSONIA, CONN. 


Colorful fast-selling 
doz. clippers @ 
your jobber. Send for eata- 


The H. C. COOK CO. 





FIRE EXTINGU:.SHERS 
Chemical Recharges 
Rubber Boots 
Milking Machine Rubber Parts 
Rubber Gloves - Oiled Clothing 
oO 
Large Stocks - Low Prices - Small Orders ‘‘0.K.” 


M. L. SNYDER & SON 








St. Louls PHILADELPHIA Los Angeles 


Seattle 1815-75 E. YORK ST. san Franeiseo 








TROWBRIDGE 


GRAFTING -WAX 





1 and % Ib. shelf iache packages. 
PROFITABLE SELL ye *y READY MAR 


WALTER E CLARK & SON 
Milford 





The leading hand or brush wax for grafting and 
after a of all fruit, ornamental trees, shrubs 


one 
ing side- — since 1850. Put up in convenient 





Box 10 Conn. 








by more than 
a million travelers 


No wonder the Benjamin Franklin 
has been approved by more than 
a million visitors to Philadelphia! 
Experienced travelers like its mod- 
ern service and comfort. They ap- 
preciate its convenient location. 
And their budgets approve the rates 
which make it the 
big hotel value 
in Philadelphia. 
1200 rooms and 
baths from $3.50. 


THE 
BENJAMIN 
FRANKLIN 


SAMUEL EARLEY, Managing Director 


Philadelphia 





Complete fa- 
cilities for 
meetings, 
from small 
groups to 
conventions. 























ee 
- inn 


The panel model cars in the fleet above are used by Pettee’s, Oklahoma City, 
Okla., for regular city deliveries. The small pick-up is used at the firm’s store 
No. 2, which is the farmer and dairy store. The coupes are for the use of sales- 
men in making outside contacts covering the sporting goods, construction, hotel- 


ware, and industrial trade departments. 


On occasions they are also used for 


general purposes. 





When You Cut the 
Price 


Consider carefully what a price cut 
means. Assuming an anticipated profit 
of 25 per cent on selling price, 2 per 
cent cut in selling price means you 
must increase your volume of sales 8.7 
per cent to make the same profit ob- 
tained before the price was lowered. 

A 3 per cent cut means 13.6 per cent 
increase in sales is necessary. 

A 5 per cent cut means 25.0 per cent 
increase in sales is necessary. 

A 7% per cent cut means 42.8 per 
cent increase in sales is necessary. 

A 10 per cent cut means 67.0 per 
cent increase in sales is necessary. 

A 15 per cent cut means 150.0 per 
cent increase in sales is necessary. 

A 20 per cent cut means 400.0 per 
cent increase in sales is necessary. 


Sawing Manual 


Of 75 pages, it covers practically 
every subject and problem relating to 
the sawing of wood. Subjects include 
the characteristics, tensile strengths, 
and suggested uses of various woods; 
handy, quick reference pointers on 
wood construction; how to make 50 fine 
things of wood; unusual operations that 
can be done with saws; how to joint, 
file, and set hand, circular, and band 
saws. Descriptions of saws have been 
segregated into sections by themselves 
and presented in a sequence of greatest 
possible interest. Manual is available 
free for a limited time from The Ohlen- 
Bishop Co., Columbus, Ohio. 


Tucker Catalog 


The 1937 edition of “The House of 
Tucker” is an attractive colorful catalog 
featuring the Tucker-way all wood fold- 
ing chair; camp furniture; lawn furni- 
ture; juvenile furniture and a number 
of specialties included the “Fish-N- 
Float.” New items added to the line 
include a luggage stand, baby swing, 
and child’s high chair. The company 
has also announced an additional finish 
to its folding furniture, the white 
enameled finish on frames. The regular 


varnished and lacquered frame are also 
available. Tucker Duck & Rubber Co., 
Ft. Smith, Ark. 


Winchester Pocket Catalog 


On guns and ammunition—56 pages. 
Contains the Model 71 big game rifle, 
caliber .348; the Model 37 shotgun, 
single-shot, in 12, 16, 20 and 28 gages 
and .410 bore, and the bolt action big 
bore target rifles, replacing the Model 
54 line in all except .22 Hornet sport- 
ing rifles. Every rifle and gun in the 
entire line is presented and with the 
exception of one or two, illustrated and 
described in detail. A sub-divided in- 
dex on the last pages facilitates finding 
the different items. In the ammunition 
section there is a table of ballistics, con- 
taining the essential information con- 
cerning the popular hunting cartridges, 
both center-fire and rim-fire. Included 
are the new Super Speed .220 Winches- 
ter Swift, .257 Winchester-Roberts, and 
.348 Winchester cartridges. Winchester 
Repeating Arms Ca., New Haven, Conn. 


Drip Coffee Maker 


This porcelain enamel Federal drip 
coffee maker has a chromium plated 
cover, new streamlined handle and 





spout, and is furnished in a color com- 
bination of ivory, black and chromium. 
Special introductory offer No. F-2 in- 
cludes 6 only 6-cup Ivory drip coffee 
makers to retail at $1.19 and 6 only 
8-cup ivory drip coffee makers to retail 
at $1.29. Dealer’s cost, $9.95. Packed 
in half deals, weight per deal, 23 lbs. 
Federal Enameling & Stamping Co., 
Pittsburgh, Pa. 
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by the ready accept- 
ance these two products 
have won for themselves. The 
Electro-Way Vent Fan (re- 
tails at $6.95) fits over chim- 
ney hole, creating a strong 


vacuum which carries away all 
smoke and steam emanating from 
stove top. The Hydro-Flue Humid- 
ifier (retails at $1.25) fits on back 
of range where the chimney used 
to appear, capturing and ssteril- 
izing all oven fumes. Together, 
they do a 100% job of keep- 
ing the kitchen clean and 
comfortable. 
Write for literature 
and dealer’s 
prices 


WA A oO M » 5 co 107 E. MILWAUKEE 
« » DETROIT, MICH. 


The UNIFORM NUT MEAT CHOPPER 


Woes Give this dandy little aaa 
kitchen item a chance to 
be one of your star per- 
formers in 1937. Display 
it where customers will 
see it . . . feature it in 
your special promotions 
. boost it as a handy 
friend for every house- 
wife... talk it up as a 
practical gift at a popu- 
lar price. The results 
will really amaze you! 


Your jobber has choppers 
Ne ncaa onto In stock. =_— 











Silve er Li ake S Sash Cc feyus 


UBEHANKS 


re sive f 


Silver Lake Co. 


treet 








ALWAYS NEEDED! 
A List of 


WHOLESALE 
HARDWARE 
HOUSES Giving 


Names and Addresses; Capitaliza- 
tions; Lines Handled; Territories 
Covered; Number of Men Travelled; 
Names of Officers and Buyers. 





Useful for 
PERSONAL SALES CONTACTS 
Price $10.00 a Copy CREDIT DEPARTMENT 
Check with Order DIRECT MAIL WORK 


HARDWARE AGE VERIFIED LIST 











ro Greater 
Security anv 
PROFIT 


The ILCO trademark is the sign 
of security. It means the finest 
in materials and workmanship. 
Padlocks, Night Latches, Door Closers, 
Key Blanks and Key Cutting Machines. 


INDEPENDENT LOCK CO. 
zt FITCHBURG, MASS., U. S. A. 


The Symbol 
of Supreme Lock Protection 
Branches in All Principal Cities 

















ETEL ROPE CLAMP 


ow Tightened .... Easily Loosened 


APULL LOOSENS 


The only one of its kind! A pull on the rope tightens 
the line . . . a pull on the handle loosens it. Sturdy, 
efficient, unique. Takes 4 sizes of rope, from %” to %”. 
In Malleable Iron Cadmium Plated or Solid Brass. Write 
for sample and low price. 


ETEL ROPE CLAMP CO. 


98 MAGAZINE ST. NEWARK, N. J. 











239 W. 39th ST.. NEW YORK, N. Y 











JANUARY 28, 1937 





Do YOU Want 
National Sales 
Representation ? 


As successful, established manufacturers’ agents, we 
now contact jobbers, department stores, syndicates 
and other sales outlets over entire country east of 
Rockies. Write, giving details, to either address: 


THE HOUSE OF CRANE 


Indianapolis, Ind. 
New York Office—500 Fifth Ave. 
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Here are 22 More Answers to the Question: 


“WHO MAKE 


Information regarding sources of supply as pro- 
vided readers of Hardware Age by the “Who Makes 
it?” editor is here presented as an aid to others in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes It?” 
insane published on August 27, 1936. 


buyers. 


Emporia, Va.: Provide name and 
address of the manufacturer of Flint 
Crown Fire Brick—W. T. Tillar 
Co. 

ANSWER: Davis Fire Brick Co., 
Oak Hill, Ohio. 


Who makes the 
— Riley 


Richwood, O.: 
DeHaven safety 
Hardware Store. 

ANSWER: DeHaven Razor Corp., 


Swanton, Ohio. 


razors? 


St. Jacobs, Ont.: Who makes the 
Beauty Clothes Dryer?—Hollinger 
Hardware. 

ANSWER: L. Hopkins Mfg. Co., 
North Girard, Pa. 


Corpus Christi, Tex.: Provide 
name and address of the manufac- 
turer of Safety Hatch incubators.— 
Cage Hardware Co. 

ANSWER: Morris Mfg. Co., El 
Reno, Okla. 
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Washington, N. C.: Who makes 
a cannon to shoot 10 or 12 ga. Blank 
Shells?—McKee Co. 

ANSWER: Winchester Repeating 
Arms Co.. New Haven, Conn. 


Marathon, Wisc.: Furnish ad- 
dress of the Kentucky Whip & Col- 
lar Co.—Stroota Hardware & Mer- 
cantile Co. ‘ 


ANSWER: Eddyville, Ky. 


Savannah, Ga.: Where can we ob- 
tain the Haenel Air Pistol ?——Stubbs 
Hardware Co. 

ANSWER: L. Oppleman, Inc., 49 
W. 23rd St., New York City. 


Jennings, La.: Where can we pur- 
chase Edison storage batteries for 
32 volt light plants?—Black Hard- 
ware Co. 

ANSWER: Edison Storage Bat- 
tery Div. Thos. A. Edison, Inc., 
West Orange, N. J. 


Troy, O.: Who makes the Hib- 
bard padlocks?—Zerkel Bros. 

ANSWER—This is a_ special 
brand of the Hibbard, Spencer, 
Bartlett & Co., 211 E. No. Water St., 
Chicago, III. 


Campbelltown, Pa.: Furnish ad- 
dress of the Seymour & Peck Co., 
makers of the Tu-Ply shipping 
drums.—A. M. Brandt. 

ANSWER: 917 W. 20th Place, 
Chicago, Ill. 


Chicago, Ill.: Where can we se- 
cure Corn Cob smoking pipes?— 
John Sunshine Chemical Co., Inc. 

ANSWER: National Cob Pipe 
Wks.. Union, Mo.; Phoenix Amer- 
ican Pipe Wks., Boonville, Mo., and 
Uncle Sam Cob Pipe Wks., Ever- 
ton, Ark. 


So. Portland, Me.: Who makes a 
machine for boring holes through 
the ice for ice fishing?—Builders 
Hardware Supply Co. 

ANSWER: C. J. White, 35 Clem- 
ent St., Worcester, Mass. 
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The “Who Makes It’”’ issue of Hardware Age enables you to quickly locate sources of 


supply and helps you answer many questions regarding brand names, products, etc. 


Manchester Center, Vt.: Provide 
name and address of the Manufac- 
turer of Syracuse China Ware.— 
Manchester Plb. & Hdwe. Co. 

ANSWER: Onondaga 
Co., Syracuse, N. Y. 


Pottery 


Bozeman, Mont.: Supply address 
ef the Block Mfg. Co., Inc., manu- 
facturers of curtain stretchers.— 
H. B. McCay. 

ANSWER: Kenosha, Wisc. 


Fairfax, Minn.: Who makes the 
Niagara kerosene lamp burner?— 
Hauser Lumber Co., Inc. 

ANSWER: Miller Co., Meriden, 


Conn. 


Encampment, Wyo.: Who makes 
the Climax Automatic Cellar drain- 
er?—W. M. Englehart. 
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ANSWER: C. M. Kemp Mfg. Co., 
405 E. Oliver St., Baltimore, Md. 


Philadelphia, Pa.: Who makes 
the Enterprise Molasses Pump? 
Supplee-Biddle Hdwe. Co. 

ANSWER: Enterprise Mfg. Co. 
of Pa., 3rd and Dauphin Sts., Phila- 
delphia, Pa. 


Wessington Spgs., S. Dak.: Fur- 
nish address of the Continental 
Arms Co.—-Christensen’s Paints & 
Hardware. 

ANSWER: This is a_ special 
brand of the Marshall-Wells Co., 
Duluth, Minn. 


St. Josephs, Mich.: Where can we 
secure parts for the Beauty Klip 
hair clipper?—Richter & Achter- 
berg. 


ANSWER: 
cine, Wis. 


Allover Mfg. Co., Ra- 


Republic, O.: Who makes a 16 
ga. Single Shot Gun bearing the 
trade name Volunteer Arms Co.? 
S. J. Beard Hardware. 

ANSWER: This is a_ special 
brand of the Belknap Hdwe. & Mfg. 
Co., Louisville, Ky. 


* * * 


Struthers, O.: Who imports Spode 
China Ware?—Lyon Hardware. 

ANSWER: Copeland & Thomp- 
son, Inc., 206 Fifth Ave., New York 
City. 


Mount Vernon, N. Y.: Where can 
we secure Aluminum Ceiling Clothes 
Dryers ?—County Hdwe. Corp. 

ANSWER: Royal Mfg. Co., 580 
E. 138th St., New York City. 


93 








CLASSIFIED OPPORTUNITIES SECTION 





Positions Wanted Advertisements 


at special rate of one cent a word, mini- 
mum 50 cents per insertion. 


All Other Classifications 
Set Solid, Maximum of 50 words... .$3.00 


Each additional word............ -06 
All Capitals, Maximum of 50 words.. 4.00 
Each additional word............ -06 
Allow Seven Words for Keyed Address 
Boxed Display Rates 
B Omad cccccccccccccccccccccesoes $5.00 
Each additional inch...........+++ 4.00 





Use this section to reach Hardware Manufacturers, Manufacturers’ Agents, 
Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


e CLASSIFIED ADVERTISING RATES e 


Discounts for Consecutive Insertions 
4 insertions, 10% off; 8 insertions 15% off. 
Due to the special rate, these discounts do 
not apply on Positions Wanted Advertise- 
ments 


—_—~e— 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency. 

—e— 

HARDWARE AGE is published every other 
Thursday. Classified forms close 13 days 
previous to date of publication. 








NOTE 
Samples of Literature, Mer- 
chandise, Catalogs, etc., will | 
not be forwarded. 


—e— 
Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
239 West 39th St., New York City 








HELP WANTED 


SALES REPRESENTATIVES WANTED 





SALES REPRESENTATIVES WANTED 








WANTED—YOUNG MAN—EXPERIENCED 
IN the sale of houseware, hardware and paint. 
Must be willing to come to Rhode Island to live. 
Address Box C-402, care of Harpware Ace, 
239 W. 39th St., N. Y. City. 


WANTED— CHICAGO BRANCH SALES 
AND Office Manager by a well-known manufac- 
turer. Energetic and capable of handling office 
and do some traveling. Experience with Builders’ 
Hardware preferred. Address Box C-403, care 
of Harpware Ace, 239 W. 39th Street, New 
York City. 


WANTED—MAN CAPABLE OF MANAG- 
ING a large Hardware and Housefurnishing 
Store and promoting sales. Our object is to in- 
crease business. Give age, nationality, references 
and _ salary expected. Address Box C-409, care 
of Harpware Ace, 239 W. 39th Street, N. Y. 

















City. 
BUSINESS OPPORTUNITIES 
}- 


FOR SALE 


all the Pocket Knife Tools of the 
Challenge Cutlery Co., consisting of 
punches and dies for seventy-five sizes. They 
are in perfect condition, cost $100,000 to 
produce. Will be sold cheap. Address 


GEORGE SCHRADE 
46 Seymour St., Bridgeport, Conn. 











FOR SALE: SMALL, GOOD QUALITY 
Stock of hardware; business discontinued because 
of ill health. Reduced prices. Address Box 94, 
Marne, Iowa. 


MERCHANDISE WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J. 
Epstein, 815 Central St., Kansas City, Mo. 











SALES REPRESENTATIVES WANTED 








TO SALESMAN NOW CALLING ON hard- 
ware-variety-general stores splendid side line op- 
portunity. Funk’s Corn Grater. Write, advis- 
ing territory covered. Funk’s Corn Grater Com- 
pany, Box 212, Waynesboro, Pa. 


ACTIVE SALESMEN WANTED TO SELL 

high quality line of Manila Rope, Binder Twine 
and Commercial Twines to dealer trade. Exclu- 
sive territory; straight commission basis. No 
objection side lines. Apply, giving full particu- 
lars, age, experience, etc. xcellent proposition. 
Address Box 7608-A, care of Harpware AcE, 
802 Otis Building, Chicago, III. 


SALESMEN, WITH ESTABLISHED 
TRADE SELLING direct to hardware stores, 
if you want fast-moving items in night latches 
and padlocks as side line, in state of Michigan, 
write us. Unless you have established trade, 
do not reply. Give all details, territories you 
cover, lines you have, how long you have covered 
territory. Address Box 493, Detroit, Michigan. 
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EXCEPTIONAL OPPORTUNITY 


FOR 
SALES REPRESENTATIVES 
Salesmen wanted acquainted with 


Hardware, Paint or Mill Supply Jobbers 
to sell paint for a nationally known 
manufacturer. Our proposition is new, 
revolutionary and enables the jobber to 
make more profit than heretofore. 

We are interested in getting a man who 
is thoroughly grounded in handling of 
jobbers, in soliciting jobber business and 
who is also capable of helping jobbers to 
build volume on his line, by working 
himself and with jobber’s men. 

If you feel you can qualify, write, giv- 
ing all details about yourself and your 
experience, with references. 
COMPENSATION—Salary and Bonus. 
Earnings will be governed only by 
salesman’s own ability. 

Previous paint experience not necessary. 
Opening for salesmen in several terri- 


tories. 
Address 


VITA-VAR CORPORATION 
46 Albert Ave., Newark, N. J. 











MANUFACTURER’S REPRESENTATIVE 
DESIRED TO SELL nationally known line of 
builder’s hardware on commission basis. Must 
be well established with the trade. State lines 
handled and territory covered. Address Box 
C-416, care of Harpware Ace,, 239 W. 39th St., 
N. Y. City. 


SALESMEN TO SELL SENSATIONAL 
NEW Rug Cleaner Deal with attractive premium 
sales —— selling plan to Hardware Job- 
bers, partment and Furniture Stores. Liberal 
Commission. Original and Repeat orders, pro- 
tected territory. eaner retails 35c. Three years 
a proven seller and repeater. State experience, 
lines selling,, territory desired. Address Box 
C-411, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 








SALESMEN—TO REPRESENT OLD ES- 
TABLISHED saw manufacturer offering com- 
pm line of saws, including crosscut saws and 
and saws, to the hardware trade, opportunity to 
sell hardware jobbers and hardware dealers. Must 
travel most of time and have experience selling 
hardware jobbing trade. Give full details in first 
letter stating age, education, lines now carried, 
territory covered and how often. Address Box 
ag an of Harpware Ace, 239 W. 39th St., 

oe Ze City. 





REPRESENTATIVES WANTED CALLING 
ON JOBBING and retail trade, hardware and 

int, on fine commission basis, to sell ~ go 
ine of tools in the following territories: Penn- 
sylvania, west of Harrisburg, Pa.; Ohio, West 
Virginia, Middle West States, West States 
and Southern States. Opportunity to earn real 
income. Write us giving present lines ca 
age, business experience and reasonable refer- 
ences. Address Box C-413, care of Harpware 
Acz, 239 W. 39th St., N. Y. City. 








WANTED—SALESMAN TO CALL ON fac- 
tories, contractors, etc., for large hardware com- 
pany, carrying factory and blacksmith cup. 
hardware, tools and paints. Located central New 
Jersey.- Give age and salary expected, and ref- 
erences. Must own car. Address Box C-410, 
— of Harpware Ace, 239 W. 39th St., N. Y. 

ity. 


SALESMEN WITH ESTABLISHED 
TRADE, SELLING to wholesale hardware, auto- 
mobile supply and chain stores. A high-grade, 
medium-priced line of tools and automotive sup- 
plies. When writing, give territory now covering, 
and experience with your territory. Good com- 
mission to the right man. Address Penn Tool 
fameeny. 713-15 N. Broad Street, Philadelphia, 

a. 








SALESMEN WANTED BY OLD ESTAB- 
LISHED manufacturer, covering Eastern Indi- 
ana, Illinois, Iowa, Northeast Missouri, Southern 
Minnesota, Nebraska, Western Kansas and East- 
ern Colorado, calling on Retail Hardware Trade 
to sell harness and saddlery as side line on com- 
mission basis. State territory wanted and lines 
handled. Address Box C-406, care of HarpwaRE 
AcE, 239 West 39th St., New York City. 


SALESMEN CALLING ON RETAIL HARD- 
WARE trade in New Jersey and adjacent New 
York and Pennsylvania to handle Stove and Fur- 
nace Repair Parts for long established whole- 
These are essentials with little knowledge 





saler. n 
required. Commission on everything in your 
protected territory. Advise territory covered. 
Address Box C-405, care of Harpware Ace, 239 


W. 39th Street, N. Y. City. 

NEW YORK, NEW ENGLAND, PENNSYL- 
VANIA, South New Jersey, Ohio, Michigan, ex- 
cluding Detroit, Missouri, southern states, open 
for i 





aggressive sales representatives with estab- 
lished following, hardware, industrials, or muni- 
cipalities, to represent manufacturer quality locks, 
etc. Established 25 years. Side-line basis. 
Liberal commissions. State qualifications. Ad- 
dress Box C-386, care of Harpware Ace, 239 
W. 9th St., N. Y. City. 


SALES ACCOUNTS WANTED 


EXPERIENCED MANUFACTURERS’ REP- 
RESENTATIVE WHO HAS been selling jobbers 
and chain store syndicates for over fifteen years 
in the Metropolitan District of New York can do 
justice to one more good line. Address Box 
C-313, care of Harpware Ace, 239 W. 39th St, 
N. Y. City. 


MANUFACTURER’S REPRESENTATIVE 
COVERING MASSACHUSETTS AND South- 
ern New England would like several houseware 
lines. Well acquainted with jobbers, department 
stores and retailers, having covered the territory 
for a number of years. Address J. R. Magers, 
221 West Rock Avenue, New Haven, Conn. 


MANUFACTURER'S REPRESENTATIVE 
WITH APPROXIMATELY 20 port experience 
in Chicago, and with an established trade among 
hardware jobbers and retailers, chain stores, de- 
partment stores and mail order houses. Can han- 
dle additional line of pliers, imported or domestic, 
padlocks, screw drivers or cabinet hardware. Ad- 
dress Box C-412, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 
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POSITIONS WANTEI 


POSITIONS WANTED 








MANUFACTURER’S REPRESENTATIVE 
COVERING THE PACIFIC Northwest can give 
excellent attention to another line. Interested 
only in quality line of known manufacturer. Best 
of references. Correspondence invited. Address 
Box C-361, care of Harpware Ace, 239 W. 39th 
St., N. Y. City. 





HICKORY TOOL HANDLE LINE WANTED 
by manufacturer’s agent selling the hardware 
trade in Ohio for the past 15 years, cor: - 
dence invited from manufacturers teeovestedl te 
getting distribution in this state on a commission 
basis. Address Box C-365, care of HARDWARE 
AcE, 239 W. 39th St., N. Y. City. 





EIGHT YEARS OF PERSONAL CONTACT 
representing just one manufacturer has earned 
for me an enviable following among wholesale 
hardware, cutlery, syndicate trades, with the privi- 
lege to add one other line. Would like to hear 
from established reputable manufacturer, prefer- 
ably commission basis. Travel entire New York, 
New England, Pennsylvania and Southern points. 
Manhattan office. Highest credentials. Address 
Box C-417, care of Harpware Ace, 239 W. 39th 
St., N. Y. City. 





POSITIONS WANTED 








Hardware Personnel 


Our files centain applications of several hundred ex- 
perienced and well trained employees in the hard- ) 
ware industries. 
NO CHARGE TO EMPLOYERS FOR THIS 
SERVICE 


If we can be of any help to you, just phone 
ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street New York City 
WIS. 7-1802, 1803 

















IS THERE SOME BUSY EXECUTIVE who 
seeks an intelligent young man whom he can 
shape into a loyal assistant? Am 21 and have 
four years’ of wholesale hardware experience. 
Have the recommendation of former employers. 
Now attending the evening session at N. U. 
School of Commerce. Would like to connect with 
a New York or New Jersey firm. Address Box 
C-394, care of Harpware Ace, 239 W. 39th St., 
w.. ¥.. Gee. 


POSITION WANTED AS SALESMAN EX- 
PERIENCED in general hardware, paints, stoves, 
household and sporting goods, retail or commer- 
cial; desires to connect with jobber, manufac- 
turer or agent. Well known—excellent refer- 
ences as to ability, habits, trustworthiness and 
personality. Past forty; good health. Address 
D. E. Worley, 29 Glenwood Street, Warren, Pa. 


HARDWARE MAN WITH EIGHTEEN 
YEARS’ experience desires position with re- 
sponsible retail hardware firm. Well versed in 
most lines. Can arrange and sell. The best of 
references as to experience and honesty. Can 
arrange to locate anywhere. Will be at liberty 
February 1. Address Box C-407, care of Harp- 
ware AcE, 239 West 39th St., New York City. 


SALESMAN HAVING ABILITY, AMBI- 
TION, and initiative. Given an opportunity and 
cooperation, he can prove his talent. Now em- 
ployed and for thirteen years connected with a 
nationally known hardware manufacturer selling 
in the metropolitan area, and parts of the States 
of New York and New Jersey. In early forties. 
Address Box C-414, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 


HARDWARE MAN, THIRTY-THREE 
YEARS old, fourteen years’ experience as clerk 
and inside salesman in wholesale hardware, paint, 
sporting goods and kindred lines, desires position 
with larger wholesale hardware concern as sales- 
man inside or outside. Now employed, but prefers 
position with a better future. Can furnish best 
of references. Address Box C-408, care of 
— AcE, 239 West 39th St., New York 

ity. 

















SEWING MACHINE MECHANIC OPERAT- 
ING OWN shop wishes private employment. Age 
twenty-five, single. Address—Louis Linker, 2053 
Murray Ave., Pittsburgh, Pa. 


PLUMBING AND HEATING. PRACTICAL 
MAN with many years’ successfull business ex- 
perience. Management, estimating, and super- 
intending. Will contract in either capacity with 
good firm. Sober and capable. Prefer southern 
or central states. Address Box C-380, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 


YOUNG MAN WITH SUCCESSFUL REC- 
ORD of eleven and half years as advertising and 
sales promotion manager manufacturer hardware 
and house furnishing items seeks new permanent 
connection with definite future opportunity. Ca- 
pable planning complete advertising sales promo- 
tion campaign. Also experienced directing sales- 
men. Thirty-five years old with proven record 
results. Also ten years’ experience as export 
manager. Address Box C-401, care of HARDWARE 
Ace, 239 W. 39th St., N. Y. City. 


AVAILABLE—CONTACT REPRESENTA- 
TIVE to carry out plans and policies for the 
promotion of sales—to develop new channels for 
distribution. Practical merchandising experience. 
Successful sales record. Wide and_ intimate 
acquaintance in hardware field. Traveled exten- 
sively over the entire United States. Desires con- 
nection only with manufacturer. Salary second- 
ary to proposition offering stability and future. 
Address Box C-404, care Harpware Ace, New 
York City. 


PURCHASING AGENT OR ASSISTANT 
TO executive—eighteen years’ experience pur- 
chasing unlimited range of materials for indus- 
trial, commercial and syndicate buying organi- 
zations. Thoroughly experienced with produc- 
tion, stock control, traffic, etc. Wide knowledge 
sources of supply in manufacturing fields. High- 
est referencs from responsible corporations. 
Seeking permanent connection at moderate com- 
pensation. Address Box C-415, care of Harp- 
ware AcE, 239 W. 39th St., N. Y. City. 




















A “Classified Advertisement” 
Will Be Read By the “Class” You Want to Reach— 


For securing desirable Sales Representatives, Sales Accounts, or for Busi- 
ness Opportunities of any kind use the Classified Opportunities Section 
of Hardware Age, which covers the Hardware Trade thoroughly. 


Hardware Age will tell your story to the right “CLASS” — reach the 
greatest number of Hardware readers of any hardware paper and is noted 


for securing quick, tangible RESULTS for its advertisers. 


Send your copy with remittance to— 





JANUARY 28, 1937 


HARDWARE AGE 


CLASSIFIED OPPORTUNITIES DEPT. 


239 West 39th St., (4 Chilton Publication) New York, N. Y. 


© 


A.B.C.—Charter Member—A.B.P. Inc. 


In 


Hardware Age 
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To make your annual inventory taking an 
easier, surer job, we asked 1,000 leading retail 
hardware dealers to help us design a new 
HARDWARE AGE Inventory Record Sheet. 


From the many suggestions we received, a 
new sheet was designed—in a new size and form 
to sell at a new low price—200 sheets for only 
$1.25, which includes postage. As these sheets 
are printed on both sides of good white bond 
paper, this means you really get 400 pages of in- 
ventory record sheets. Each page has room for 
28 items. Your $1.25 investment provides inven- 
tory space for 11,120 items. 


During the past years, thousands of retail hard- 
ware dealers and wholesalers have used mil- 
lions of HARDWARE AGE Inventory Sheets be- 
cause they found them simple, convenient and 
handy to use. This new form is the best ever— 


JANUARY 28, 1937 












































Actual size of sheets 93, by 12 inches 
over all; writing area 81/2 x IL), 
inches. Sheets printed on both sides 
of good white bond paper, with 28 en- 
try lines on each side. Price $1.25 for 
200 sheets (400 pages). 


Simplify Your Stock Taking with the WHITE 
CONDENSED HARDWARE AGE INVENTORY FORM 


it's even more simple, more convenient and 
easier to use. Our entire effort was directed to- 
ward making your annual inventory taking an 
easier and surer undertaking. 


These new HARDWARE AGE Inventory Sheets 
will fit the HARDWARE AGE Inventory Sheet 
Binders which are used by thousands of dealers 
who reorder their HARDWARE AGE Inventory 
Sheets year in and year out. 


Due to the exceptional low price at which 
these sheets are sold and which applies to the 
United States and its possessions only, please 
have your money order or check accompany 
your order. Use the coupon below to order 
your supply today and make your inventory 
taking this year easier and surer with these 
sheets. 


ween nnn eeneneenennneeeeeeenens==USE THIS COUPON.................---------------- 


HARDWARE AGE, 
239 West 39th Street, New York, N. Y. 


Gentlemen: 

oe eee Please send me ........ hundred white HARDWARE AGE Inventory Sheets (200 for $1.25, 
which includes postage). Also send me........... Binders (50c each). Send these to me by return mail. 
Serer ere re Ne 1 eee re NR ee Fi tod ds 6 ia sh sao hid Ra Hea oe Eee o Tb ae 
PP ee tar ite Critter, a ee ee MS stiles res Recetas arornecdnys Gisiiness piace STATE 
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STOVE CO. 


KANKAKEE, ILL. 





To completely satisfy your customers, ask your jobber for COLUMBIAN 
Tape-Marked. You can tell it by the Tape-Marker in all sizes and 
the red, white and blue surface markers in 3% inch diameter and larger. 


Columbian Rope Company, Auburn, “The Cordage City”, N.Y. 


WATERPROOFED - GUARANTEED 


MANY EXTRA DIMES FROM THIS 
Neu All-Metal Revolving Display Cabinet 


and i FREE! 


Advertising creates a steady demand 
for Moore -Pins, aluminum or 
glass headsand Moore Pushless Hangers. 


Our new Revolving Display Cabinet given 
absolutely free with 72 window front pack- 
ets... occupies only 6% square inches 
of counter space ... makes sale after sale. 
Get one from your jobber today... 
then watch the extra dimes build 
your daily volume. 


MOORE PUSH-PIN CO. 
113-125 Berkley St., Phila. 











HARDWARE 


ECOGNIZED everywhere as a 
product of quality. A complete 

line to meet every building require- 
ment. Send for illustrated catalog and 
join the ranks of National dealers. 


National Manufacturing Co. 











STERLING °*. ILLINOIS 








EETS every garden hose need. 7 stand- 
ard nationally known brands of plied 

and moulded hose. Each = 
brand a leader in its own 
price field. A complete 
line that gives you a hose 
for every purpose at a 
price for every purse. 


BOSTON WOVEN HOSE & RUBBER CO. 


Cambridge, Mass. 








Genuin° DOMES & SILENCE 
SLIDE SILENTLY - SOFTLY- SMOOTHLY 
405 SET- 10% SET- 105 SET SAVE FURNITURE 


S (e me & FLOORS-CREATE QUIET 








“Look for words DOMES of SILENCE” 


“INSULATED- -NOISELESS FOR TILE 
CEMENT OR MARBLE FLOORS IN 
BATH ROOMS, RESTAURANTS, ETC. 
LARGE SIZE FOR METAL & WOOD BEDS 
LARGE CHAIRS & ALL FURNITURE’. 
Ask your Jobber— 
If he is not supplied, write to 


DOMES of SILENCE, Inc., 35 Pearl St, N. Y. C. 














REPORTS 


From all parts of the coun- 
try come enthusiastic 
reports from users of the 
New Nicholson, Black Dia- 
mond and McCaffrey Files. 
Have you a complete line 
on hand? Your wholesaler 
can supply you. Nicholson 
File Company, Providence, 
R.1., U.S. A. 


PATENTS 
PENDING 


A FILE FOR EVERY PURPOSE 


HARDWARE AGE 

















I93¢°s 
LIVEST 
Utensil Offer 





NO. 120 SELF-MEASURING 


COMET PACKAGE 


includes twelve items, 3 each of 
following: 


Special 
Size Utensil Retail,ea. 


6Qt. Covered Kettle.................... $ .99 
2Qt. Percolator -99 
GRE, “TO TROCUIS ano sasscsnisssssessscsicne 1.39 
3 Pec. Windsor Pan Set 

Shipping Weight, 21%4 lbs. 


DEALER SELLS FOR $13.08 
PRICE TO DEALER (Special) 8.72 
DEALER MARGIN 4.36 


3314% ON SELLING PRICE 
PRICES SLIGHTLY HIGHER SOUTH AND WEST 
Attractive Display Card packed with each package 





@Graduations for Convenience 
and Accuracy 


@ Matched Designs 


@ Quality You Can Recommend 


BUY FROM YOUR 


JOBBER ‘ee at . 
wr 


JANUARY 28, 1937 
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INSIDE LOCK 
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STOCK OF THE ENTIRE 
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MODERN SKYSCRAPERS 
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NEW — MODERN 
UP TO THE 
MINUTE — HAVE 
EYE APPEAL 


EXECUTED IN 
WROUGHT 
METAL, BRASS 

NIGHT AND STEEL 
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ASK OUR 
SALESMAN 
TO SHOW YOU 
OUR COMPLETE 
LINE 


CONTINUALLY 
ADDING 
NEW PATTERNS 
AND IDEAS 
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